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New-car registrations for nine 


' months, plus 88 states for Oc- 


tober: 

Make 
Ford 
Chev. 
Buick 
Olds. 
Plym. 
Pontiac 


1953 Pos. 
858,367— 2 
1,102,476— 1 
376,860— 4 
258,303— 6 
483,342— 3 
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But Total Is 200,000 Below Year Age 


New-Car Stocks Rise to 255, 000 


By Bob Sheldon 
Associate Editor 
EALER new-car inventories 
have rebounded to 255,756 units 
from the postwar low reached a 
month earlier, an AuToMoTivE News 
census disclosed last week. 
en showroom doors swung 
open Dec. 1, the survey showed, 
the average U.S. dealership was 
working with a potential stock 
of 6.2 cars. 

This situation contrasted with a 
revised November count of 607 
new cars and an avera of 3.8 
per dealer, including carg actually 
on display at dealerships, ware- 
housed by dealers and factories, 
used as demonstrators, and still in 
transit. 

* * * 
N DECEMBER, 1953, unsold new 
cars in the field totaled 459,876 


Excise Cuts Face Snag 


NADA Prods Members to Exhort Congressmen 
As Ike Asks Delay in Reductions 


By Maynard M. Gordon 
News Editor 


; nee among “grass roots” 


dealers may forestall the first 


' rollback in automotive excise taxes 
_ since 1928. 


om 


Unless the new 8th Congress 


» yotes otherwise, Federal excise 


rates cn new cars and trucks will 


+ decline next April 1 from the pres- 


. 


% 


ent 10 and 8 percent to 7 and 5 
- percent, respectively. The truck 
_ rate also applies to parts and ac- 
- cessories. 

The individual dealer’s stake in 
seeing through the tax reductions 
as scheduled is twofold. Not only 
would new-car prices drop from 
an estimated $40 to $80 for vol- 
ume models, but also a rate roll- 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


168,930 170,489 


Last Prev. 1953 
Week Week Week 


For complete production totals 
by makes, see table, Page 37. 


back precedent would be re-estab- 
lished for possible/ future use, ob- 
serve NADA and isdustry officis 

At the NADA-Ca@pitol Hill lev¢d 
an intensive “preserve the redyc- 
tion” campaign alneady is well 
der way. The co 


E specifically p 
back date, howev 
ful of a Congre gal change of 
heart. And this— despite the fact 
that many of the Democrats, who 
will control the new Congress, cam- 
paigned on a tax-cut program. 
That’s why the individual dealer 
is viewed as indispensable for a 
successful “preserve the reduction” 
undertaking. His appeal to his U. S. 
Representative might, when com- 
bined with similar letters from 
other dealers, crush any disposition 


to let the excise rates stay where| 


they are for another year. 

The difficulty expected in safe- 
guarding the tax cuts was accentu- 
ated only last week when President 
Eisenhower announced that he 
would ask the new Congress to post- 
pone the scheduled decreases on all 
affected items. Secretary of the 
Treasury George Humphrey al- 
ready had spoken against tax 

(Continued cn Page 4, Col. 1) 
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and the average per dealer stood 
at 10.4—the start of a buildup that 
ended in the spring with a record 
inventory glut. 

The pattern to be followed this 
winter is not yet discernible. 

Although the quarter-million 
mark has been eclipsed, December 
is only the third month since Sep- 
tember, 1952, that new cars on 
hand have numbered fewer than 
300,000. And all three of these 
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months have come in a string, 
beginning with last October. 
* * * 


S NOVEMBER sales are esti- 

mated at a bit over 400,000, the 
255,756-car stockpile with which 
dealers launched their December 
campaign stands well short of the 
30-day level that most auto men 
consider a minimum margin. 

It appears, however, that any 
numerical deficiency will soon be 


Jealers’ Total New-Car Stocks 


(In Field and in Transit to Field) 


DEC. 1, 1954 


J 
OG 


;— 756 Cars 


157,607 Cars 
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PREVIOUS 


HIGH 
607,275 Cars—May 1, 1954 


374,971 Cars 


RECORDS 


Low 
157,607 Cars—Nov. 1, 1954 


—Automotive News compilation 


Most Independents Shut, 
Big 3 Builds 99.3 Pet. 


By Thomas M. Hewitt 
Staff Writer 

hy < production will dip from the 

19-month peak it has stayed at 
for three weeks because of the holi- 
days which will limit this week and 
next to five—and in some cases to 
4%—work days. 

Despite the lower schedules, the 
millionth truck of the year will 
be produced Friday (Dec. 24), 
about two months later than its 
1953 counterpart. 

Though Hudson, Nash and Stude- 


Automobile Ownership and Purchases 


Within Income Groups 
(Percentage distribution within spending units) 


GROUP CHARACTERISTIC 
(1953 money income before taxes) 


OWNS (early 1954) 
1Car 2orMore None 
8% 34% 
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1953 1952 


RAND Gislen cepiesbes 46 tee Masi 46 pévenes. 


| Support for Opponents of Auto Excise Tax— 


~ Above table, compiled from 1954 survey of consumer finances made by Federal Reserve System and University of Michigan, 
uttresses argument that Federal auto excise helps restrict auto ownership and unfairly penalizes lower-income groups, who| Mainly because of the big boost 


BOUGHT NEW CAR 


BOUGHT USED CAR 
1953 1952 1951 
15% 14% 
6 
10 
14 


1951 


17 


baker went down last week, car 
output dipped only slightly —to 
147,430 from the previous week’s 
148,567, according to AUTOMOTIVE 
News estimates. 
ok ad * 
7 Big Three, therefore, built 
a record 99.3 percent of the to- 
tal, against 96.4 percent in the week 
earlier. GM accounted for 49.2 per- 
cent, compared with 47.4 in the pre- 
ceding week; Ford Motor built 27.8 
percent, against 27.0, and Chrysler 
produced 22.3 percent, versus 22. 

For the year thus far the Big 
Three has produced 95.8 percent 
of the car total, also a record, 

compared with 91.0 percent in the 
like 1953 period. GM’s share is 
52.2 percent, versus 45.6; Ford’s 
is 30.8 percent, against 25.0, and 
Chrysler’s is 12.8 compared with 

20.4. 

Ford division last week was 
slated to set a new postwar car- 
turnout record with the scheduling 
of 34,640 cars. The previous peak 
was 34,287, set two weeks ago. 


Daily postwar marks were set on]: 


last Monday and Tuesday, with the 
Tuesday total of 6,010 now the top. 
+ £ * 

N THE week earlier Cadillac es- 

tablished a new alltime mark 

with 3,811 cars, smashing the peak 
set the week before. 

Car output held up last week 


‘pcy same tax as wealthier consumers. Note that one-third of all spending units polled in carefully-chosen cross-section still} programmed by Chevrolet—up. to 
‘were cer-less in 1954, while new-car purchases exceeded used-car acquisitions in 1953 only among highest-income families. 


(Continued on Page 37, Col. 3) 
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made up and then some. Decem- 
ber production rates are pouring 
more cars into dealerships than 
are being delivered to retail 
customers. 

Dealers make no secret of the 
fact that, if anything, they prefer 
to maintain their inventories on 
the low side. Some even report a 
situation—felt more keenly during 
the 1955 introductory season than 
ever before in memory—in which 
a few cars can be “too many” 
insofar as rapid deliveries from the 
floor are concerned. 

* oe cg 

HE reason, these dealers say, is 

the availability of a bewildering 
assortment of options, including 
many that can be installed only at 
the factory. 

The emphasis on color has 
turned this feature into some- 
what of a stumbling block as well 
as a salient sales point. The 
brighter and more unusual the 

(Continued on Page 6, Col. 4) 


Unusual Colors, 
Options Make 
Buyers Choosy 


By Robert M. Lienert 
Associate Editor 
[pPALzRs are beginning to 

adapt themselves to one of: the 
newly laid stumbling blocks to 
new-car sales, reports indicated 
last week. 

Many dealers have béen com- 
plaining that the myriad color 
choices and mechanical and ac- 
cessory options on ’55s 
made it impossible to 
representative selection of their 
line in stock. 

This, they say, along with the 
customer’s stiffer insistence upon 
getting the exact car he wants, has 
tended to snarl some deals. 

7” 7 + 

(y= dealers say they have 

experienced a different type of 
customer reaction. With so many 
choices available and so many 
decisions to’ make, these retailers 
say, a number of customers haye 
been reduced to the wavering un- 
certainty of a small boy trying to 
make up his mind in a gigantic 
candy store. 

One dealer said: “We get five 
or six deals every week where 

(Continued on Page 4, Col. 4) 
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Can smaller car makers 
accept Big-Three ttern 
of labor relations? Page 6. 


Ford division warns its 
dealers about registering 
cars in stock. Page 2. 


Buick and Oldsmobile set 
a precedent by unveiling 
four-door hardtops. Pic- 
tures on Page 2. 


Want ads point to. better 
times: Fewer dealerships 
on block. Page 38. 


Chrysler Corp. posts 69 
pereent. gain in its heme- 
town. Detroit market 
share. Page 37 
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auctions, Pages 6, 24; new-car, truck 
and prices, Page 30; 
makes, Page 
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Kettering, Loewy, Newberg to Speak . . 
‘Next 50 Years’ 


NEW YORK.—The Society of Au- 
tomotive Engineers, half-a-century 
old in 1955, will take a studied look 
at the industry’s next 50 years dur- 
ing the organization’s golden anni- 
versary annual meeting. 

The more than 2,000 SAE mem- 


bers who attend the Detroit “con-| © 


vention” Jan. 10-14 will be treated 
to one of the most extensive pro- 
grams ever offered by the society. 
The Sheraton-Cadillac and Statler 
Hotels will house technical sessions 
and an engineering display. 
Theme-setter for the convention 
will be Dr. C. F. Kettering, Gen- 
eral Motors director and engineer- 
ing pioncer, who will discuss “The 


Next Fifty Years” at the annual 
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meeting banquet Jan. 12 in the 

Masonic Temple. Dr. Kettering 

was president of the SAE in 19138. 
Other experts who will peer into the 
future at various 
symposiums and 
panel discussions 
include Ray- 
mond Loewy, styl- 
ing consultant for 
Studebaker; E. 8S. 
MacPherson, Ford 
body engineer; H. 
E. Chesebrough, 
Chrysler Corp. 
body engineer and 
- chairman of 
Oo. F. Kettering SAE’s Detroit 
section; O. A. Brouer, of Swift 
and Co., who will describe coming 








Eisenhower Accepts NADA Invitation— 


At a meeting with NADA leaders, President Eisenhower accepted their invitation 
to address the 39th annual convention in Washington in 1956. Shown (from left) 
are E. A. Sahli, NADA treasurer; the President; Frederick J. Bell, executive vice-presi- 
dent; Charles C. Freed, president, and Frank H. Yarnall, vice-president. 





Cars Short in Wash. State 


Most Dealers Say They Are Unable to Get Enough; 


Ford Cleans Up 


By Bud Harris 
Traveling Correspondent 

JpRaLans in the eastern part of 

Washington say that their early 
supply of 1955 models sold fast and 
that they are having difficulty get- 
ting enough cars from the factories 
to fill orders. 

This is in marked contrast to 
the situation on the Coast, where 
1955-model sales were not as high 
as anticipated and there was con- 
siderable confusion on market 


As soon as I crossed the moun- 


Demand Outstrips 
Supply, Dodge 
Managers Told 


DETROIT. — “Demand far ex- 
ceeding supply” is the Dodge story 
since the introduction of 1955 
models, according 
toLeeF.Des- 
mond, general 
sales manager. 

Desmond spoke 
at a two-day 
meeting last week 
of Dodge regional 
Managers, assist- 
ant regional man- 
agers and divi- 
sion managers. 

Addressing the 
same group, R. C. 
Somerville, Dodge sales vice-presi- 
dent, said the present favorable 
situation is the result of closer 
teamwork between sales and manu- 
facturing departments. He warned 
against the peril of overoptimism, 
however. 

Somerville asserted that Dodge 
hopes to extend the current suc- 
cesses into the traditional competi- 
tive periods of the year. 

The national economy, he de- 
clared, gives every promise of 
equaling and exceeding the opti- 
mistic forecast projected earlier by 
industrial and government sales 





Lee F. Desmond 


as Others Wait 


tains into Yakima, the retail auto 
picture brightened. From there and 
all through Washington, Chrysler 
and General Motors dealers stated 
that they had sold all of their show 
cars and all cars that were in 
transit, and are unable to get or- 
ders filled fast enough by the fac- 
tories. 

. a2 * 


N THE other hand, Ford is 
rolling cars into that area by 
both rail and truckload and Ford 
dealers are reaping a harvest while 
the others sit with empty show- 
rooms. 


Plymouth, in the Chrysler line, 
jseems to be falling down the 
| wemas in supplying dealers with 

cars. Most dealers have had only 
| one car to date to show and very 
| few dealers report that they have 

cars in transit. ’ 


In the GM lines, Buick, Oldsmo- 
bile and Pontiac seem to be in 
shortest supply, dealers report. 


Chevrolet dealers also are com- 
plaining of shortages of cars, but 
not as vehemently as the dealers 
mentioned above. 


‘to Keynote SAE 


trends in trucks and trailers, and 
C. A. Lindblom, of International 
Harvester, whose subject will be 
trucks and buses of tomorrow. 
Dr. Kettering will be introduced 
at the annual banquet by D. G. 
Roos, SAE president in 1918. Other 
highlights of the banquet will be 
the premiere of the “SAE Golden 
Anniversary March” 
poser, Macy O. Teetor, and presen- 
tation of a plaque to P. M. Heldt, 


pioneer Society member whose edi-| — 


torial in Horseless Age magazine 
June 2, 1904, led to the formation 
of SAE. 

An annual meeting symposium 


with a timely motif will concern| 


Buick, Olds Introduce Four-Door Hardto 


itself with air pollution. Smog 
fighters from the hard-hit Los An- 
geles area and from the General 
Motors Research Laboratories will 
appear on the symposium. Other 
symposiums will be held on the 
subjects of plastics for truck bodies 
and suspensions. 


Automation will be discussed by 
W. C. Newberg, president of 
Dodge, and G. G. Murie, of Ford. 
Round-table discussions are 
planned on manufacturing cost 
reduction techniques and on se- 
lection of passenger cars for fleet 
operation. 


“The Potential Contribution of 
the Automotive Industry to the 
Field of Atomic Energy” is the sub- 
ject of A. Tam- 
maro, assistant 
general manager 
of the U. S. Atom- 
ic Energy Com- 
mission. He will 
speak after SAE 
President William 
Littlewood deliv- 
ers the annual re- 
port. 

The past, pres- 
ent and future of 
automotive fuels 
and lubricants will be the topic of 
T. A. Boyd, of GM Research Lab- 
oratories, on the same program in 
which two Socony-Vacuum scien- 
tists and an Ethyl Corp. researcher 
will report on passenger-car vapor 
lock. 





W. C. Newberg 


Diesel engines and aircraft de- 
velopments will occupy several tech- 
nical sessiuns. 
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Keeping Sights High— 
R. C. Somerville (left), sales vice-presi- 
dent, and M. C. Patterson, general works 
manager, study Dodge's orders and pro- 
duction schedules to determine how the 
factory can catch up with its backlog. 


Business Barometer 


Auto Production — 168,930 cars, 
trucks in week vs. 123,242 year ago. 

Bankruptcies — 223 in week vs. 
216 year ago. 

Business Volume — 104.8 percent 
of 1935-39 index vs. 105.6 year ago. 

Department-Store Sales—1 per- 
cent ahead of last year. 

Freight Loadings — 661,797 cars 
vs. 661,568 year ago. 

Inventories—$77.9 billion on Oct. 
30 vs. $73.5 billion year ago. 

New-Car Sales — 4,363,346 to 
date vs. 4,666,690 year ago. 

New-Truck Sales — 698,093 to 
date vs. 789,231 year ago. 

Oil Stocks — 267,339,000 barrels, 
530,000 less than week before. 





Steel Output — 81.5 percent of 
capacity vs. 82.1 last week. 

Used-Car Price Index — $697 
overall average to date vs. $711 in 
November. 

Wholesale Prices — 109.3 per- 
cent of 1947-49 average vs. 109.5 
week before. p 


Common Stocks 


Dec. Dec. 1954 
15 8 High 
Am. Motors 11 11% 
Chrysler 67%, 66% 
GM 93 
Kaiser 2 
S-P 12% 


Average 36.97 37.27 


by its com- = 





Now Four-Door Hardtops 
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A first in auto styling will be chalked up by Buick and Oldsmobile when they 
display their four-door hardtops at the Chicago Auto Show next month. The rear 
door is hinged on a tapered, reinforced center post which comes only to window 
level yet insures, according to the GM divisions, rugged construction. 


Buick says that deliveries are expected to start in March. Dealers will take orders 


at once. Olds said production will start 


early in the spring. The four-door Buick 


Riviera will be offered in the Century and Special series. Olds says its Holiday 


Sedan will be offered in all three series—the 98, Super 88 and 88. 


CRG. 


‘Win with Honest Count’ 


Is Ford Word 


N THE midst of continued re- 
ports of year-end shenanigans in 
new-car registrations, Ford divi- 
sion declared last week that it still 
wants top spot—but wants it only 
with an “honest count.” 

There is apparent growing con- 
cern in various quarters over the 
possibility of faked or padded 
sales giving a distorted picture. 
Several dealer groups have 
warned their members against 
straying from the straight and 
narrow. 

Most recent dealer-group action 
came when the Texas Automotive 
Dealers Assn. warned its members 
that registration of cars in stock 
is prohibited by state law. 

* * * 
pronvs policy on registrations 
was stated by L. W. Smead, 
general sales manager, in a letter 
sent to all Ford dealers. Smead 
warned against attempts to pad 
figures in the “home stretch in the 
race for sales leadership.” 

Any action by a Ford dealer to 
register stock in order to boost 
the count will meet with the 
“strongest disapproval” of Ford 
division, Smead said. 

Citing current registration fig- 
ures which show Ford in the lead, 
Smead continued: 

“Leadership is now within our 
grasp. All of us are putting forth 
tremendous effort during the clos- 
ing days of December to assure 
that Ford will attain first place for 
1954.” 

* * + 

MEAD recalled that Ford and its 

dealers had been pointing for 
No. 1 laurels for eight years and 
that “every major decision” in that 
time had been made with that goal 
in mind. 

He continued: 


“We of Ford division want lead- 
ership, but not by a crooked count. 
We have confidence in our prod- 
ucts and in your ability to sell and 
register those products.” 


Smead stressed that no Ford 





to Dealers 


any other year” would be asked 
to “doctor” his registrations in 
order to attain or maintain lead- 
ership in his community. 

“As we have said before,” Smead 
concluded, “this is a good business 
for the good businessman. We in- 
tend, with your help, to keep it that 
way.” 

Smead reported Thursday he had 
received many letters and tele- 
grams from Ford dealers commend- 
ing the company action. 

Chevrolet dealers have received 
no direct communication from the 
factory on registration policy. 

Meantime, the Automotive Trade 
Assn. National Capital Area re- 
ported a type of activity that may 
be clouding registration totals. 

* s e 


HE dealer association said last 

week in its bulletin that a mem- 

ber reported his manufacturer had 

suggested he title all current mod- 
(See FORD, Page 6, Col. 3) 


Wilson Advocates 
$5 Billion Hike 
In Defense Budget 


NEW ORLEANS. — An increase 
of nearly $5 billion in defense 
appropriations for the next fiscal 
year was urged last week by Sec- 
retary of Defense Charles E. Wil- 
son. 


In a speech before the Chamber 
of Commerce here, Wilson said that 
excess funds carried over from 
previous years largely had been 
used up. 

Wilson asked for a budget of 
$34.5 billion, compared with the 
$29.6 billion appropriated last year. 

Stating that defense spending 
cuts are about ended, Wilson de- 
fended past cuts in his “new look” 
program in that they “had saved 
billions of dollars.” 

Wilson did not say how the pro- 
posed increase would be distributed, 
but it is believed the largest 


dealer “during 1954, or during | amount would go to the Air Force. 
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A$’ WE approach another Christ- 
mas season, there is much 
optimism in our perennial wish of 
“Peace on earth to men of good- 
will.” First, it seems to me, with 
the selling experiences of this year, 
we have come to a fuller realiza- 
tion of the value of cooperation— 
the spirit of live and let live. And, 
then again, we have such agencies 
as our trade associations holding 
high the ethics in this business and 
concentrating on problems and 
using instrumentalities for the im- 
provement of the climate of the 
trade in which we all labor. 

We are selling and servicing the | 
world’s most wanted merchandise. 
We are offering the most beautiful 
cars ever designed or built. Our 
product represents outstanding 
value, not only from the standpoint 
of comparison with merchandise 
and service offered by others, but 
from the standpoint that its use 
is becoming a more inseparable 
part of the lives of more and more 
people. Our population i is ne 


Detroit Dealers 
Name 6 Directors, 


Hear Chamberlain 


DETROIT. — Six new line-group 
directors were introduced to mem- 
bers of the Detroit Auto Dealers 
Assn. last week at the association’s 
annual meeting. DADA’s board 
will select 1955 officers at a later 
date. 

New directors are Arnold Klett 
(Cadillac), Ed Rinke (Chevrolet), 
Al Long (Ford), William Lavigne 
(Hudson), Ted Grace (Lincoln- 
Mercury) and Frank McLaughlin 
jr. (Pontiac). 


Holdover board members for 
next year are Hugh Gorey (Buick), 
Hascall Bliss (Chrysler), Ken Sara- 
son (DeSoto), Al Roger (Dodge), 
Jim Allan (Nash), John Drummy 
(Oldsmobile), Cass Slubowski 
(Packard) and Pat O’Dea (Stude- 
baker). 

Charlie Dalgleish (Oldsmobile- 
Cadillac) has another year to serve 
as Detroit director for NADA. 

Guest speaker at the banquet 
was Ray Chamberlain, NADA di- 
rector of conventions, who observed 
that the problems facing dealers 
currently are “not new, just aggra- 
vated.” He said that present con- 
ditions would result in “dividing 
the sheep from the goats” and that 
problems would be tougher for the 
40 percent of dealers who entered 
the trade since World War II. 

Roger, 1954 DADA president. 
urged personal appeals by dealers 
demanding that the Federal excise 
taxes on vehicles and parts be 
allowed to decline Apr. 1. 

Gorey, 1954 vice-president, also is 
chairman of the association’s 1955 
auto show, which will be held Jan. 
29-Feb. 6 at the Michigan State 
Fair Grounds, Detroit. Paul T. 
Graves is DADA executive vice- 
president. 
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ing. Births and marriages are at 
an alltime high. 


With the lessons we have 
learned this year, I am sure the 
Christmas season will bring a 
more acute realization of the real 
values of life. We have seen 
selfish men trying to get the 
better of others. They may be 
sharp—the kind nobody beats at 
anything. Some of them may 
have become rich in the world’s 
goods. But those of them I have 
observed are the unhappiest men 
I know. Their gains were at the 
expense of their brother dealers. 
They know no tranquility. They 
have few nights of pleasant sleep. 
They were greedy and will even- 
tually be victims of their own 
greed. 

Christmas makes us better 
understand that human relation- 
ships are more important than 
acquisitions. Yes, without attempt- 
ing to reflect, especially, on the 
spiritual side, it seems to me we 
are progressing each year a long 
way toward proper appraisal of 
the Christmas season. 

And now friends, my column 
readers, permit Me to extend my 









Dealer Abraham Brings 


Christmas to Miami 

MIAMI.—Flagier St. will have 
its Christmas decorations after 
all, thanks to Anthony Abraham, 
owner of Thiel Chevrolet. 

When a dispute developed be- 
tween merchants of downtown 
Miami as to who should pay what 
for the Yuletide street trimmings, 
it was announced that neither the 
merchants nor the City would 
foot the bill. Abraham, who lives 
in Coral Gables, promptly do- 
nated $3,000, and up went the 
decorations. 





ovr 


personal wish that you and yours | = 


Drafting Rhode Island Ethics Guide— 


A special meeting of the Rhode Island Automobile Dealers Assn. adopted a code 
of ethics. Going over the document before its presentation to the membership are 
(from left) Robert W. Pierce, public relations chairman; Leo B. Carey, president, and 
Fronk W. Blaney, chairman of the committee on code of ethics. 


may enjoy a Very Merry Christmas 
and a Happy and Prosperous New 
Year. 

* x * 


Guest Columnists 
I AM planning with my wife an 
extended vacation with our two 
daughters who live and work in 
Los Angeles and, aside from next 
week’s column —wherein will ap- 
pear a review of my first years’ 
experience in this industry 45 years 
ago—this space will be utilized by 
guest conductors, all of whom are 
former presidents of NADA. 

I am sure these elder statesmen 
will have words of advice and 
counsel of value to all readers. I 
am grateful indeed, as I am sure 
you will be, for their generous 
contributions while I relax in 
pleasure. 

But I am thinking of the new 
year. Won’t you help me on a 
couple of subjects on which more 
information has been requested? 
First, won’t you, who have had 
experience with profit sharing, 
send me your names and addres- 
ses? I want to write you after 
NADA’s Chicago convention for 
a@ report of your experience with 
the plan. 

Then, too, many dealers have 
mentioned that I did not include a 
chapter in my recent series of 
“Letter to Salesmen” on the subject 
of new-car telephone solicitation. 
My research so far has never indi- 
cated such canvasses have been 
universally successful—hence the 
omission. I am not referring to the 
use of the phone to followup 
owners or followup a_ particular 
prospect. Such methods are indis- 
pensable in any salesman’s routine. 

The requests are for a cold 
turkey canvass to people with 
whom you have had no previous 
contact. What is your experience? 
Have you worked out a talk for 
such use? If you have, may I have 
the pleasure of hearing from you? 





Dealers Form Association 


In McPherson, Kans. 


McPHERSON, Kans. — A Mc- 
Pherson Automobile Dealers Assn. 
has been formed. 


Al Pearce was elected president, 
with Frank Goss as vice-president 
and Dick Mulhern as _ secretary- 
treasurer. 


The organization includes Sid 
Bacon Motors (Dodge - Plymouth), 
Carlson-Rankin Implement, Elliott 
& Son (Mercury), Goss Motors 
(Chrysler-Plymouth), Fred McKen- 
na Motors, Miller-Kennedy Motors 
(Buick), Miller-Kennedy Imple- 
ment, Mulhern Pontiac-Cadillac Co., 
Al Pearce Motors (Ford), and 
Stucky Implement. 





TOPEKA, Kans.—The sale of new 
1955 models by nonfranchised deal- 
ers in several cities in Kansas and 
in Kansas City, Mo., is reaching “an 
alarming stage,” the Kansas Motor 
Car Dealers Assn. said last week in 
a bulletin. 

“Unless the manufacturers of 
each line-make take the neces- 
sary steps to stop their own fran- 
chise dealers from selling new 
1955 model cars at wholesale 
prices, the future outlook is very 
dark for a majority of the en- 
franchised dealers to remain in 
business and show a net profit, 
resulting in a fair return on the 
money they have invested in their 
business,” the association said. 

Most of the new models, the as- 


NADA Bills Talks 


* 

By Economist, 

- ~ * 
Filipino Envoy 

WASHINGTON. — Dr. Arthur F. 
Burns, chairman of President Eis- 
enhower’s Council of Economic Ad- 
visers, will address the NADA con- 


vention in Chicago on Jan. 31, 
NADA announced last week. 


NADA also said that Gen. Carlos 
P. Romulo, chairman of the Philip- 
pine delegation to the United Na- 
tions, will speak to the dealers 
Feb. 2. 

Dr. Burns will speak on economic 
prospects and opportunities and 
will discuss the president’s eco- 
nomic program in the light of cur- 
rent conditions. 

Romulo will speak on “America’s 
Stake in Asia.” 

Also scheduled to speak at the 
parley is Hayes Tucker, Tuscaloosa 
(Ala.) dealer. He will speak on the 
subject, “Where Do We Go From 
Here.” 

The NADA convention and ex- 
hibition will run Jan. 29-Feb. 2. 


Kutner’s Doin’ the Mambo 


PHILADELPHIA. — Kutner- 
Buick sponsored a mambo party 
last week to introduce its new 
models, followed by a _ two-hour 
radio show. A large crowd attended. 


Kansas Fights Bootleggers 


Shady ’55s Traced by State Dealer Group; 
Reports Go to Factories 


To Promote Confidence .. . 


Rhode Island Dealers 





Adopt Code of Ethics 


PROVIDENCE. — A major for- 


ethical business practices in the 


ward step in a continuous cam-/sales and services of automobiles 


paign to promote public confidence 
in the automotive industry and to 
curb abuses by certain dealers has 
been taken by the Rhode Island 
Automobile Dealers Assn. with 
adoption of a 10-point code of 
ethics governing dealer operations. 

Under the new code, dealers will: 

1. Maintain high standards and 


* * * 





sociation said, have originated with 
franchised dealers in Missouri, 
Iowa, Illinois, Kansas and Okla- 
homa. 

The association said it has re- 
ported identification vehicle num- 
bers and other information perti- 
nent to illegitimate sales to top 
officials of General Motors, Ford 
Motor Co. and Chrysler Corp. 

All members were urged by the 
association to forward such data 
daily, and to refrain themselves 
from wholesaling new cars. 


“All enfranchised dealers of 
new automobiles and trucks must 
recognize there is no substitute 
for restraint, honesty and work 
- - » yes, and most of all, for the 
loyalty of enfranchised dealers to 
each other,” the bulletin said. 


The bulletin reprinted a typical 
ad of a nonfranchised dealer in 
Kansas City. Offered were 55 models 
of Buick, Pontiac, Chevrolet, Ford, 
Plymouth, Oldsmobile and Cadillac 
at claimed discounts ranging up to 
$800. 


and trucks. 

2. Maintain dependable service 
facilities in accordance with 
manufacturer’s approved me th - 
ods, and have prices which con- 
form with factory recommenda- 
tions. Unauthorized repairs will 
not be made. 

3. Maintain an adequate stock of 
parts, priced in accordance with 
the manufacturer's current retail 
price lists. 

4. Strictly adhere to any and all 
agreements made in writing in con- 
nection with the sale or purchase 
of an automobile or truck. 

5. Confine advertising to facts 
pertaining to and merits of all 
products, at the same time avoid- 
ing exaggerated or misleading 
statements to the public. 

6. Comply strictly with all 
State regulations governing the 
financing and insuring of auto- 
mobiles and trucks. 

7. Observe a regular schedule of 
working hours for the convenience 
of the public and the benefit of 
employes, a schedule consistent 
with established local business 
practices. 

8. Support sound activities that 
benefit motorists. 

9. Aid in the promotion of good 
citizenship and in development of 
the community. 

10. Subscribe to the “cardinal 
principle” that courteous and fair 
treatment of customers at all times 
is the foundation of good will and 
good business. 

Cleared by the Providence Bet- 
ter Business Bureau and the 
Federal Trade Commission, the 
code was adopted on recommen- 
dation of a special committee 
headed by Frank Blaney. 

The code was approved at a 
special meeting attended by Gov. 
Dennis J. Roberts and three of the 
four members of Rhode Island’s 
delegation in Congress — Senators 
Theodore Francis Green and John 
O. Pastore and Representative-John 

E. Fogarty. 

Also attending the session was 
the State registrar of motor vehi- 
cles, Laure B. Lussier, who advised 
dealers of his approval of an auto- 
mobile safety inspection law “op- 
erated by civil service employes 
who have nothing to sell.” 

RIADA recently voted by an 
overwhelming margin in favor of 
“licensed and qualified dealer sta- 
tions,” as opposed to State-owned 
and operated stations. The associa- 
tion already has prepared for con- 
sideration by the General Assembly 
at the January session a bill pro- 
viding for semi-annual inspections. 

Sen. Pastore expressed hope that 
Congress would during its next ses- 
sion continue to investigate boot- 
legging and what he called “undue 
pressure” by auto factories upon 
dealers. 

The public officials in attendance 
received gold-plated license plate 
frames from the association. 


On the House .. . 


They now call it “Car Counseling Service” 


in 


Akron, according to a newspaper ad which offers 
“to assist the buying public in the purchase of a 


new or used car. . 
are the lowest possible, etc.” 


. to guarantee that the prices 
. The ad alleges 


that some dealers “charge $100 to $800 more for a 


new car than the factory suggested price. . 
finance and insurance at higher rates . . 
cars that have been 
etc., etc., etc. ... 


telling buyers,” 


. force 
- sell used 
in commercial use without 


Missouri association directors will consider a 


Wemhoff 


proposal to publish “known bootleggers” . 
persons, representing 50 percent of association’s 


. 1,050 


membership, attended the various district meet- 


ings held this fall by Iowa association . . 


. Chicago-area Ford 


dealers report used-car volume up 11.9 percent in November; num- 
ber of customer repair orders written rose 10.1 percent, while 


service volume was up 122 percent ... 


NADA is moving to 


temporary quarters at 1800 H Street until its new building is 


completed in Washington .. . 


American Motors has a swell exhibit it’s planning to show around 


the country .. 
star-studded affair . 


. Packard’s farewell lunch for Col. Vincent was a 
- Merry Christmas and Happy New Year! 


—Perte WeMuorr, Editor, 
Automotive News 
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t Deferment Plan... 


Battle Brewing on Excise Tax Cuts 


(Continued from Page 1) 
reductions because, he said, it 
would prevent balancing of the 


NADA, furthermore, expects to 
“go it alone” in the rugged infight- 
ing with the House Ways and 
Means Committee and Senate Fi- 
nance Committee. The auto manu- 





Age of Autos Owned 


(Percentage distribution of automobiles) 
1954 1952 1950 


4to7 years .............. 40 20 6 
2to 8 years .............. 23 30 19 
l year or less .......... 18 14 17 


Dip for Newer Cars— 


Rapid climb in ownership of four- to 
seven-year-old cars (see above) shows an 
indirect effect of new-car excise tax on 
sales, argue opponents of Federal levy. 
By contrast, ownership of later-model 
autos declined in 1954 among spending 
units surveyed by Federal Reserve Sys- 

tem. 





facturers last spring made a token 
appearance in the anti-excise bat- 
tle waged by the dealer association 
and now have switched their legis- 
lative emphasis to President Hisen- 
hower’s proposed interstate high- 
way program. 

Historical precedent shares sig- 
nificance with retail price as a 
fruit of the drive to pare excises. 

Not since May 29, 1928, when the 
new-car taxes were repealed en- 
tirely, has there been anything but 
an upward tendency in the Federal 
levy. Excises on trucks, tires, parts 
and accessories had been non-exist- 
ent since Feb. 26, 1926. 

7 . + 

TATED on June 7, 1932, 

was a broad package of auto- 
‘Motive excises: The car rate was 
re-established at 3 percent, the 
_ truck and parts rate was fixed at 
2 percent and for the first time a 
cent-a-gallon levy was imposed on 
gasoline. Tires got a separate tax 
of 2% cents, figured on a poundage 


Across-the-board increases of ™% 
a@ percentage point and % cent went 
into effect July 1, 1940. The 1940 
rates were doubled 15 months later, 
just before the U. S. entered World 
War I. 

Present rates became effective 
Nov, 1, 1951, despite a concerted 
battle by NADA and the Automo- 
bile Manufacturers Assn. for the 
status quo. 

With the dealer as the middle 
man, retail vehicle buyers have 
footed the onus of the vehicle ex- 
cises since 1917, when the Reve- 





nue Act first installed the levy. 

Then it was a flat 3 percent on 

cars and trucks only. 

The tax is computed on factory 
wholesale values and forwarded to 
the U. S. Treasury by the manufac- 
turers in lump sums. Last year the 
total Federal automotive excise 
take was a record $2,183,000,000. 
This revenue, needless to say, has 
steadily risen since the 1932 resto- 
ration of the burden, which brought 
the Treasury $230,640,000 in 1933. 


On automobiles alone, the Fed- 
eral excise tax cost purchasers 
$905,250,000 last year. On trucks, 
buses and trailers the sum was 
$163,295,000; tires and tubes, $148,- 
218,000; motor fuel, $776,144,000, and 
lubricating oil, $45,625,000. 

a 


M41N arguments advanced 

against automotive excises, 
coupled with the age-old grudge 
against taxes per se, are reproduced 
by NADA in a battery of radio in- 
terview scripts designed for local 
use by dealer members. 


The seven scripts include five of 
five-minute length and two for 15- 
minute broadcasts. Titles are as 
follows: “How Much Is the Tax on 
Autos?”, “Let’s Look at Excises,” 
“Over One Billion Dollars,” “His- 
tory of Auto Excise Taxes,” “How 
Much Is This Excise Tax?”, “Pros 
and Cons of Excises,” and “Are 
Excise Taxes Justified?” 


Through the local dealer as the 
sparkplug, it is NADA’s wish to 
awaken local newspapers, clubs 
and citizens to the threat of a 
continued 10 percent tax. 


One of the main anti-excise ar- 
guments advanced in the dealer ap- 
peals to the public is that it unfair- 
ly assesses lower-income buyers of 
news cars, who comprise 63 percent 
of the market and in most cases 
need cars or trucks for their liveli- 
hoods. 


Heavily hit in the new broadsides 
are the multiple and “hidden” tax- 
ation features of the automotive 
excise. State and Federal levies on 
sales, gasoline, replacement tires 
and parts, licenses and use make 
the auto excise an “extreme exam- 
ple” of multiple taxation, the Sen- 
ate Finance Committee was told 
last March by A. E. Barit, chair- 
man of the AMA’s taxation com- 
mittee and for many years a lead- 
ing figure in the anti-excise camp. 

- x ” 


F GREAT irritation to the auto 

trade is the fact that competi- 
tive producers, retailers and cus- 
tomers are not similarly burdened. 
As AMA’s 1947 tax brief pointed 
out: 

“There is no more justice in levy- 
ing a Federal sales tax against pas- 
senger cars and trucks than there 
would be in levying such a tax 
against the plows and other tools 
a farmer uses or against the other 
necessities of our modern life.” 

Chief representative of NADA in 
the Congressional committee ses- 
sions where tax legislation is ham- 
mered out is Alton M. Costley, 


‘New K-W Models Ride the Air Lanes— 


Preparing for their appearance before the television camera for a dealer preview 


ot 


the 1955 Kaiser and Willys are (from left), Steve A. Girard, general manager of 


Willys Motor; Edgar F. Kaiser, president, and Hickman Price jr., sales vice-president. 


The 


< 


Program was carried to dealer meetings in 21 cities over a closed circuit. 


chairman of the association’s Na- 
tional Affairs Committee. 


up the market. He put it this way: 

“We believe that continuation of 
the present high excise taxes on an 
automobile—about $150 on a lower- 
priced car—constitutes a threat to 
demand and employment in the au- 
tomotive and related industries. 


“Buyer resistance has already 
caused curtailed employment in the 
automotive industry. Due to a 
marked increase in unemployment, 
the Government recently declared 
Detroit to be a critical labor area.” 


t * * 


7S Congressional commitment 
to lower excises in April, 19565, 
was believed to have shown some 
appreciation of the unceasing bom- 
bardment aimed at auto levies by 
organized dealers and manufac- 
turers. 

NADA and other allies, however, 
are too well aware of the machina- 
tions of politics and the pressures 
at work in the last-minute deliber- 
ations over new Revenue Acts. 


Tax committees find it a simple 
matter to hold fast to entrenched 
levies like those on cars and 
trucks, anti-excise forces have 
found. Thus, the time, money and 
energy invested in combatting the 
excises appear to go for naught 
while the rates and takes go up 
and up. 

Yet, over the long haul, a glim- 
mer of relief now has penetrated 
the smog. If the tide of excises ever 
is to be reversed, contend Chairman 
Costley and Executive Vice-Presi- 
dent Frederick J. Bell, 1955 is the 
time to do it. 


The commitment is partir exist- 
ing law. Dealer help is needed, Bell 
and Costley admit, to bring the 
promised reductions into being and 
reverse the historical precedent. 

a . * 
EW chairman of the House 
Ways and Means Committee, 
which will initiate revenue legisla- 
tion next month, will be Rep. Jere 
Cooper, of Tennessee. 

Holdover committee members are: 
Daniel A. Reed, New York; John D. 
Dingell, Michigan; Wilbur D. Mills, 
Arkansas; Noble J. Gregory, Ken- 
tucky, Aime J. Forand, Rhode 
Island; Herman P. Eberharter, 
Pennsylvania; Cecil R. King, Cali- 
fornia; Thomas J. O’Brien, Illinois; 
Hale Boggs, Louisiana; Victor A. 
Knox, Michigan. 


Also, James B. Utt, California; 
Thomas A. Jenkins, Ohio; Richard 
M. Simpson, Pennsylvania; Robert 
W. Kean, New Jersey; Noah M. 
Mason, Illinois; Hal Holmes, Wash- 
ington; John W. Byrnes, Wiscon- 
sin; Howard H. Baker, Tennessee, 
and Thomas B. Curtis, Missouri. 

* * = 


Canadians Also War 


On Auto Excise Tax 


OTTAWA. —A delegation of the 
Canadian Automobile Assn., held 
a meeting here with Finance Min- 
ister Walter E. Harris to protest 
the 15 percent excise tax on auto- 
mobiles and to demand its removal. 

The delegation’s spokesman, 
President Hedley R. Chauncey and 
Chairman R. J. Hastings, told the 
Minister that they have been 
“deeply concerned with the high 
cost of automobiles in Canada.” 

One out of every 15 Canadians 
is dependent upon the auto indus- 
try, the Association pointed out, 
and directly and indirectly in pro- 
duction, sales and service, the auto 
industry is one of Canada’s biggest 
employers. However, “the loss of 
national purchasing power because 
of reduced employment in the mo- 
tor industry and its feeders is at 
this moment a danger to Canadian 
economy,” Harris was warned. 

The Association’s spokesman em- 
phasized that in 1952 when the 
excise tax was reduced to 15 per- 
cent and when credit restrictions 
were relaxed, sales of motor vehi- 
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Inequity of Excise Shown— 


While lower-income brackets own far fewer late-model cars than higher-income 
groups (see above), the Federal excise on new cars applies equally to them and 
may deter a sizable market for the auto industry, Congress is being told by dealers 
and manufacturers. This table of shifts in car ownership by income groups was 
compiled by Federal Reserve System and University of Michigan early this year. 


Age of Automobiles Owned 
By Urban Families 


(Percentage distribution of newest cars owned) 












2to3 
years 


4to7 
years 





10% 
29 
40 


26% 
23 
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26 
25 





42 
26. 
46 





49 
36 
52 





42 9 
32 24 5 
45 15 4 
29 11 2 
29 14 5 
24 9 





Unusual Colors, Options 
Make Buyers Choosy 


(Continuéd from Page 1) 


it’s easier to sell the car, period, 
than it is to get the buyer to 
make up his mind on the color. 
And most of the time when he 
does pick a paint job, it’s some- 
thing we don’t have in stock or 
haven’t even seen yet, except on 
the color chart.” 

All this has had an overall effect 
which has worried many dealers, 
although now they are beginning 
to get on top of the situation. 

* * x 


oes are solving the color prob- 
lem by doing their own repaint 
jobs. Paint manufacturers report- 
edly are rushing supplies of new 
mixes to match the ’55 hues. 

Also, more and more of the 
cars being shipped have been 
built to definite customer order. 
As a result of the early pipeline- 

filling shipments, however, many 
dealers found themselves with stor- 
age lots full of cars—none of which 
matched firm orders on the books. 

One dealer told Automotive News 

last week that he had 50 cars in 
stock and nearly as many orders, 
but couldn’t deliver a single unit 
from stock because none of the 
combinatiéns was correct. 

x * * 


N UNUSUAL idea was passed 
along by a dealer who refers to 


Up from New Zealand— 


Noel N. Manthel (right), governing 


cles picked up markedly. The abo-| director of Manthe!l Motors, Ltd., General 
lition of the excise tax could be a/| Motors dealership in Wellington, N. Z., 
factor in stopping any further lay-| visits the Cadillac plant in Detroit as part 
offs in the auto industry, it was| of a nationwide tour in a 1908 Cadillac. 


declared. 


With him are his sons, Roger and Neil. 





himself ‘as having gone into the 
“paint contracting’ business. He 
suggests: “Why doesn’t the factory 
ship cars in prime? It would be a 
lot easier to paint the car to the 
customer’s order that way and we 
wouldn’t have to give him the 
extra layers.” 

Another dealer said his color 
headaches have given him a lot 
of new respect for the 100- 
percent-black Model Ts. 

Some operators, in adapting 
themselves to the situation, have 
managed to salvage an increasing 
amount of their profit. They have 
found customers less insistent upon 
discounts when they learn that the 
car they desire has to be ordered 
from the factory and that they 
have to wait several weeks to 
get it. 

a x > 
QrE dealer in a middle-price line 
says he has shortened his 
trades by $50 to $75 on this basis. 

“It’s tough,” he says, “when you 
have 40 new cars in the storage 
lot to convince the average buyer 
that they’re not distress merchan- 
dise. 

“When a buyer has to wait for 
his car to come from the factory, 
though, you can sell hard on the 
idea that it’s custom-built. We 
don’t repaint. We encourage the 
customer to express his individ- 
ualism, and then we start to trim 
the overallowance.” 

The new-car market, in the over- 
all view last week, was more 
consistent than spectacular. The 
national sales rate was slightly 
more than 100,000 weekly. 

* * ” 


HE used-car market is showing 

little added strength at the 
retail level, although wholesale 
auctions indicate a pickup in bid- 
ding for good units. There was no 
upward pressure on wholesale 
prices, although the rate of decline 
was slowed. 

The average price of used cars 
sold at wholesale auction last 
week pulled the December index 
figure down $3 to $697. 

The uncertainty of the used-car 
market was indicated by auction 
performance, which saw three 
models gain in price, one hold even 

and four decline. 

Upward trends were estab- 
lished as follows: ’47s, a $6 in- 
crease to $174; 52s, a $4 gain to 
$821, and °48s, a $3 advance to 
$218. 

The price of ’50s remained un- 
changed at $457. 

Losses on the index were as fol- 
lows: ’54s, down $13 to $1,823; ’53s, 
down $11 to $1,177; ’51s, down $9 
to $595, and ’49s, down §$2 to $313. 
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was the night before Christmas, and all through the shop 
Every place was deserted, work had come to a stop. 
While out in the showroom around a bright tree 
The folks joined together in Yule melody. 
Mechanics and salesmen, the girls and the chief, 
Their hearts filled with joy in a common belief, 
Singing hearty and strong (just a bit off key, too) 


° . — —. 66 aiid "99 
Their wish for the season) ‘Merry Christmas to you! 
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We'd like to join in that wish. To all our friends in the showrooms 
and shops and offices of America’s dealerships ...a very Merry Christmas, 


and may prosperity and happiness be yours in the coming year. 


“For a good start in ‘55, attend 
the NADA convention January 29 at 
Chicago’s Conrad Hilton Hotel 
—and look me up in the Associates 
Hospitality Suite 1005.” 





Associates Investment Company 
Associates Discount Corporation 


Emmco Insurance Company ) 
South Bend, Indiana 
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Can Little 3 Follow 
Big 3 Labor Pattern? 


By Joe 
Staff Writer 

— question of whether the Lit- 
tle Three makers will be able to 
follow the Big Three pattern in 
labor negotiations 
next year is already 
being unofficially dis- 
cussed by “labor- 
skates” in both man- 
agement and union 

circles. 

As would be expected, manage- 
ment says “no” and the unions say 
“yes”—and both sides speak with 
considerable logic and conviction. 

Management’s principal argument 
is based on a comparison of the 
first-half financial statements of 
General Motors and Chrysler Corp. 
as against the first-half financial 
statements of the smaller manu- 


facturers. 


.' * 


i THE first half, GM had an ap- 
proximate net of $236 millon and 
Chrysler Corp. netted $15,791,660. 
American Motors had a loss of 
$4,598,000, Studebaker a loss of $8,- 
925,000 and Packard a loss of 
$2,794,000. 

Management officials also point 
to the sales and production fig- 
ures of the Little Three which 
show their market penetration 
down from 11 percent to less than 
5 percent. 

The typical union position was 
expressed by a UAW international 
representative, who specializes in 
Little Three negotiations, with 
these words: 

“Anything the union wins next 
year—and our membership is be- 
coming increasingly enthusiastic 
about the guaranteed annual wage 


* 


—will have to be across the board. 
Any demands will naturally be ad- 
justed to the particular company 
and the current conditions. But 
there is.no good reason why any 
company should deviate from this 
pattern.” 
+ * + 

HIS union official added that if 

there were any deviation from 
the pattern, then Chrysler Corp., 
which also has had a poor year, 
might likewise expect preferential 
treatment. 

Another unionist declared: “Giv- 
ing special treatment to one em- 
ployer would be a violation of a 
basic UAW principle. We have al- 
ways maintained that similar work 
should get similar pay, regardless 

of race, color, sex and, we might 
add, employer.” 

Recognition of the problem fac- 
ing the Little Three was given by 
one UAW officer. He predicted 
that the UAW might follow the 
example of the International La- 
dies’ Garment Workers Union, 
which has established a board to 
analyze the condition of employ- 
ers who plead poverty. 

He said that these boards usually 
come up with recommendations 
urging that the management make 
certain changes in its operations. 
And if management goes along, the 
union usually makes concessions in 
its demands. 

* + * 
_—— can’t expect the workers to 
take the rap because of the in- 
efficiency of company officials,” 
was the cry of this unionist and of 
most others interviewed. 
A conciliatory view was taken 
(Continued on Page 37, Col. 3) 


Used-Car Bulletin from Detroit ... 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


« 
cars out 
BUICK—’54 Super Riviera coupe, 2 at 
$2,225*. °53 Super 4-dr., $1,340*; 

Special 2-dr., $1,100. ‘52 Super Ri- 

; 2-dr., $840* (ps); 

"RM 4- dr., $715°*; 

Super 2-dr., ” $e40*. ‘50 Special 2-dr., 

, 2 at $350. 

© —'52 (60) 4-dr., $2,010°*, 
» $1.- 


. 51 (62) 4-dr., $1,500*. 
LET . 
. ’°53 Bel Air 2- 


-, $960. 52 SL 
$735, $700*, 2 at $650; 
SL Special “2-dr., $590. ’51 SL De- 
luxe 2-dr., $620*, $560*, $550°*; 4-dr., 
$590*; club coupe, $565*. °50 SL De- 
luxe Business coupe, $565*. 
CHRYSLER—’53 NY 4-dr., $1, 330°. °52 
NY 4-dr., $790*. '51 Windsor New- 
port, $725*; NY 4-dr., $730*, $690*. 
DeSOTO—’51 Custom Sportsman, $685*; 
club coupe, $535. '50 Custom 4-dr., 


$365. 

DODGE—’53 Coronet (8) 4-dr., $950*, 
$920; Wayfarer 2-dr., $750. ’52 
Meadowbrook 4-dr., $525*, $485; 2- 
dr., $395. 51 Coronet Diplomat, $665. 
°47 Custom 4-dr., $165. 

FORD—’55 Custom (8) Country sedan, 

. *54 Custom (8) 2-dr., $1,370. 


(6) 
$750. 
Custom (6) 2-dr., 


club’ coupe, 


$785°*, $700; Main 
(6) 2-dr., $650. 51 Custom (8) 2-dr., 
; station wagon, $450; Deluxe 
. "49 Deluxe (6) 2-dr., 

» $275. 


MERCURY—'52 club coupe, $985. °51 
club coupe, $450. °49 conv., $305; 
club coupe, $225. °47 4-dr., $115. 

NASH—’53 Ambassador 2-dr., $1,275*; 
Statesman 2-dr., $945, $935*. °51 
Statesman 4-dr., "$335°. 

OLDSMOB: ILE—’ 54 (88) 4-dr., $2,160°. 
i (98) 4-dr., $800*, $560°; (88) 
4-dr., $655*. 

PACKARD” 52 club coupe, $725°*. 

PLYM' (—’53 Cranbrook club coupe, 

eres; 4-dr., $875, $750. °'51 

Cranbrook 4-dr., $425. °50 Deluxe 

4-dr., $310. °49 Deluxe 4-dr., $280. 

NTIAC—'54 Chieftain (8) Catalina, 

$2,050° (ps); +» $1,800°. ‘°52 

in (8) 2-dr., 


Chiefta: ‘ 4- 
dr., $755*. °’51 Silver Streak 8) 

Catalina, $725*, $700*; Chieftain 
(6) 2-dr., $495. '50 Silver Streak (8) 
2-dr., $510. 


EBAKER — '52 Champion 4-dr., 
$455. °51 Champion 4-dr., $275. 


Dec. 8 
(Sale very good and fast, Sold 97 
cars out va 121 entered.) 
BUICK—’53 RM Riviera coupe, $1,485* 


(ps), $1,430* (ps). '52 Super Riviera 

coupe, $1,125* (ps). ’51 Super 4-dr., 

$750*, $690%, $610*; Special 4-dr., 

$540. °49 RM 4-dr., $255*. 
CADILLAC — '53 ( 

(ps), $2,530*. 

895°. '50 (62) 4-dr., $1,130 


CHEVROLET—’53 Bel Air club coupe, 
$1,145*, $1,055; 2-dr., 
Two-ten ; 


os *; 4-dr., 
20° ; 


SLER — ’53 NY 4-dr., $1,275* 
(ps). "51 NY Newport, $755*. 
DeSOTO—’52 Custom 4-dr., $850* (ps). 

*50 Custom club coupe, $410. "49 De- 
luxe 4-dr., 


DODGE—’53 Coronet club coupe, $1,- 
025; Wayfarer 4-dr., $870, $850. "52 
Wayfarer Sport coupe, $820. 
= club coupe, $530°; 4-dr., $520, 

FORD—’54 Custom (8) 2-dr., $1,400. 
*53 Crest (8) Victoria, $1,335*; Cus- 
tom (8) 4-dr., $1,005*; 2-dr., $925; 
Custom (6) 2-dr., $1, 020; Main (8) 
a $895, ‘52 Custom (6) 
2-dr., $800; 14-ton Pickup, $530. 

try Squire, $695; 
toria, $500°. °49 De- 
luxe (6) 2-dr., $325; club coupe, $135. 

HUDSON—’53 Wasp club coupe, $890. 
‘S1 Hornet 4-dr., $500*°. °50 Pace- 
maker club coupe, $295. 

KAISER—’53 Deluxe 4-dr., $790*. 

LINCOLN— 52 4-dr., $1,060*. 

MERCURY—’52 Monterey club coupe, 
$1,225*. °50 club coupe, $310. 

NASH — ’'54 Metropolitan conv., - 
’52 Rambler club coupe, 49 

Statesman 4-dr., $120. 

LDSMOBILE—’53 (98) Holiday, $1,- 

600*; (88) 2-dr., $1,550*° ipo). 

(88) 4-dr., $965°. °50 (88 

$465°*. 49° (98) 4-dr., $300"; 

2-dr., $275°. 

PACKARD—’51 4-dr., $605. 

ae tae Belvedere 4-dr., $1,- 
125. Cranbrook club coupe, "$900; 
4-dr., Rent, Cambridge club coupe, 
$650; taxi, $345. '52 Cambridge 4- 
dr., $525; club coupe, $525. '50 Spe- 
cial Deluxe 4-dr., $425. °49 Deluxe 


-dr., $265. 

PONTIAG—'S4 Chieftain (6) 4-dr., $1,- 
325. °53 Chieftain (8) Catalina, $1,- 
500%; 4-dr., $1,300* (ps), $1,245°, 
$1,065°. ’52 Chieftain (6) 2-dr., $700. 
‘S51 Silver Streak (8) 4-dr., $615*, 
$575*. °46 Torpedo (8) conv., $105°. 

STUDEBAKER— 52 Commander Sport 


er 
coupe, $675, °50 Champion 4-dr., 
$200°. 
WILLYS—’53 (6) 


2-dr., 
Us — 
2-dr., $470. °61 Henry J (6) 2-dr., 
$140. 


"51 


o 







$435. 
63 Henry J (6) 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports are on Pages 24, 32, 33 








Hydra-Matic 


Comparison of Big Three 
"55 Top Lines 


(Lowest Priced Four-Door Sedans) 







Power steering 












62.0 in. 
PowerF lite, Pow- 
er brakes, Power 
steering, Power 
seats, Power win- 
dow lifts 










Milwaukee Dealers Press 
Fight for Truthful Ads 


By John E. Hubel 

Staff Correspondent 
MILWAUKEE.—Problems of un- 
ethical auto advertising were one 
of the major topics of discussion 
at the annual meeting of the Mil- 
waukee County Automobile Dealers 

Assn. held here Dec. 14. 


Ted Larson, executive secre- 
tary, praised the Better Business 
Bureau for its cooperation with 
the association in efforts to wipe 
out misleading advertising in the 
Milwaukee area. 

Members were told that efforts 
to do away with such advertising 
had been publicly recognized and 
that the association had gained 
respect for its fight. 

The following officers were 
elected for 1955: President, Murel 
Humphrey, Humphrey Chevrolet 
Co.; vice-president, R. C. Quinlevan, 
Packard Milwaukee Co.; secretary, 
Robert Schwartzburg, Schwartz- 
burg Oldsmobile Co., and treasurer, 
Harold Duckler, Duckler Motors, 
Inc. (Pontiac). 

In addition to the officers, board 
members are: F. W. Berndt, L. L. 
Kvam, Harry Kaminsky, Joseph 
Burbach, W. W. Rank, Ben Selig, 
Mike Peters, Arden Kuehn, 
Farrow, Irving Rosenberg, Ed 
Wehe, Ken Lovering, L. H. Kuett- 
ne 7m Malofsky and L. L. Riesel- 
bach. 

Rieselbach, association counsel, 
presented a testimonial gavel to 
Farrow, the retiring president. 
He paid tribute to the memory 
of A. C. Hall, sciodie and first 
president of the association and 
NADA director, who died during 
the year. 

Bootlegging and auto shows were 
other main topics of discussion. 
Several officers warned that boot- 
legging must be eliminated for the 
members’ own good. Humphrey 


Ford 


(Continued from Page 2) 
els used as demonstrators or offi- 
cials’ cars to increase sales figures 
released by R. L. Polk & Co. The 
dealer’s manufacturer was not 
identified. 

“We told the dealer member 
that, of course, if the vehicles 
were so titled, they would be 
counted as sales in that month,” 
the association said. 

“However, if at a later date a 
vehicle titled in the dealer’s name 
was sold to an owner it would not 
be counted by Polk a second time.” 

* - * 


yas position was taken, the as- 
sociation said, because past ex- 
perience showed Polk counting 
demonstrators and official’s cars in 
its monthly totals, while the associ- 
ation did not. 
Polk had assured the associa- 
tion, it said, that new vehicles 
ted from the factory “non- 
re ” list were not credited 
a second time when they were 
sold. 

In summing up the situation, the 
association said that “manufactur- 
ers are wasting time and effort” in 
suggesting that dealers go through 
such titling procedure on demon- 
strators and officials’ cars. 


congratulated members for making 
strides toward eliminating boot- 
legging, but warned that there is 
still much to be accomplished. 

Frank Yarnall, Chicago regional 
vice-president of NADA, said he 
expects the next Congress to pass 
an anti-bootlegging measure. 

Larson recounted plans for the 

Milwaukee show, to be held Feb. 

5-12. An attendance topping 100,- 
000 is expected, he said. 

L. L. Cunningham, president of 
the Business Institute for Milwau- 
kee, spoke on the need for sincerity 
and enthusiasm in the field of 
retail sales. 

A color film on Pennsylvania's 
auto inspection system was shown 
by a representative of Thompson 
Products 






Leaser Builds 
New Facilities 
In Baltimore 


BALTIMORE, Md. — The fee 
management and leasing firm of 
Peterson, Heather & Howell opened 
up new facilities at 2521 N. Charles 
St. here with a large crowd of auto 
notables and business associates in 
attendance. 

Duane L. Peterson, president of 
the firm, said that the company 
now maintains more than 20,900 
vehicles in the U. S. and Canada, 
most of them on a lease basis. 

Peterson said that the firm start- 
ed eight years ago to provide an 
efficient and economical plan for 
the management of sales and serv- 
ice fleets. Later, he said, PHH or- 
ganized the leasing operations 
when industrial working capital be- 
came increasingly scarce. 

The new building is a two-story 
structure, and will house about 80 
employes of the statistical, analyti- 
cal and fleet procurement depart- 
ments. 

At the opening, representatives 
from motor companies, DuPont Co., 
American Casualty Co., Mutual Life 
Insurance Co. and other auto and 
materials handling firms were in 
attendance. 

The firm uses about 250 different 
auto dealers in getting cars and 
trucks for its program, it was an- 
nounced, and most of the dealer 
firms were represented. Many Bal- 
timore business leaders also at- 
tended. 


Gulf Opens Chicago Zone 

CHICAGO. — Gulf Oil Corp. has 
established a zone office in Chicago, 
with Robert N. Mullin in charge. 
Mullin formerly was Toledo divi- 
sion manager of retail and jobber 
sales. He will be assisted by Lester 
S. Auerbach, formerly Cleveland 
district manager, and William O. 
Johnson, formerly Chicago district 
manager. 





Car Stocks 


at 255,000 


Dealer Inventories Rising, but Still Far Below 
A Thirty-Day Supply 


(Continued from Page 1) 


hues, the choosier and more 
adamant the buyer can be. 

Paint shops at many dealerships 
are busy tailoring color combina- 
tions to meet the customer’s speci- 
fications, but this solves only part 
of the problem. 

* 7” * 

[pPALans in some lines com- 

plain of a shortage of sports 
models and station wagons while 
sedans sit in storage. This imbal- 
ance is complicated by a more 
selective approach on the part of 
buyers to such items as automatic 
transmissions, power seats, power 
window lifts and so on. 

The cutback in power-steering 
prices, incidentally, has placed 
this option within the range of 
many prospects for the first time. 

To meet individualized require- 


Powers Gets S-P 
Operations Job 


DETROIT. — Ray P. Powers has 
been named vice-president of oper- 
ations for Studebaker-Packard Cor- 
poration, Presi- 
dent James J. 
Nance announced 
last week. Pow- 
ers, who has been 
operations vic e- 
president for 
Packard, in his 
new position will 
direct and coordi- 
nate manufactur- 
ing, purchasing 
and industrial re- 
lations for both 





Ray Powers 
S-P automotive divisions and the 
defense division. 

Before coming to Packard, Pow- 
ers had been with Lincoln-Mercury 


since 1949 where he had similar 
responsibilities during the period in 


which new manufacturing facilities | p... 


were developed and tooled. Prior to 
that he had been a manufacturing 
executive with General Motors from 
1927 with his last assignment at 
Pontiac. 


ments, dealers are placing many 
orders with the factories. Mean- 
while, some report their operations 
hampered by cars in stock that are 
not readily salable while buyers— 
who might change their mind— 
wait for cars that haven’t been 
built yet. 


New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 





it 
Cars Cars Ia Total 
ts Transit Potential 
Perled Fleid te levestery 
dan. 1, ’50.... 251,754 188,500 440,254 
Apr. 1, ’60.... 276,136 158,000 434,136 
dune 1, ’60.... 247,680 160,200 407,830 
Sept. 1, °60.... 239,642 160,400 400,042 
dan. 1, ’51.... 305,888 89,900 404,783 
Apr. 1, ’61.... 406,541 138,500 545,041 
duly 1, ’61.... 357,606 90,700 448,306 
Sept. 1, ’61.... 283,402 86,800 370,202 
Jan. 1, ’62.... 224,968 31,000 255,963 
Feb. 1, ’52.... 198,762 68,000 267,762 
Mar. 1, ’62.... 182,577 76,000 258,577 
Apr. 1, '62.... 213,391 83,000 296,391 
May 1, ’52.... 251,674 88,000 339,674 
dune 1, ’62.... 232,036 710,000 302,036 
daly 1, ’62.... 193,462 84,500 277,962 
Aug. 1, ’52.... 162,086 12,000 174,086 
Sept. 1, ’52.... 149,091 77,000 226,081 
Oct. 1, ’52.... 233,556 88,000 322,556 
Nov. 1, ’62.... 308,304 90,500 399,394 
Dee, 1, ’52.... 287,247 716,000 363,247 
Jan. 1, °53.... 291,671 83,300 ptt 
Feb. 1, ’63.... 324,835 86,600 
Mar. 1, ’63.... 389,011 87,200 476,211 
Apr. 1, ’63.... 445,382 89,300 636,182 
May 1, ’53.... 490,331 97,700 688,081 
dume 1, 53... 463,546 13,500 537,046 
duly 1, °53.... 479,698 82,800 562,492 
Aug. 1, ’53.... 517,119 82,200 599,319 
Sept. 1, ’53.... 514,569 714,500 588,068 
Oct. 1, °63.... 519,037 60,900 578,837 
Nov, 1, ’63.... 538,087 68,300 606,337 
Dec, 1, ’53.... 430,376 28,000 459,876 
dan, 1, ’64.... 428,125 36,600 464,735 
Feb. 1, ’64.... 466,176 60,600 626,776 
Mar, 1, ’64.... 511,122 62,000 ‘673,122 
Apr. 1, "S4.... 541,911 64,000 606,911 
May 1, ’S4.... 638,775 68,500 607,275 
dune 1, ’54.... 503,219 62,500 565,719 
duly 1, ’54.... 445,665 62,500 508,165 
Aug. 1, ’64.... 390,354 5700 447,854 
Sept. 1, °54.... 355,654 50,400 406.054 
Oct. 1, '64.... 267,469 29,000 296,469 
Nov, 1, °64.... 120,107 37,500 *157,607 
--- 194,066 61,700 255,756 
?t Field stocks include cars actually 
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Ever Look at a Newspaper This Way ? 


More for the money means a lot to buyers of 
newspapers as well as other goods. 


This accounts for the loyalty THE INQUIRER 
wins from its readers. They know they have 
received FULL VALUE. As manifested in more 
editorial features, more columnists, more 
comics...than any Philadelphia newspaper. 


Look at THE INQUIRER for all it offers its 
readers...and for all it offers YOU... 
selling power unmatched in America’s third 
market. For selling power alone makes 
THE INQUIRER FIRST...FIRST in national 
advertising, retail advertising, classified adver- 


tising and total advertising. 


The Philadelphia Pnguirer 


The Voice of Delaware Valley, U.S.A. 


Exclusive Advertising Representatives: 


NEW YORK 
ROBERT T. DEVLIN, JR. 
342 Madison Ave. 
Murray Hill 2-5838 


CHICAGO 


Andover 3-6270 


EDWARD J. LYNCH 
20 N. Wacker Drive 


Boom Continues in 
DELAWARE VALLEY, U.S.A. 


$372 million industrial expansion set 
for 1954 —18% increase over 1953. 
In face of 8% nationwide industrial 
expenditure decline. 


West Coast Representatives: 


DETROIT 
GEORGE S. DIX 
Penobscot Bidg. 

Woodward 5-7260 


SAN FRANCISCO 
FITZPATRICK ASSOCIATES 
155 Montgomery St. 
Garfield 1-7946 


LOS ANGELES 
FITZPATRICK ASSOCIATES 
3460 Wilshire Boulevard 

Dunkirk 5-3557 
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Martin L. Whitmyer 
Staff Writer 

America’s new-car dealers spent 
an average of $36.60 per new car 
sold for local ads between January 
and October, according to statistics 
compiled by NADA. 

The entire bill for advertising 
in home town newspapers during 
the first 10 months was $139 mil- 
lion, or approximately $3,485 per 

, the association said. 

The figures do not include dealer 
expenditures for factory coopera- 
tive ads and national television 
shows. 

They include only money spent 
for local advertising in hometown 
newspapers, local radio and televi- 
sion shows, and handbills, broad- 
sides and outdoor signs, NADA said. 

* * + 


ANPA Appoints 4 Aides 
John C. Ottinger jr. has been 
appointed assistant director of 
. the Bureau of Advertising of the 
American Newspaper Publishers 


Affecting Factories and Dealers . . . 
Auto Advertising 





Assn., according to Harold 8. 
Barnes, director. Ottinger suc- 
céeds William A. Greene, who re- 
signed. 

Ottinger’s former position of 
general sales manager has been 
filed by Robert L. Moore. J. 
Robert McLauchlen replaces 
Moore as eastern sales manager, 
and John D. Raymond succeeds 
McLauchlen as account group 
head. 


* x * 


LOF Ads Win Again 


Libbey-Owens-Ford Glass Co. has 
been presented with its fourth con- 
secutive award for the “effective- 
ness and excellence” of its adver- 
tising in the Cleveland Advertising 
Club’s annual competition. 

According to the judges, LOF’s 
ad campaign to increase the 

public desire for the optional 
E-Z-Eye glare-reducing glass in 
General Motors cars and encour- 
age auto dealers to order a larger 
share of cars with E-Z-Eye glass 








was cited for its presentation and 
results achieved. 

The campaign, according to 
Franlyn R. Hawkins, LOF ad 
manager, consisted of eight two- 
color advertisements in the New 
Yorker, Saturday Evening Post and 
Time, and five ads in Collier’s. 


* * * 

Richardson-Shaw Moves 

Richardson - Shaw, Inc., Detroit 
advertising agency, has moved into 
new offices at 15555 W. McNichols 
Rd., according to Robert Richard- 
son, president. 

Richardson said the move was 
made to accommodate an expanded 


creative staff. 
aa * * 


Buick to Air Football 


Buick will sponsor the second- 
half television and radio coverage 
of the world’s championship pro- 
fessional football game Dec. 26 be- 
tween the Cleveland Browns and 
the Detroit Lions in Cleveland’s 
Municipal Stadium. 

The game will be carried over 152 
stations of the DuMont Television 
Network and 500 radio stations of 
the Mutual Broadcasting System. 

* - * 


Look Sets 2 Records 


The Dec. 4 issue of Look car- 
ries more than $1,800,000 worth 


| 
| 
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Ford Dealers Pick Ad Fund Board— 


At the convention of the Rocky Mountains Ford Dealers -Advertising Fund the fol- 
lowing executives were elected (from left): W. G. Arnold jr., Boulder, Colo., vice- 
president; Harry Groussman, Englewood, Colo., outgoing president; Roy M. Keck; 
Aurora, Colo., president, and Robert N. Wimbush, Denver, secretary-treasurer. 


of advertising, an alltime high 
for any issue of the magazine, 
according to Vernon C. Myers, 
publisher. 


The issue not only is the big- 
gest in advertising revenue the 
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YOU CAN OFIND OM FEDERAL. MOGM Asa TOUR JoSeER! 
FEDERAL-MOGUL SERVICE 
Denies Federal tog Co poromen 
SeTROM 13, mcHOAN 


Tat 





He says he’s been using them 
for 30 years... well, I’ve been selling 
them that long, and I’m mighty 
proud to say so! FEDERAL-MOGUL has 


always been 





the leader! 


Oscar M. Anderson 
NORTHERN SUPPLY COMPANY 


Bay City, Michigan 





magazine has ever published, but 
also is expected to have a higher 
net paid circulation than any 
previous December issue of Look, 
totaling in the neighborhood of 
four million, Myers said. 

: = * 


| Marketers to Hear Somerville 


R. C. Somerville, sales vice-presi- 
|dent of Dodge, will address the 
| Industrial Marketers of Detroit 
| Tuesday, Jan. 11, at their regular 
| monthly dinner-meeting in the Vet- 
| erans Memorial Building. 
| Somerville will speak to the De- 
|troit organization on sales and 
| marketing. 

* s 


| Grenehe Show Honored 


“You Bet Your Life,” sponsored 
by DeSoto-Plymouth dealers over 
NBC-TV, has won Look maga- 
zine’s annual award as televi- 
sion’s best quiz or panel program 
of the year. 

Starring Groucho Marz during 
the five years of its DeSoto-Plym- 
outh sponsorship, the show has 
consistently rated among the most 
popular on both radio and tele- 

A recent national Trendex sur- 
vey placed “You Bet Your Life” 
No. 1 for product identification. 

+ © . 


S-F-W Shifts Baker 

Russell E. Baker, formerly of the 
Chicago office, has replaced Ted 
Etter as sales manager in the De- 
troit office of Sawyer-Ferguson- 
Walker, newspaper representatives. 

Clark Stevens will continue as 
manager of the Detroit office. Etter 
has joined the Detroit office of 


Mill & Factory, publishers. 
> s = 





Names 


Roy J. Holihan has rejoined the 
Detroit office of Campbell-Ewald 
Co. as an assistant account execu- 
tive in the automotive accessory 
group. 

Robert de Guzman, formerly with 
the Royal & de Guzman ad agency 
as a copywriter and account execu- 
tive, has joined the promotion de- 
partment of the Bureau of Adver- 
tising of the American Newspaper 
Publishers Assn. 

Arthur Unger, former editor of 
two Fawcett publications, has been 
named to head the new automotive 
public relations department of Nor- 
man A. Schorr & Co., New York. 


Atlanta Center 
Opened by GM 


ATLANTA. — The Atlanta Train- 
ing Center, one of 30 being estab- 
lished throughout the country by 
General Motors for instructing me- 
|chanics with GM car and truck 
| dealerships, has been formally op- 
ened here. 

Cyrus R. Osborn, GM vice-presi- 
dent for the engine group, offi- 
ciated at the opening. Other GM 
| officials attending included Myrle 
E. St. Aubin, service director; Paul 
E. McDonald, manager of GM 
training centers, and Franz L. 
Rooney, assistant manager of cen- 
| ters. 

The Atlanta center is being man- 
aged by Arnold J. Steele and has 
eight instructors. More than 500 
persons can receive instruction at 
one time. It is expected that 5,000 
mechanics will attend the center 
each year. 
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Roundup from State Capitals... 
Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 


gooey the steady uptrend in state highway-user taxes and 
road bond issues since World War II having failed 
come close to providing the highways and streets needed 


to 





| 


keep pace with mounting vehicle registrations and usage, | 
the highway modernization financing problem will be a major 


issue in most of the 44 state 
legislative sessions sched- 
duled for the coming year. 


To the extent it calls for match- 
ing with state and local funds, the 
proposed new multi-billion dollar 
Federal road building program will 
proportionately intensify the search 
at the state level for new sources 
of highway construction revenue. 
The result will be a flood of higher 
automotive taxes, together with a 
bundle of new state road bond 
issues, and in some instances both. 

Toll financing will continue 
very much in 
the news, but 
will be forced 
to share the 
spotlight with 
the far larger 
problem of pro- 
viding free 
highway and 
street facilities 
to meet acute 
aN needs mas 

the orbit o 
Bethane Jones = feasible han- 
dling through the toll method. | 


Although there have been ample 
past indications from many states 
of what to expect in the way of 
renewed efforts to obtain more 
funds for highways, the number of 
such proposals and the pressure 
behind them is snowballing rapidly 
as the opening of the 1955 legisla- 
tive sessions approach. 

In Michigan, for example, Gov. G. 
Mennen Williams announced he 
will ask the Legislature to place 
on the spring election ballot a 
proposal for a $500 million State 
bond issue to finance an expanded 
highway modernization program. 

Williams said he saw no reason 
why the Legislature or the voters 
should wait a year for completion 
of further studies of the State’s 
highway needs before acting on the 
bond issue. 


Texas Bonds Proposed 


TEXAS State constitutional | 

amendment authorizing issu- 
ance of bonds up to $200 million 
for highways has been suggested 
by James E. Taylor, executive 
director of the Texas Motor Trans- 
portation Assn., who contended | 
such bonds could be paid off from | 
the present State gasoline tax. 
Other Texas groups, however, are 
trying to drum up support for 
higher gasoline and other automo- 
tive levies. A truck ton-mile tax 
proposal is being pushed by rail- 
road interests. 

Being considered by a West Vir- 
ginia joint legislative investigating 
commission is a proposed state 
constitutional amendment which 
would authorize up to $550 million 
of State road bonds, to be paid off 
from additional and possibly three 
new taxes. The additional levies 
would be on real and personal 
property and public utilities; con- 
sumers sales tax; business, occupa- 
tion, and privilege tax; motor ve- 
hicle tax, and increased taxes on 
alcoholic beverages. The possible 
new taxes would be on income, 
transportation mileage and utility 
service. 

Delaware lawmakers will be 
asked to authorize additional 
Delaware Memorial Bridge reve- 
nue bonds to finance construction 
of approach highways and thus 
free regular tax funds for road | 
construction elsewhere in the 
state. 

In Pennsylvania, Mayor Joseph | 
Clark jr. of Philadelphia hopes 
State and Federal funds will be| 
made available to amortize bonds 
for a proposed $180 million express- 
way project. 
_ Vermont's Highway Board is bas- | 
ing its planning for the next bien- | 
nium on the expectation that the 

















1955 Legislature will authorize new 
State road bonds, which were fav- 
ored by all political candidates in 
the recent election campaign. 


Whether a special session of the 
Louisiana Legislature will be called 
next year to deal with highway 
financing problems probably will 
depend upon the outcome of efforts 
to float road bonds under present 
laws. Proposed issuance of $50 mil- 
lion 
given formal approval by the 








IN. 







in such bonds was recently | 


Louisiana Highway Board as the 
first step by Gov. Robert F. Ken- 
non’s administration in seeking a 
State Supreme Court ruling on its 
rights to issue the bonds despite 


to 'the electorate’s rejection at the 


general election of a _ validation 
measure. 


* ® * 


Nevada Tax Hike Urged 


= Nevada Highway Users 
Conference is advocating the 
enactment of legislation to provide 
10 percent increases in State motor 
fuel taxes and motor vehicle regis- 
tration fees. The increases would 
give the state about $600,000 needed 
to match Federal aid approximat- 
ing $3 million which, it was said, 
would otherwise be lost. The 
proposals would boost the State 
gasoline tax rate from 5% to six 
cents a gallon, car registration fees 
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=== S- 
=n 


NEW ALEMITE 


Supe ‘H Pu \ 


At last! Lubrication Equipment built to handle today’s 
long lasting greases, fast, under toughest conditions! 


The Super “H” Pump delivers 7,000 pounds lu- 
bricant pressure at the control valve—RIGcHT 
now! Even with today’s tough, long lasting 
greases, response is immediate —and there is 
plenty of reserve power for the even tougher 
greases of tomorrow! Ideal for either piped in- 





stallations or portable units. 


Write for catalog or 
ask your Alemite 
representative 


from $5 to $5.50, and truck regis- 
tration fees from 45 to 50 cents 
per hundred pounds. 

m will get the nation’s 
highest gasoline tax rate if the 
1955 Legislature goes along with 
&@ proposal by the State Highway 
Commission to jack up the rate 
from six to eight cents a gallon, 
to provide from $8 million to $11 
million in additional annual road- 
construction revenue. 

A two-cent boost in Indiana’s 
gasoline tax is being advocated by 
the State Farm Bureau, which 
claims the State will lose many 
millions of dollars in Federal aid 
unless more matching funds are 
made available. 

Similar gasoline tax increase pro- 
posals are expected in a score or 
more other states. 

* * * 


Toll Road Progress 
eens continued pro- 
gress is reported on the toll 
road front. In calling for bids on 
revenue bonds totaling $214 million 
to finance three new toll highways, 
the Oklahoma Turnpike Authority 
said it hoped to get construction 
under way by June and have all 
three pikes open to traffic by July. 
1957. Totaling 301.5 miles, the new 


© Cuts lubrication time by one-third! 


@ 70-to-1 Pressure ratio! 


@ The most powerful pump of its size ever built! 
© HEAVIEST greases NO problem—even at low 


temperatures! 


@ NO maintenance —no oiling —no adjustments — 


no air pockets! 


© Fits old 100-Ib. drums or new 120-lb. drums! 
© “Pressurtrol’’ automatically assures positive 


pressure range! 
© Steel-to-Steel construction! 


© Exclusive 27-month guarantee! 


1850 Diversey Parkway, Chicago 14, Illinois 







pikes will run northeast from Tulsa 
toward Joplin, Mo.; north from 
Oklahoma City toward Wichita, 
Kans., and southwest from Okla-" 
ce City toward Wichita Falls, 

‘ex. 

What Gov. William G. Stratton 
called the “first phase” of the Illi- 
nois toll road construction program 
will be limited to 191 miles of high- 
ways costing an estimated $390 
million. It will include three routes 
limited to northern Illinois and 
serving the Chicago area. A pro- 
gram previously recommended by 
consulting engineers called for 468 
miles of toll highways at an esti- 
mated cost of $583 million. An early 
sale of revenue bonds is planned 
for the curtailed program, with 
construction due to start next year. 

The Texas Turnpike Authority 

plans to sell revenue bonds early 
next year to finance a $58 million 
toll highway between Dallas and 
Fort Worth. Opening of the 30- 
mile pike is scheduled for 195%. 
More Texas toll highway mileage 
may result from the plans of two 
private turnpike corporations for 
the negotiated sale of revenue 
bond issues to finance two other 
unrelated projects. 


About $200 million was. expected 
(Continued on Page 17, Col. 1) 
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TURNINGS 


by 


John T. Benedict 


Although Col. J. G. Vincent has 
retired from an active manage- 
ment role at Packard, President 
James Nance still thinks of him 
as available at the other end of 
@ phone wire. When Nance needs 
“qa fellow in the back room” he 
can go to and ask “what do YOU 
think?” Nance made this remark 
at a luncheon honoring Col. Vin- 
cent for his many contributions 
to engine development during the 
past 42 years. 

The entire affair was a real 
tribute to Col. Vincent’s success 
as an engineer, and as a human 
being. The genuine feeling of sin- 
cerity and affection generated 
among those present attests to 
the high esteem in which Col. 
Vincent is held by his associates. 

Engineering Vice-President Bill 
Graves keynoted the talks by 
“wishing that Col. Vincent were 
just .starting his career, instead 
of closing it.” Graves also made 
the official presentation of an 
“Award of Merit” for Col. Vin- 
cent’s many engineering achieve- 
ments. 

However, I don’t think we've 
heard the last of Col. Vincent. 
Nance admitted that he has per- 
suaded Vincent to “continue with 
one last special project.” Know- 
ing the colonel’s reputation for 

ng, I wonder if this could 
be related in some ~vay to Pack- 
ard’s gas-turbine development? 
* 


Very Clever People, 
These AC Engineers 


oe sharp-eyed owners of 
some 1955 Buick and Pontiac 
models compare notes, they may 
discover an interesting difference 
in the disc-type “red-band” speed- 
ometers used im:the two cars. 

On the ‘Pontiac, a metal disc is 
used, with the red “speed line” ap- 
pearing for a maximum deflection 
of 150 degrees. Buick uses a plastic 
disc, and the background of the 
face under the disc is utilized for 
showing total deflections up to 230 


The extra 80 degrees posed a 
real problem. It was solved by 
= —— method of covering 

red background up 
om and uncovering it 

70 m.p.h. 

In an engineer’s typical under- 
statement, Martin Caserio, 
engineer for automotive products 
at AC Spark Plug, modestly re- 
ports that “considerable engineer- 
ing development work was re- 
quired to perfect the covering- 
uncovering principle.” 

A number of parts, such as the 
magnet, hairspring, etc. also had 
to be redesigned to compensate for 
the increased weight of the safety- 
indicating disc assembly, as com- 
pared with the former pointer as- 
sembly. a. 


1955 Nash, Hudson Show 


Trend of AMC Planning 


MERICAN MOTORS’ rapid 

mastery of the “common body- 
shell” concept will be apparent to 
the public early next year with 
completion of announcements for 
Nash and Hudson cars. AMC has 
wasted no time in gaining the pro- 
duction advantages made possible 
by extensive use of common sheet 
metal, bodies and other parts on 
cars which still retain some indi- 
ae in appearance. 

The pooled talents of the two 
a already have pro- 
some very clever tricks. 
oo. con agree that Nash and 
Hudson have no greater “family 
resemblan than exists among 


chief | 








the short time since the merger 
are a promising beginning. And, 
having been privileged to learn 
some of the- plans now being put 
into effect for long-range develop- 
ment of the Nash and Hudson cars, 
I can’t help being optimistic con- 
cerning the outlook for the new 
company. 

One phase of the planning evi- 
dently begins with the idea that 
AMC’s size and general approach 
to the job of building cars make it 
ideally suited to take advantage of 
the slight gap left in the market 
as the so-called “low-priced three” 
have gradually moved upward in 
price. This situation is expected to 
result in steady growth of the 
Rambler line. 


We've been informed that sound 
planning for further market devel- 
opment of the Rambler will be 
even more apparent in 1956, when 
extensive changes will assure sep- 
arate identities for Ramblers sold 
by Nash and Hudson dealers. 

* * 2 


Champion Researchers 
Pinpoint Plug Misfire 
B* USING engine exhaust sound 
to spot misfiring, research en- 
gineers at Champion Spark Plug 
Co. have overcome one of the most 
difficult problems arising in igni- 
tion system component develop- 
ment work. 


The trend to high-output en- 
gines has made spark-plug foul- 
ing and preignition troubles a 
source of annoyance to both en- 
gine designers and car owners. 

But, paradoxically, the difficulty 
of devising suitable test procedures 
to induce troubles encountered in 
the field, and the lack of proper 
instrumentation to study plug oper- 
ation have been among the most 
baffling problems faced by re- 
searchers seeking to improve igni- 
tion performance. 

— my recent visit to Cham- 

. : Pion’s laborato- 
ries in Toledo, Re- 
search Director 
Bob Christie told 
me that the latest 
dynamometer test 
schedules do show 
satisfactory cor- 
relation with road 
test results. 

One such pro- 

— calls for 

prolonged _opera- 
B. Chutes tion at 600 r.p.m., 
with regularly spaced periods of 30 
seconds at 3500 r.p.m.—and rapid 
speed changes on the way up and 
down. Another test specifies lengthy 
full-throttle operation to check for 





overheating and preignition. 

The special instrumentation used 
in the development of Champion’s 
new 18-mm Turbo-Action plug is 
so accurate it can record a single 
misfire occurring among millions 
of normal firings of the spark plug. 

A flexible metal hose connected 
to the exhaust pipe transmits 
pressure impulses to a_ radio- 
speaker driver unit. This leads 
to a recording oscilloscope, 
which gives a “trace” in the form 
of a continuous line on a long 
strip of paper. 


During normal firing, the wiggly 


horizontal line maintains a con- 
stant wave amplitude. But when a 
plug misfires, the tracing point 
jumps and the record shows a 
prominent vertical line projecting 
well above the normal pattern. 

Later on, when you analyze the 
yards of recorded data, you know 
that misfires occurred, and can de- 
termine where they happened in 
relation to the test schedule. All 
you have to do then is figure out 
why! 


We Used Picture 


Of Wrong Sibley 


Ovr apologies for a picture mix- 
up that occurred in the Dec. 13 
“Turnings” column. We used a 
photo of the late 
F. C. Sibley, for- 
mer Nash Boston 
zone Manager, in- 
stead of the cor- 
rect picture of J. 
O. Sibley, fleet su- 
pervisor for U. S. 
Fidelity & Guar- 
anty Co. 

Herewith (we 
hope) you are 
now looking at 

J. O. Sibley the photo intend- 
ed for use with the item on SAE’s 
move to have service engineers take 
@ more active role in affairs of the 
technical society. J. O. Sibley has 
been appointed to the transporta- 
tion and maintenance activity com- 
mittee. 


Ford Plans Plant 
For Chassis Parts 


DEARBORN. — Purchase of 157 
acres in Sterling Township, north 
of Detroit, was announced last week 
by Ford Motor Co., as the site for 
a projected new manufacturing 
plant to produce chassis parts 


* 








Chrysler Orders Near 
Half-Million Mark 


DETROIT. — Employment in 
Chrysler Corp.’s U. S. plants 
climbed to 160,000 last week as 
factory orders for cars ap- 
proached the half-million mark, 
the company said. 

As of Dec. 13, Chrysler said, 
new-car orders totaled 448,000, 
including 248,000 for Plymouth, 
100,000 for Dodge, 40,000 for De- 
Soto and 60,000 for Chrysler and 
Imperial. Chrysler said its plants 
are turning out more than 30,000 
cars a week, or slightly more 
than 20 percent of the industry’s 
total output. 





Cleveland Officers Start Term— 


The Cleveland Used Car Dealers Assn. installed its officers for 1955. They are (front 
row, from left) John Chicker, vice-president, and Irv Rubin, president. Standing: 


Mannie Weiser, secretary; Harry Halpert, 


ificant results gained in| Mort Venig, chairman of the board 


treasurer; Seymour Terrell, counsel, and 





New Tubeless— 
The Royal Master nylon tubeless tire 


by U.S. Rubber Co. is styled to blend 
with modern car designs. It is said to 
give protection at sustained high speeds 
and to have scuffproof white walls. It 
has a special tread for braking power and 
skid resistance. A 22 percent gain in 
mileage is claimed. 


Tire Is Designed 


For ‘Hotter’ Cars 


DETROIT.—_N ylon and @ new 
kind of liquid rubber are combined 
in a new Royal Master tubeless tire 
introduced by U. 8S. Rubber Co. and 
said to give motorists protection at 
sustained high speeds, a silent ride 
and scuffproof white sidewalls. Ac- 
cording to company officials, there 
is a gain of 22 percent in mileage. 


The tire is designed to meet the 
demands for safety and riding 
quality in modern cars with their 
stepped-up horsepower, acceleration 
and braking power, according to 
Howard N. Hawkes, general man- 
ager of the tire division. 


Sidewalls are recessed and pro- 
tected. 

With a special process, says U. S. 
Rubber, the stretch of nylon is con- 
trolled without any loss of strength 
or shock-absorbing ability. The cord 
is treated with a liquid rubber latex 
to provide a strong bond between 
the cord and carcass. 

The special rib design of the 
tread minimizes squeal and ac- 
counts for the greater mileage, ac- 
cording to the maker. 


Auto Educators Convene; 
Hear 12-Volt Program 


SAN FRANCISCO.—More than 60 
teachers and school officials at the 
convention of the Automotive In- 
dustry - Vocational Education Con- 
ference here heard Frank Plovick, 
of General Motors’ Delco-Remy di- 
vision, discuss some of the prob- 
lems and changes involved in teach- 
ing 12-volt ignition systems to 
vocational and high-school students. 

Principal business at the 1954 
meeting was to report on revi- 
sions of the AI-VEC booklet, 
“Standards for Automotive Serv- 
ice Instruction in Schools.” The 
booklet, originally printed in 1951, 
was revised to include the latest 
materials. 

In addition, the vocational con- 
ference revised its list of manuals, 
catalogs and other training aids for 
teachers, and offered a summary of 
recommended procedures for voca- 
tional schools to follow in securing 
auto parts and assemblies from ve- 
hicle manufacturers. 

AI-VEC was started in 1947 to set 
up standards for auto service train- 
ing. Its stated purpose is to draw 
high-grade students into auto- 
mechanics courses, fill the steadily 
expanding needs for good technical 
servicemen, and aid teachers by 
supplying schools with the latest 
information. 

The organization also has been 
attempting to gain academic recog- 
nition, or “hours,” for teachers who 
attended trade schools maintained 
by manufacturers within the indus- 
try. 
At the convention here, Lou 
Mitchell, GM manager of product 
education and training, reported 
that makers were accelerating their 
efforts to provide proper training 
aid to established schools. He intro- 
duced a booklet published by GM, 
“Key to Careers in the Retail Auto- 
motive Industry.” The books will be 
made available to students inter- 
ested in auto mechanics. . 

Stanley S. Roe, secretary of AlI- 
VEC, told the conference that the 
program was receiving satisfactory 
support from many organizations, 
particularly the National Standard 
Parts Assn. NSPA has just pro- 
duced a booklet for parts dealers 
and jobbers urging them to contact 


10% Rise in Parts Business 


Forecast by AC Chief 


CHICAGO.—The automotive parts 
industry will enjoy a 10 to 14 per- 
cent increase in business in 1955, it 
is predicted by Joseph A. Anderson, 
general manager of the AC Spark 
Plug division of General Motors. 

In Chicago for the Automotive 
Service Industries show, Anderson 
was highly optimistic over all 
phases of the parts business for the 
coming year. 

More than 50 million cars, he said, 
will need servicing of parts, such 
as spark plugs, oil-filter elements 
and fuel pumps. In addition, he 
said, demand for new cars in the 
next 12 months is estimated at 
5,800,000. 


local school authorities and other 
automotive concerns to promote co- 
operative action on mechanic train- 
ing. 

AI-VEC is now preparing a ros- 
ter of auto-mechanics teachers 
throughout the country: This is ex- 
pected to aid in better distribution 
of teaching materials and more 
widespread use of teaching aids. 


Parts Builders 
Elect Rogers, 
Peppiatt, Dixon 


DETROIT. — Goodloe H. Rogers, 
president and general manager of 
American wunaing & Socket Co., 
Pontiac, was 
elected president 
of the Automotive 
Parts Manufac- 
turers Assn. at 
the annual board 
meeting here. 

Guy S. Peppiatt, 
president of Fed- 
eral Mogul Corp., 
Detroit, was 
elected vice-presi- 
dent and John W. 
Dixon, vice-presi- 
dent of Clevite Corp., Cleveland, 
was named secretary-treasurer. 

According to Frank Rising, gen- 
eral manager, APMA membership 
represents about 300 companies em- 
ploying approximately 300,000 per- 
sons. 





G. H. Rogers 





Quinn Honored— 


A scroll marking his appearance as 
speaker at a meeting of the Adcraft Club 
of Detroit is presented to E. C. Quinn 
(left), president of the Chrysler division, 
by Pete Wemhoff, editor of Automotive 
News and president of the club. Quinn 
spoke on “The Right Pitch for '55," urg- 
ing business and advertising men to 
achieve success through the use of cree 
tive selling techniques. 
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THE FIRST AND ONLY TUBELESS TIRE 





| with Life Protector sarEety 
7 THE PROVED 





Firestone SUPREME 
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Proved by hundreds of thou- \\ This patented Life Pro- 


tector is a built-in safety 
Safety-Tensioned Gum- 


feature . . . an integral 
part of every Firestone 

Dipped* Nylon Cord Body 
This feature, plus the Safety — 


Supreme Tire. 
Liner and tubeless construction 
provide utmost resistance to 
damage which would cause a 
conventional tire to blow out. 
If such damage should occur, 
the air leaks out slowly, giving 


you plenty of time to stop your 
car safely without loss of control. 
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sands of motorists in millions of 


Four-Way | \ 
Protection 
Against Blowouts \ 












miles of service as the world’s 
























safest tubeless tire. 
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“Life Protector” Diaphragm 
Has Patented Safety Valve 


Any tire will blow out if it is 
suddenly ripped open by a sharp 
object. In such a case, the 
Firestone Supreme ‘Life Pro- 
tector” Diaphragm, an emergency 
two-ply inner tire, has a patented 
Safety Valve which closes 
instantly, retaining a large 
volume of air inside the tire and 
enabling you to come to a safe, 
straight-line stop, even from 


high speeds. 
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Puncture Safe 


If a nail or other sharp object 
should penetrate the tire, the 
layer of rubber inside the tire 
clings to the object and seals the 
puncture against loss of air, 
whether the puncturing object 
stays in the tire or comes right 
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Longer Mileage 


Extra tough, extra thick tread not 
only gives you much longer mile- 
age and utmost protection against 
skidding, but also helps prevent 
punctures and blowouts by pre- 
venting penetration of 
sharp objects. 
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The Firestone Supreme is the only tire on Supreme tires NOW. Your nearby 
the market which gives you “Life Pro- Firestone Dealer or Store will buy the 
tector” safety. Protect your life and the unused mileage in your present tires and 
os lives of all who ride with you by you can buy on convenient budget terms, “TM. Reg. U. S. Pat. OFF. 
|. equipping your car with a set of Firestone if you desire. 
i 
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«| ANOTHER PROOF THAT YOUR SAFETY IS OUR BUSINESS AT FIRESTONE 
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Capsule Comment | 


Price packing takes on alarming proportions as a problem | 
facing our industry, an AUTOMOTIVE NEWS survey shows. 


Those who feel that they were forced into this practice 
by competition are the ones whose help is most needed in 
_ eradicating it. 


* * * 


Car production hurtles toward the 5\4-million mark and 
the third biggest year in history. 


We are confident about °55, too, but a bit of judicious 
caution should guide the hand that holds the throttle. 


Public enthusiasm for the 55s has cut into the interest 
shown in used cars, it is reported. 


The used-car buyer is enjoying his annual dream of | 
stepping up to one of the shiny new models. But he'll re- | 
turn to the lots; he always does. | 


After losing out in court, the Government apparently is | 
willing to drop its antitrust squabble with duPont, General | 
Motors and U. S. Rubber. 

Amen. | 


Chemists realize an age-old dream by producing crude 
rubber synthetically. 


Science again yields promise of better products and a 
more stable market. 


* - * 
Auto dealer profits for the first nine months, according 
to NADA’s survey, amounted to only 1.7 percent of sales. 


An early New Year’s wish: That dealers do better in | 
1955. 


}- 
| 
| 
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Events 


Dealer Conventions 


Jan, 29-Feb. 2—NADA Annual Convention, 
Hotel Conrad Hilton, Chicago. 

Feb. 28-March | — Louisiana Automobile 
Dealers Association Annual Convention 
and Exhibit, International Room, Hotel 
Roosevelt, New Orleans, La. 

Sept. 16— Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 
— 16-17 — New Mexico Automotive 
ease Assn., Nickson Hotel, Roswell, 
— 18-20 — 32nd Annual Convention, 
lew York State Automobile Dealers, 

Inc., Saranac Inn, Saranac, N. Y. 

Sept. 19—-Minnesota Automobile Dealers 
a Radisson Hotel, Minneapo- 
is. 

Nov, 13-14 — 20th Annual Convention, 
Automobile Dealers Association of 
Alabama, Tutwiler Hotel, Birmingham, 


Ala. 
ss 2 ¢@ 


Dealer Auto Shows 

Jan. 813 — Houston Automobile Show, 
Sam Houston Coliseum, Houston, 

Jan, 8-16—26th Annual Auto Show of the 
National Capital Area, District of Co- 
lumbia National Guard Armory, Wash- 
ington, D. C, 

Jan. 8-I16—Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 

Jan. 10-16—Grand Rapids Auto Show, 
Grand Rapids Civic Auditorium, Grand 
Rapids, Mich. 

Jan. 21-29—Indianapolis Automobile Show, 
Manufacturers Bidg., Indiana State Fair 
Grounds, Indianapolis. 

Jan. 21-30—Los Angeles Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 
Jan. 21-30 — Seattle Automobile Show, 

Seattle Armory, Seattle. 

Jan. 22-29—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore, 
Maryland. 

Jan. 22-30—St. Louis Automobile Show, 
Kiel Auditorium, St. Louis. 

Jan. 29-31—Tri-State Auto Show, 
ville Automobile Dealers Assn., 
ville Armory, Evansville, Indiana, 

Jan. 29 - Feb. 5—Rochester Auto Show, 
Rochester Armory, Rochester, N. Y. 

Jan. 29-Feb. 6—Detroit Auto, Show, Michi- 
gan State Fair Grounds, Detroit. 

Jan. 29-Feb. 6 — Quad-City Autorama 
[Deves rt, lowa, Rock Island, Moline, 
ast Moline, Ill.), Rock Island Armory, 
Rock Island, Ill. 

Feb. 2-6—San Diego Automobile Show, 
Electric Building, Balboa Park, San 


Diego. 

Feb. 5-12— Milwaukee Auto Show, Mil- 
waukee Auditorium, Milwaukee. 

Feb. 5-12—Des Moines Automobile Show, 
Veterans Memorial Auditorium, Des 
Moines. 

Feb. 5-12 — Buffalo Automobile Show. 
Masten Avenue Armory, Buffalo. 

Feb. 6-13 — Schnectady Auto Show, 
ey Armory, Schnectady, New 
ork. 

Feb. 8-13 — Omaha Automobile Show, 
a New Civit Auditorium, Omaha, 

eb. 


ans- 
ans- 


Feb. 13-20—San Francisco Auto Show, San 
Francisco Civic Auditorium. 

Feb, 20-27—Syracuse Auto Show, Onon- 

aga County War Memorial Bldg., 
Syracuse, New York, 

Feb. 24-27—Sioux City Automobile Show, 
Sioux City Municipal Auditorium, Sioux 
City, lowa. 

Feb. 26-March 5—Kansas City Motor Car 
Show, Exhibition Hall, Muricipal Audi- 
torium, Kansas City, Missouri. 

March—Lewiston Automobile Show, Lewis- 
ton Armory, Lewiston, Maine, 

March—Spokane Automobile Show, Spo- 
kane Coliseum, Spokane, Washingtoa. 

March 4-4—3rd Annual Kansas Automobile 
Show, Hutchinson Sports Arena, Hutch- 
inson, Kansas, 

March 29-April 3—Sacramento Auto Show, 
Civic Auditorium, Sacramento, Califor- 
nia, 

April 20-23—Danville Auto Show, Danville, 
Virginia. 

* 8s @ 


General 


Jan. 10-13—American Road Builders’ As- 
sociation Convention, Roosevelt Hotel, 
New Orleans, La. 

Jan. 10-14—National Annual Meeting and 
exhibits, Society of Automotive Engi- 
neers, Sheraton-Cadillac and Statler 
Hotels, Detroit. 

Jan, 11-14—34th Annual Meeting of the 
Highway Research Board, Building of 
the National Academy of Sciences and 
the National Research Council, Wash- 
ington, D. C, 

Jan. 20-21 — {éth Annual Convention, 


(Continued on Page 36, Col. 5) 
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This is an open forum for the discussion of any subject of interest to.our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor. Automotive News. Detroit 26, Mich. 


Frightening Drivers 


Having retired from the automo- 


bile business, I perhaps have no 
right to present my opinion, but if 
you feel that the subject of this 
letter is pertinent to the industry 
I am sure you will publish it for 
dealer reaction. 

It is my contention that entirely 
too much emphasis is being placed 
upon highway accidents. Publicity 
given this matter has eliminated 
the pleasure of motoring. 

Articles such as one published 
recently, titled “License to Murder” 
and others, have definitely estab- 
lished in the mind of the public 
that to travel by auto is to take 
your life in your hands. 

I am sure that, on a percentage 
basis, the automobile is one of the 
safest and most pleasant means of 
travel. If some of the larger con- 
cerns or associations would sub- 
scribe to a clipping service dealing 
with matter I am sure they would 
find that many millions of dollars 
in advertising is counteracted. 

I believe in highway safety, but 


The Big Stories 


The 1935 Dodge line, with a price range of $645 to $715, features a 
high-compression Red Ram engine, synchromatic front suspension, a 
ventilated clutch, a synchro-shift transmission, improved hydraulic 


brakes and a roomier interior .. . 


Plymouth announced its new 


models will range from $565 for the business coupe to $650 for the 


deluxe two-door touring sedan 


. . . DeSoto’s new prices run from 
$695 for the business coupe to $1,195 for the town sedan. . 


. October 


parts shipments stood at 79 percent of the 1925 level, two points 
below September . . . Field stocks of Graham cars averaged less than 


one car per dealer as of Dec. 15. 


. . Experiments in the development 


of a motor which would use coal dust as a fuel are being conducted 
in Germany .. . Federal excise taxes on tires amounted to $25 million 
in 1933, about 10 percent of the total production. 


—From the files of Automotive News. 


I do not believe it can be promoted 
by the unfavorable publicity given 
to it. I think you will agree that 
a frightened driver is a poor driver. 


A great many things could be 
added, but I would prefer that the 
dealers express their views and 
action taken to support the views 
of the majority. 

I have been a subscriber to 
Automotive News for many years 
and found it a great benefit in my 
business. — L. J. Hasvoip, Flan- 
dreau, S. D. 


* 
Longer, Wider 
The auto industry is presently 
bewailing traffic congestion and 
urging Congress to spend $50 bil- 
lion to relieve “intolerable strang- 
ulation.” 


At the same time the industry 
unveils its 1955 models. Millions of 
advertising dollars are spent boast- 
ing that the 1955 cars are longer 
and wider than ever. 


The over-size cars that already 
congest our roads average to carry 
less than two persons while occu- 
pying the space of 30 pedestrians. 
The longer and wider 1955 cars will 
inevitably add to the traffic jams. 

Traffic congestion is one of two 
major problems created by the 
automobile. The other is the prob- 
lem of automobile accidents. -These 
are more numerous than ever. In 
Massachusetts, for instance, the 
first six months of 1954 saw a 23 
percent increase in auto accident 
casualties over the corresponding 
months of 1953. 

Two causes of automobile acci- 
dents are: 

(a) Restriction on the driver's 
ability to see by locating him ha'f- 
way back in his car and down 
behind a view obstructing hood. 

(b) Driving too fast for con: i- 
tions. 


The 1955 models continue to i2- 
(See LETTERBOX, Page 36, Col. 3) 
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With the Staff... 
ALONG DETROIT'S AUTO ROW 


Can’t Call ’Em Bird Dogs 

A Lincoln-Mercury sales man- 
ager, who has despaired of persuad- 
ing his salesmen to cold canvass, 
has induced them to visit local 
shops and small factories. He re- 
ports that he’s moving a fair vol- 
ume of cars this way. 

He declares: “I’ve urged them 
to visit these little shops and to 
select one or two bright-looking 
workers or straw bosses who are 
designated ‘associate salesmen.’ 

“These men are paid about $15 

for each deal they bring in, which 
is quite a lot considering the deals 
we've been making. But most of 
these associate-salesmen deals are 
fairly profitable and they require 
a minimum of effort.” 

This manager added, “Of course, 
this is just a variation of the old 
‘bird dog’ strategy, but we don’t 
dare call a workman a ‘bird dog’ 
now because of the recent bad 
publicity this poor canine has re- 
ceived.” 

* * * 


Lare’s Sold to Ford 


Howard Lare, who sold his first 
car (a Saxon Six) 38 years ago, 
has sold his dealership, Howard 
Lare, Inc. (Ford), to Ford’s 
dealer development office. It is 
being operated by Clifford Heath, 
who plans evéntually to buy it. 

Lare said he soon will buy a 
small suburban dealership which 
will be managed by his son, 


Wyman. Lare opened his Detroit 


dealership in 1946. 
* cd 


+ 


A Look at Leasing 


Car-leasing firms are among 
those suffering from the buyers’ 


market in the auto business, says 


a former leasing executive. 

“While car leasing is a long way 
from being counted out, the reduc- 
tion in the cash value of new and 
used cars in the last year has 
seriously crippled the leasers,” he 
asserts. 

This official says that leasers 
previously were able to sell their 

cars, after using them for a year, 


for almost the price they paid for | 
them, and that a large part of | 


the leasing fee paid to them was 
profit. 

“Now,” he continues, “discount- 
ing and overproduction have re- 
duced used-car values, and the 
leasers are reorganizing their op- 
erations on entirely new principles. 

“Of course, the net result will be 
higher fees to firms leasing cars. 
But I don’t think the fees will be 
so high that the leasing industry 
will be permanently hurt.” 

” * - 


‘A Naughty Boy’ 
“Regardless of what anyone says 
about bootlegging,” remarks a De- 
troit dealer, “there’s nothing that 





can be done about it at the present | 


time. 

“There’s nothing in our con- 
tracts that says how much we 
have to charge for a new car, 
and there’s no territorial bounds 
we have to keep within. 
“Suppose I sell a car to a used- 

car dealer and he ships it west? If 
the factory should check the serial 
number on the motor and trace it 
back to me, what can it do? 

“Nothing but slap me on the 

wrist and say I’ve been a naughty 
boy.” 


* * x 


Outdoor Showroom 


An “outdoor showroom” has been 
a considerable help to Coon Bros. 
Nash during the fall cleanup, ac- 
cording to Rex Parrish, manager. 

The “outdoor showroom” is a 
well-surfaced, well-illuminated lot, 
adjacent to the regular showroom, 
where the entire Coon inventory— 
30 to 40 cars—is kept. Parrish cited 
these advantages of the plan: 

1. It helps to sell the cars that 
are currently in stock, greatly 
cutting down trading with other 
dealers. 

2. It persuades some buyers, who 
immediately assume that the dealer 
is overstocked, that they’re getting 
an exceptional deal. 

3. It attracts a good many mo- 
torists who happen to be driving 
by on Sunday. As a consequence, 


4. It helps the salesman in clos- 
ing deals because the customer can 
be shown exactly what he is 
buying. 


* * 


Any Accessories Today 


“Is a factory justified in unload- 
ing $5,000 to $15,000 worth of acces- 
sories on each of its dealers if the 
accessories are unordered and un- 
wanted?” 

This is a question being asked 
by a Big Three dealer. 


Included among the accessories 
are Kleenex dispensers, cushion 
toppers, spotlights, vent shades, 
outside mirrors, gas-door guards, 
exhaust - pipe trim pieces and 
rear-seat speakers. 

Pointing to full boxes and bins of 
similar equipment which was left 
over from last year, the dealer 
says: 

“The saddest part of this is that 


This 








| Mondays are busy days at Coon’s.,I can buy most of the same stuff 


down the street at Sears, Roebuck 
for less than the factory charges 
me. Why don’t they just send us a 
bill for the profit they’re going to 
make on this stuff? That way we 
wouldn’t have to clutter up the 
dealership with it. 


“With the kind of discounting 


N. Y. Auto Sports Show 
Headed by Bellinger 


NEW YORK.—Vice Adm. Patrick 
N. L. Bellinger (Retired), naval 
aviation pioneer, has been appointed 
chairman of the 1955 Universal 
Travel & Auto Sports Show to be 
held in New York City Feb. 20-27 
at Madison Square Garden. 


Government tourist offices, air- 
lines, steamship lines, railroads and 
resorts, along with U. S. and for- 
eign auto manufacturers, will be 
among the exhibitors. 





going on in this town, you couldn’t 
sell this stuff even if buyers were 
interested in it. You just have to 
give it way. And you can’t even 
give some of it away.” 

+ + * 


L-M Dealers Get Bonus 


Lincoln-Mercury dealers re- 
ceived a bonus of $50 for each 
car sold above a factory-specified 
quota during the cleanup season. 
The offer applied to all 1954 Lin- 
colns and Mercurys sold up to 
Nov. 30. 


* * * 


Discounts Seen Waning 


A big Three dealer in suburban 
Detroit thinks the era of big dis- 
counts is on the wane. 

“Dealers,” he says, “are begin- 
ning to realize they’re going to 
have to make a profit commensur- 
ate with the risk involved in this 
business. 

“Sure, there will be discounting 
this year. There always has been 
and there always will be, but. we 
can’t afford to give away as 
much next year as we did in ’54. 

“Another $100 profit for us isn’t 
going to make a lot of difference 
to the buyer, but will go a long 
way in keeping us in business in 
the future.” 





Eye on Future— 


James J. Nance (right), president of 
Studebaker-Packard Corp., talks with Leon- 
ard Matlaw in New York about a possible 
career in the automotive trade. Leonard 
is the son of Al Matlaw, Long Branch 
(N. J.) Packard dealer. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 








It’s the city of beautiful Fairmount Park, of the Art 
Museum and the Benjamin Franklin Parkway . . . and it’s 
the center of a growing new steel empire in the East. 


Greater Philadelphia today has a steel-making capacity of 
some 5,000,000 net tons a year—an increase of 92% in the 
past 5 years. This great expansion program is moving 
forward with a current capital expenditure of more than 
half a billion dollars. And it’s attracting many new fabrica- 
tors of a vast variety of steel products. 


Steel is one of the many expanding industries that have 
helped swell the population of the 14-county Greater Phila- 
delphia Market to more than 4,500,000 people. These are 
home-owning, home-loving family folks. They buy care- 
fully and wisely. They'll buy your product again and again. 
once convinced of its merit. 


These are the people who read The Evening and Sunday 


Bulletin—the newspaper 


that reflects the character, needs 


and interests of the entire area. 


The Bulletin is Philadelphia’s favorite newspaper—Philadel- 
phians buy it, read it, trust it and respond to its advertising, 


The Bulletin is Philadelphia. 


is Philade 


* 


Iphia 


In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: Philadelphia, Filbert and Juniper Sts.; New York, 285 


Madison Ave.; Chicago, 520 N. Michigan Ave. 


Representatives: Sawyer 


Ferguson Waiker Company in Detroit * Atianta ¢ Los Angeles * San Francisco 
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AUTOMOTIVE WASHINGTON 
‘Personal Income at High 
As Economy Recovers 


By William Ullman 


hington Correspondent 


gr peagerman advisers to the President reported last week | 
: that since early this year the country’s overall economic 
activity has shown substantial stability. In the economic 
indicators prepared monthly for the Joint Committee on the 
Economic Report they noted that in recent months there 
has been a steady moving®— ; ; 
forward of production in| Ut fe!! in the 


“ non-durable goods 
many lines of manufacture.! feig. The decline 
Personal income in October rose to|in inventories, 
the highest level since October, 1953. 


which has been 
The national income declined $1.5|steadily under 
billion between the second and third | way, continued 
quarters of this year, the council|through Septem- 
reported, mainly because of a de-| ber and into Oc- 
cline in corporate profits. Employe | tober. 
compensation rose $600 million and; Electric power 
farm income declined about the 5 gy nga not 
same amount. only was at the Uliman 
Employment rose more than sea-| highest level of a 
sonally in the durable goods sector! the year in October, but it was at 





an alltime high. Construction activ- 

ity, one of the real high spots of 

the year, remained at an alltime 

high, the report said. 
* + 


Old Timer Conclave 
a Washington council of the 

Automobile Old Timers held its 
fall meeting at the National Press 
Club, with Mark Evans, well- 
known TV commentator, as the 
principal speaker. 

Mark showed some color film 
taken in the Belgian Congo during 
a recent hunting trip there. In his 
party was Larry Jerman, local 
Chrysler dealer. A record crowd 
took advantage of the National 
Press Club set-up, which included 
invitations to the ladies—for the 
first time. 

Stanley Horner, veteran Buick 
dealer, presided. Maj. Henry Cun- 
ningham, Lincoln-Mercury dis- 
trict manager, was dinner chair- 
man, Leo Sugrue, Nash dealer, 
secretary-treasurer, got much ap- 
plause for a treasurer’s report 
that showed—also for the first 
time—that the local council had 
no deficit. He proudly announced 
a balance of $10.80. 

William Ullman, publicity chair- 


you can't 
make a velvet purse 
from a sow’s ear! 


Almost 200 years ago, a wise Englishman 
named John Wolcot made this statement. 
Today it is as pertinent as ever, particu- 


larly when applied to 


motor oils and what 


additives can and cannot accomplish. 


If a motorist were to 
believe all he reads in 
today’s motor oil ads, 
he would be perfectly justified in concluding 
that just any crude oil could be made into 
a superior motor oil, simply by up-to-date 
refining and proper chemical additives. 


Nothing could be further from the truth. 


Any refiner must start with a really good 
crude oil if he expects to make a superior 
motor oil. It is impossible for anyone to 
“make a velvet purse from a sow’s ear.” 


Additives are important, of course. They 
do many important things to increase the 
lubricating efficiency of H. D. Motor Oils. 


But additives, in themselves, do not lubricate. 
They can be added to any oil. To very good 
oil. To very poor oil. 


man, acknowledged that he forgot 
to send anything to the newspapers 
about the meeting, but promised to 
do better next time. The men 
jeered and the ladies cheered. Ain’t 
that the dickens? 
+ * o 
DuPont Leaving BPR 
FRANCIS V. DUPONT is quitting 
as commissioner of the Bureau 
of Public Roads. But he is not go- 
ing far away and will remain in 
close touch with the old job. He 
will become a special assistant to 
Secretary of Commerce Sinclair 
Weeks. 

Since the BPR is a part of the 
Department of Commerce, it is 
likely that duPont will return to 
the commissionership one of 
these days. After a special, inten- 
sive survey of what is going to 
be required to further President 
Eisenhower's gigantic roads pro- 


gram. 

A lot of brilliant men are quite 
in earnest about our national high- 
way needs, and with the Presiden- 
tial proposal for a starter, they 
want to make no mistakes. It all 
means a great deal to car manu- 
facturing and selling. Car selling 


THE QUALITY OF THE BASIC OIL DETERMINES 
THE KIND OF LUBRICATION A MOTOR GETS. 


That's why we are emphasizing this plain 
truth to millions of motorists in our 1954 


Association advertising: 


Today's BEST oils 
start with 
Nature’s BEST crude 


Just like the headline of this ad, here is a 
statement that all motorists will quickly 
understand ... And here, indeed, is the 


single BEST reason 
for you to stock and 
promote the sale of 
a brand of Penn- 
sylvania Motor Oil. 


We are telling the plain truth about today’s motor oils to millions of motorists who read 
Saturday Evening Post, Collier’s, Time, Newsweek, Holiday, Country Gentleman, Progressive Farmer and Successful Farming. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION - 


Oil City, Pennsylvania 


— 


began to expand with road build. 
ing back in those early days. 


? * 


Names in the News 


A. Leftwich Sinclair jr. ‘ast 
year’s president of the Automotive 
Trade Assn. of the National Cepi- 
tal Area, has been named NADA 
director for the District of Colum- 
bia. He succeeds Mel Sanders, who 
put in three years on the job. Mel 
is a Ford man, Lefty a Packard 
dealer. 

George Curtis, head of the pas- 
senger car section of the automo- 
tive division of the Business and 
Defense Services Administration, is 
on the sick list. 

Bob Deo, who preceded Fred Bell 
as managing director of the NADA, 
is back in Washington as general 
counsel to a large investment firm. 

Charley Farrington, who pre- 
ceded Dr. Rowland Kirks as 
NADA’s 


conducting public relations for a 
large Phoenix company. 

Daniels, who preceded 
Bill Hamilton as NADA newscaster, 
has retired and spends many read- 
ing hours at the National Press 
Club. It was Harry, who, as city 
editor of the old Chicago Inter- 
Ocean, gave the late Bert St. Clair, 
one-time Capitol Hill man for the 
NADA, his first big-time reporting 
job. 

* * > 


Wants SBA Retained 
EN. EDWARD THYE, Minne- 
sota Republican and chairman 
of the Senate Small Business Com- 
mittee, intends to press for legis- 
lation in the new Congress to con- 
tinue the Small Business Adminis- 
tration. He was author of the orig- 
inal legislation creating the SBA. 
Concerning the agency, he said: 

“This is the first agency ever es- 
tablished by the Federal govern- 
ment for the sole purpose of as- 
sisting small businesses . .. During 
its 15 months of existence, requir- 
ing time for establishing regional 
and branch offices in every section 
of the Nation, it has made more 
than 900 loans totaling about $50 
million and in 70 percent of these 
loans private banks joined the SBA 
in advancing the credit. 

“In view of its spendid record in 
meeting the needs of worthy small 
businesses, I think it should be con- 
tinued as an independent Govern- 
ment agency.” 

* 


New Economy Drive Due 


S ANOTHER advance hint of 

things to come, Rep. Clarence 
Cannon, Missouri Democrat and 
ranking minority member of the 
House Appropriations committee, 
last week charged that the Federal 
budget is more out of balance to- 
day than when the Eisenhower 
Administration took office. He 
would change that. 

Cannon, who will take over as 
chairman of the appropriations 
group when the new Congress con- 
venes, pledged a new economy 
drive as the Treasury reported that 
the deficit for the first four months 
of this fiscal year was $855 million 
higher than for the like period of 
@ year ago. 

He said that his group this year 
would not just look to see whether 
spending proposals are for the good 
of the taxpayer, but whether the 
country can get along without 
them. 


U. C. Merchandising— 


Richard D. Gribben (left), vice-president 
of the New York division of Universal 
C..T. Credit Corp., explains the com- 
pany's new used-car merchandising pan 
to Harold L. Oshry, president of Universal 
Car Sales & Service Corp., Long Islnd 
City, N. Y. Under the program, deciers 
use a series of windshield stickers couvl- 
lining important features of the car, 
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Backshop 


.. + by Jack Weed 


As YOUR weary columnist writes 
this “explosion,” the automotive 
industry’s biggest bunion derby is 
in full swing, with two miles of 
crowded aisles of Chicago’s famous 
Navy Pier to negotiate and umpty 
hundred extra-curricular affairs 
one is supposed to attend. 

Verily, life becomes hard for 
those whose weight is above nor- 
mal and whose black, brown, red 
or sandy locks have been bleach- 
ed with the years of fighting the 
automotive battle. If you don’t 
believe me, ask any of the more 
than 475 who had exhibits at the 
ASI show or who had to “make” 
the exhibits. 

Having sat through a couple days 
of MEWA and NSPA preliminary 
bouts, I can tell you that the old 
spirit of rivalry still exists and that 
there is little efficacy in any sug- 
gestion that both jobber groups 
could possibly go down the same 
road on any program. 

” > * 


Both at Profits 


| ee instance, this year lessened 
profits and an uncertain future 
for many jobbers seemed to be in- 
dicated. Each association keynoted 
its particular show with a different 
theme, but both aimed directly at 
increasing net profits for their job- 
ber members. 

MEWA pointed out the road of 
diversification — taking on non- 
automotive lines in those areas 
and situations where such lines 
might work into the jobber’s bus- 
iness harmoniously. 

NSPA, however, themed its get- 
together with the slogan “Business 
Unlimited” and told its members in 
polite and politic language that 
there still was a lot of ungathered 
business out there in each jobber’s 
area and to get off their well- 
known fannies and go out and get 
it. 

As the Hoosier TV tycoon, Herb 
Shriner, might say it, it could be. 
They both may be right as taxes, 
separately, and yet if both ideas 
were combined, perhaps all jobbers 
following their precepts might find 
a larger pot of gold at the end of 
the rainbow. 

There is no question but that a 
liberal dose of that NSPA get-up- 


65% of N.Y. Cars 
Branded Unsafe 
For 55 Checkup 


UFFALO.—Approximately 65 to 

70 percent of all cars in the state 

are unsafe and will be rejected 

when submitted to a state inspec- 

tion next year, according to Robert 

C. Christie, director of the newly- 

organized State Bureau of Motor 
Vehicle of Inspection. 

to about 300 service 

station operators in Memorial 

Hall, Town of Tonawanda, Chris- 

tie explained requirements neces- 
sary for a service station to be 
classified as a state inspection 
station. 

Christie said there is no limit on 
the number of inspection stations. 
He estimated about 13,000 stations 
will be necessary. 

A law passed by the legislature 
last March set up the inspection 
bureau, and provides for semi- 
annual inspection of all vehicles. 
Inspections start Sept. 1, 1955. 





and-go is needed in either case. 
The guy who takes on a less com- 
petitive non-automotive line might 
find a lot of needed net profit in 
the addition of such a line or lines. 
But merely taking on the lines 
won’t do the trick alone. 
* x * 


No Easy Way 

= that brings in a 
“plus profit” legitimately must 

be sold. Any franchised car dealer 

will agree to that. 

It’s funny—or tragic, whichever 
way one looks at it—to sit on the 
sidelines, as a trade-paper writer 
does, and see two groups so vital 
to the well-being of America’s 
greatest industry all sweated up 
over the same basic problem and 
doing so little about it in unison. 

Both jobbers and dealers say 
profits have gone over the hill in a 
bucket, yet they vie with each other 
in seeing how much of the discount 
they are allowed by their suppliers 
they can give away to the buyers. 

Both dealers and jobbers know 
that sound, lasting customers are 
built by giving efficient service, 
yet far too many think their 
shops are a pain in the neck and 
stay just as far away from their 
service operation as they can. 

They are content to sell the ma- 
chine, but would like to have some- 
one else shoulder the burden of 
keeping the customer’s machine 
running. They would like to take 
the money and kiss the customer 
out of their store until he needed 
a new machine. 

Sound, profitable business has 
never been built on a lasting basis 
in the automobile business in this 
manner. 

The boys who get the 25 and 50- 
year pins, watches and plaques are 
the boys who take a continuing 
interest in their customer, ask a 
legitimate profit for their merchan- 
dise and their service, and expect 
to get it. 

I have found in my many years 
of wandering around in this busi- 
ness that the boys who operate on 
this basis do get a fair profit from 
their customers and keep them on 
the books year after year because 
of the efficient and courteous serv- 
ice they render the customer. 

* x * 


Looking Up 

jo vaercere seemed happy about 
this year’s ASI show, and, of 
(Continued on Page 36, Col. 3) 


NADA Schedules Thorough Clinics... 





Real Aid on Service 


+. full appreciation that an) 
increased absorption percentage 
and better customer relations are 
of greater interest to car and truck 
dealers today than at any time 
since the resumption of car manu- 
facture, this year’s NADA show 
committee has developed the two 
scheduled service clinics with es- 
pecial care. 

Those in charge of arranging 
the clinics have grouped the sub- 
jects to be discussed Saturday 
and Sunday, Jan. 29-30, under 
general headings that will cover 
all approaches to the problems 


dealers now face in developing 
more service volume and realiz- 

ing more profit from their present 
departments. 

It is hoped that a large number 
of dealers, especially in the great 
Midwest area, will find in the 
clinics enough meat to warrant the 
dealer bringing his service man- 
ager to Chicago for the two-day 
session at least. 

Far too many dealers today either 
are not getting full use from the 
service tools and equipment invest- 
ment they now have or do not 
realize the profit opportunities pos- 





°'55 Parts Outlook Hailed 


ASI Show Visitors Cite Low Jobber Stocks; 
Makers Offer Credit Plans 


By Sam Sampson 
Staff Writer 
Re products and timely mer- 
chandising plans took the spot- 
light at the 27th Automotive Serv- 
ice Industries show in Chicago. 


Those attending the show voiced 
optimism about the auto parts 
business in 1955, feeling that job- 
ber stocks are low, that perhaps 
new-car sales would not reach the 
expectations of the car manufac- 
turers, and that replacement parts 
production and sales would be 
sound throughout the year. 

There was more than usual evi- 
dence, however, of price-minded 
jobbers and wholesalers seeking to 
find lower-priced products that met 
the needs of the various areas. 

In this vein, there were several 
manufacturers offering time - pay- 
ment plans on heavier equipment, 
new products introduced to stimu- 
late the market, and “packaging” 
of products into nominal priced 
kits to facilitate faster merchan- 
dising for jobbers and wholesalers. 

~ z * 


as companies, at least, are 
now offering easy payment pro- 
grams for selling higher - priced 
shop equipment. Clayton Manufac- 
turing Co., El Monte, Calif., intro- 
duced a five-year lease-rent pro- 
gram in which dynamometers can 
be installed for a small monthly 
cost. At the end of five years, deal- 
ers will be able to take title to the 
dynamometers for one dollar. 


For steam cleaners, Clayton 
offers a 10-year guarantee plan 
that protects against excessive 
repair and parts replacement ex- 
pense. At any time within 10 





ae — 


Canadian Jobbers Plan Convention— 


The fifth annual meeting of the Canadian Automotive Wholesalers and Manu- 
focturers Assn. will be held March 14-15 in Toronto. Working out plans for the/of hose with every cylinder. No 
convention are (from left), H. L. Humphrey, business sessions; C. Carter, entertainment; 
lL. W. Nourse, finance; M. H. Moore, vice-chairman and business sessions; Frank 
King, publicity; S. C. Russel, president; J. A. Hines, chairman and door prizes; T. H. 
Whellams, executive vice-president; G. Grossett, entertainment; Al Greene, publicity; 


Ross Webber, reception; Herb Robinson, 


door prizes; F. J. Mitchell, junior vice- 


president and reception, and N. A. Hardie, registration. 


years, and upon payment of not 
more than 50 percent of the then 
current price, Clayton steam 
cleaners will be rebulit at the fac- 
tory and returned to the owner 
with a new machine warranty. 

Van Norman Co., Springfield, 
Mass., makers of heavy engine re- 
building equipment, offers its most 
expensive line of equipment on a 
“pay as you profit” program. Under 
the plan, the owner pays as the 
machine is depreciated. This plan, 
primarily aimed at the owner who 
requires a period longer than five 
years to pay, is based on the new 
and faster depreciation allowed by 
internal revenue under the “sum of 
the digits” method. Such plans may 
also be utilized for car dealers soon. 

Van Norman also offers a straight 
lease program and a lease-purchase 
program with an option to buy. 

oe * e 
Gio HOIST CoO., Philadelphia, 
has announced a purchasing 
plan to buyers “for only pennies per 
day.” The contract, according to 
Globe, is between the company and 
the buyer, and is without recourse 
to the distributor. A downpayment 
of 10 percent is required, with up 
to three years to pay. 

The contract contains a reserve 
provision which holds 10 percent as 
a reserve until such time as the 
contract is paid in full. Collection 
agency or attorney fees will be de- 
ducted from the reserve if they are 
necessary. 

Following is a list of new prod- 
ucts, shown at the ASI show for 
the first time, and new “pack- 
aging” ideas to stimulate sales: 

Bear Mfg. Co., Rock Island, IIL, 
announced a wheel balancer per- 
mitting the wheel to be left on the 
car, a new type of wheel truer, a 
simplified wheel truer, and a pro- 
gram of “Super Comfort-Ride Con- 
ditioning Service.” A complete pro- 
gram of advertising and sales pro- 
motion is planned to keep the 
programs in the public eye. 

C-O-Two Fire Equipment Co., 
Newark, N. J., introduced an anti- 
freeze tester which actually freezes 
radiator liquids to test its danger 
point. Radiator water is drawn out, 
frozen with C-O-Two and the freez- 
ing point shown on a thermometer. 

* * a 


Be CO., Chicago, introduced a 
large can of Flaré SAE Heavy 
Duty Brake Fluid complete with a 
dispensing pump which measures 
the fluid in two-ounce portions. The 
pump may be transferred to anoth- 
er can, and comes with seven feet 


(Continued on Page 18, Col. 1) 
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sible in rounding out the technical 
services they can render their 
customers. 
* * x 
ATURDAY’S clinic therefore is 
composed of four talks by men 
recognized as being among the top 
in their line in the greater Chicago 
area and has been given the general 
subject labeling of Service Equip- 
ment. 


Heading this panel discussion 
under the topic of “Equipment 
That Sells Service” will be Vern 
Marshall, Marshall Auto Co. 
(Nash), Flint. Marshall is known 
to dealers in his area as one of 
the outstanding service exponents 
of the state. 


The next paper, “Service That 
Serves,” gets into the meat of how 
to use equipment to produce 
greater profits and increased cus- 
tomer satisfaction. This subject will 
be handled by Bill Gleisner, serv- 
ice manager for Schwartzburg 
Chevrolet, Milwaukee. 


“Equipment Maintenance and 
Use” is a subject that could be 
given twice the time allotted and 
yet come short of giving the aver- 
age dealer and his service manager 
the basic information they should 
have on this important subject. 
Len Brand, service manager of C. 
W. Marquardt Co., (Chrysler) Oak 
Park, IIL, is fully qualified to handle 
this subject. 


The fourth on this day’s clinic 
program is perhaps most important 
to many franchised dealefs. It is 
entitled “Mechanics—Gaining, Re- 
taining and Training.” It will be 
presented by John Henderson, 
service manager of Williamson 
Motors (Fora), Rockford, Ill. 
Henderson, it is claimed, has been 
unusually successful in doing all 
three parts of this subject in his 
operation of Williamson’s service 
department. 


ON SUNDAY the clinic takes up 
profit and sales subjects under 
the general heading of Customer 
Paid Labor. In these four panel 
talks, recognized experts will hit on 
the essential things that must be 
watched and done in order to get 
the greatest gross and net profit 
from a franchised dealer’s service 
department. 

“Shop Expense Control” heads 
the list of subjects for discussion 

(Continued on Page 22, Col. 4) 


Shop Can Sell Car 
To Cover Repairs, 


D. C. Court Rules 


ASHINGTON.—A Municipal 
Court of Appeals ruling has 
simplified the procedure for a ga- 
rage keeper to sell at public auction 
an automobile which he has re- 
paired, after its owner has failed to 
pay him. 

The court ruled that a garage 
owner may charge for storage of 
the car while he is trying to col- 
lect for repairs. 

It further ruled that the director 
of vehicles and traffic has no 
power to judge the shop’s claim 
but may require only that the gar- 
age keeper notify the owner and 
the public as required by law be- 
fore auctioning the car. 

The ruling was an interpretation 
of a 1952 law. Previously the gar- 
age owner had to file suit to col- 
lect. 


The action was a test case 
brought by the Automotive Trade 
Assn. of the National Capital Area. 
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Highways & Safety ... 


Reflectorization Held 
Aid in Night Driving 


By Gerhardt Neumann 
Staff Writer 
A COMPREHENSIVE study of 
the problems of night time 
driving has been prepared by Philip 
Lesly Co., Chicago, for Minnesota 
Mining & Mfg. Co., St. Paul. 

According to the study, the 

problem is essentially one of visi- 

bility. Night vision and glare re- 
sistance get progressively poorer 
as One grows older. 

The immediate cause of night ac- 
cidents, according to Dr. A. R. 
Lauer, director of the Iowa State 
College Driving Laboratory, is not 
seeing the hazard in time. 

It is pointed out that this condi- 
tion does not depend on the health 
of the eyes. The same thing hap- 
pens to those with normal eyesight 






VYlew PLATFORM TYPE 
SERVICE BODY 


The new Service body shown with 
Holmes 525 Wrecker was designed to 
improve service for those who handle 
a wide variety of jobs. This model has 


low side panels, 


wide enough for front end of a car to 
be pulled up into the body for tow- 


ing. Built with 
compartments a 
wrecker control 


as to those who wear corrective 
glasses. A man of 55 with 20-20 
vision will still need twice as much 
light to distinguish the same object 
at night as will his teen-age son 
who also has 20-20 vision. 
* ” * 

N THE basis of more than 60 

percent of the traffic fatalities 
and 45 percent of the accidents oc- 
curring at night, one insurance 
company estimates that $2,175,000,- 
| 000 of the total cost represents eco- 
nomic waste due to reduced visi- 
bility. 


Franklin Kreml, director of the 
Northwestern University Traffic 
Institute, asserts that at the 
speeds motorists travel today the 
distance at which the headlights 
enable them to see is much less 





“It's NO PROBLEM fo 


heavy flooring and is 


heavy side rails, tool 
nd flush openings for 
s. Ideal for medium 


and Heavy Duty Wreckers. 


HOLMES 650 


The 650 Model makes it 
easy to sell service, for with 
this Heavy Duty unit a shop 


can handle mos 
recovery jobs. 
and capacity fo 


and busses yet is fast and flex- 
ible enough for light cars. 
Boom capacity is 10 tons, pull- 
ing capacity 20 tons. Send for 
detailed information. 


Varu 


aa 


t pick-up and 
It has power 
r large trucks 
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HOLMES COMPANY 





GM Dedicates Training Center in Oregon— 


A $750,000 training center in Portland, Ore., has been opened by General Motors. 
It is the ninth of 35 planned centers being established by GM for mechanics of GM 
dealerships, and the first of three planned for the West. Paul E. McDonald is manager 
of the centers, and Charles lL. Messecar, formerly Portland zone manager for Pontiac, 
has been named manager of the Portland school. 


than the minimum stopping dis- 
tance. 

Experts therefore believe it is not 
advisable to increase the brightness 
of headlights, because glare can 
cause an approaching driver to lose 
control, and hour after hour of fac- 
ing oncoming headlights dulls the 
vision and sensibilities of the 
driver. 

The answer is seen in increasing 

















the visibility of what the lights 
must pick up on the road ahead. 
* * * 


ANve== practical solution has 
been found in the reflectoriza- 
tion of roads and cars. 

For example, the 88-mile-long 
Turner Turnpike from Oklahoma 
City to Tulsa, Okla., affords night 
drivers full vision, because the 
centerlines marking the driving 






It’s no problem to maintain a profitable service volume 
with Holmes Wrecker units at work bringing profitable 
jobs into your shop. Any good operator with one or more 
of these road units can easily pick-up a substantial amount 
of shop work that is literally waiting to be towed-in. The 
use of Holmes Equipment provides about the only means 
of reaching these important service customers. It enables 
the operator to go long distances and bring in jobs the 
shop could NOT otherwise obtain. Today no shop can 
provide 100% service without a Holmes Wrecker. If your 
shop is not rendering such complete service, then, now is 
the time to step out ahead of your competition with new 
Holmes Wrecker Equipment. See your jobber or write 
today for details on the new Holmes Wrecker models. 





Chattanooga, Tenn. 











lanes are a continuous series of 
reflective white dashes visibl: 
from 1,000 feet ahead, thus en 
abling the motorist to stay in hi-« 
lane. 

As a result, that turnpike had 
only one accident for every 1,100,- 
000 miles traveled, compared with 
a national average of one accident 
for every 55,000 miles. There were 
only two deaths, for an average of 
one fatality per 29,500,000 miles. 

Similar safety measures are uscd 
on the New Jersey and West Vir- 
ginia superhighways. 


* * * 


there study also emphasizes that 
the reflectorization of car bump- 
ers is one of the greatest safety 
advances in recent times. 

New Jersey Turnpike officials 
have found that reflective tape 
across the rear bumper makes it 
considerably easier to judge the 
distance of the vehicle ahead than 
it is with only the vehicle’s tail 
lights as a guide. 

A series of 2,520 tests has 
proved that nighttime drivers 
could see another vehicle out- 
lined with reflective tape 70 per- 
cent faster than one not refiec- 
torized. 

It also was found that with low- 
beam opposing headlights motor- 
ists required an average of five to 
six seconds to see a black vehicle 
with only one tail light; about four 
seconds to see a black vehicle with 
two tail lights; between three and 
four seconds to see a white-painted 
vehicle, and less than three sec- 
onds to see a vehicle reflectorized. 

When the oncoming headlights 
were on high beam, only the re- 
flectorized vehicles could be seen 
until the driver’s eyes had adjusted 
to the glare. 


Labor Outlines 


Safety Ideas 


The Ontario Federation of Labor 
thinks that drivers in Ontario 
should be compelled to take a test 
every three years. 

This is one of 17 recommenda- 
tions made by the federation to 
the legislature’s committee on high- 
way safety. 

Other recommendations were: 


All motor vehicles should be re- 
quired to carry external rear-view 
mirrors. 


All public transportation vehicles 
should have a white line in front 
of the vestibule, beyond which no 
person should be allowed to stand. 

No one under 21 should be al- 
lowed to drive commercial] vehicles. 

All dangerous intersections should 
be equipped with flashing red 
lights. 

Trucks carrying harmful sub- 
stances, such as acids or explo- 
sives, should be marked clearly. 

Transportation vehicles should be 
allowed to carry only a specified 
number of passengers. 

os « . 


*‘Here’s How’ Published 
In Third Edition 


The third edition of “Here's 
How,” published by the National 
Assn. of Automotive Mutual Insur- 
ance Companies, is off the press 
and can be obtained without charge 
from the association at 20 N. 
Wacker Dr., Chicago 6, Ill. 


The 96-page booklet contains 34 
chapters with information and pre- 
vention ideas on all kinds of acci- 


dents. 
7 ~ * 


Montana Legislature Set 
To Tackle Road Financing 


Highway financing will be one of 
the problems facing the Montana 
Legislature, which convénes next 
January, according to Gov. J. Hugo 
Aronson. 


It is estimated that Montana is 
in line for a $27 million Federal aid 
highway grant from 1955 to 1957. 


* * * 


Auto Dividend Up 


Hardware Mutuals of Stevens 
Point, Wis., has increased the divi- 
dend from 15 to 20 percent on all 
private car policies because of 4 
good driving record of those in- 
sured by the firm. Carl N. Jacobs, 
president, estimated that the in- 
creased dividend would mean $1,- 
040,000 more return to policy ho'd- 
ers over a 12-month period. 
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Legislative Roundup 





(Continued from Page 9) 


to be sought by the Texas Turn- 
pike Co. for a 400-mile turnpike 
extending from the Texas-Okla- 

,oma line near Gainesville, through 
the Dallas-Fort Worth area to 
Houston and Corpus Christi. The 
private group, the Sam Houston 
Turnpike Corp., has indicated it 
would seek some $150 million for 
a 250-mile pike from a point be- 
tween Dallas and Fort Worth, 
through Waco and Austin to San 
Antonio. 

The 1955 Legislature will be 
asked to specifically exempt the 
properties of such private corpora- 
tions from State and local property 
taxes, an exemption the State 
Supreme Court recently ruled they 
do not now enjoy. 

+ * * 


Connecticut Project 
"igen gy wig he Highway De- 
partment is expected to start 
full-scale construction next spring 
on a 129-mile, $398 million toll 
expressway from the New York 
State line at Greenwich to the 
Rhode Island line at Killingley. 

The Massachusetts Turnpike Au- 
thority this month awarded the 
first construction bids on its 123- 
mile, $239 million cross-state turn- 
pike, which will run from the 
Boston area to the New York State 
line at West Stockbridge. 

Although the Florida Turnpike 
Authority reduced the estimated 
cost of its proposed 110-mile, 
Miami-to-Fort Pierce toll road 
from $89 million to $78 million, no 
further action on the project is 
expected until Gov.-elect LeRoy 
Collins takes office in January. The 
1955 Florida Legislature may 
broaden it into a State-long turn- 
pike running up to the Jacksonville 
area. 

In order to give the 1955 Indi- 
ana Legislature an opportunity 
to consider the project, the Indi- 
ana Toll Road Commission defer- 
red its plans for sale of a $178 
million revenue bond issue for a 
north-south toll highway linking 
the Indianapolis and Calumet 
areas. Meanwhile, it is proceeding 
with construction of a $286 mil- 
lion toll road across the northern 
part of the State. 

The Kansas Turnpike Authority 
plans an early construction start 
on a 236-mile turnpike, for which 
a $160 million revenue bond issue 
was recently sold. The pike will run 
from Kansas City to the Oklahoma 
line. Study of several contemplated 
additions also has been authorized. 

As a preliminary step to the sale 
of a $186 million revenue bond 
issue for a tol] highway from} 
Rockwood to Saginaw, the Michi- 
gan Turnpike Authority asked the 
State Supreme Court to rule on the 
validity of the State turnpike 
enabling act and clear up other 
legal questions. The New Jersey 
Turnpike Authority is considering 
plans for widening its turnpike to 
six lanes for much of its length. 
The New York Thruway’s full 427- 
mile length, from the New York 
City line to Buffalo, is scheduled to 
be in operation by the end of next 
year. 

Further studies are being made 
of possible means of financing a 
north-south Ohio toll superhighway 
running from Cincinnati to Con- 
neaut, with a spur to Toledo. Mean- 
while construction is continuing on 
the 241-mile turnpike across north- 
ern Ohio to the Indiana line, with 
full opening scheduled for next fall. 
As a result of the recent comple- 
tion of the Delaware River Exten- 
sion of the Pennsylvania Turnpike 
system, the State now has 360 miles 
of four-lane toll highway from the 
Ohio line to the Delaware River. 

West Virginia’s Turnpike Com- 
mission was expected to authorize 
engineering surveys to determine 
the feasibility of a proposed north- 
ern extension of its 88-mile turn- 
pike, which now runs from 
Charleston to Princeton. Under 
consideration is an extension to the 
Ohio or Pennsylvania borders, or 
both. 

That toll bridge and tunnel 
projects, as well as toll turnpikes, 
are very much in the current spot- 
light was demonstrated by the 
recent marketing of a total of $340 
million in revenue bonds for such 







































projects in Louisiana, Maryland 
and Virginia. 
* 


Liber Trond 


ne, significant labor relations 
developments in state capitals 
include the Kansas Legislative 
Council’s approval for submission 
to the 1955 Kansas Legislature of 
a bill proposing creation of a new 
State Labor Relations Board. The 
measure calls for a three-man 
board, empowered to appoint medi- 
ators, to secure “peaceful adjust- 
ment of whatever controversies 
may arise between employes and 
employers.” The bill also would set 
up standards of fair practices for 
both employers and employes. 

As approved by the interim study 
group, the Kansas bill includes 
alternate sections which, depending 
on the desire of the lawmakers, 
could give the act a “right to work” 
law approach, prohibiting the 
closed shop and other forms of 
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The Metropolitan Opera \_ 
cash registers singing. 





compulsory unionism, or a modifi- 
cation of that principle to allow 
union shops. 

Nevada labor leaders, despite 
their failure to obtain adoption 
of a similar proposal at the No- 
vember election, launched a new 
initiative movement seeking re- 
peal of the State’s present “right 
to work” law. 

Initiative petitions propose re- 
placing the right to work law with 
what the labor forces call a “fair 
play” State constitutional amend- 
ment, to guarantee labor the right 
to the union shop and secondary 
boycott. Advocates of the measure 
hoped to obtain sufficient signa- 
tures to place it before the 1955 
Nevada Legislature and, if failing 
to obtain favorable action there, to 
put the issue before the electorate 
again. 

* od * 
Unemployment Proposals 

ROPOSALS to further liberalize 

unemployment compensation 
benefits are being readied for sub- 
mission to virtually all of the 1955 
state legislative sessions and many 
of the lawmills also will act on 
measures to broaden the coverage 
of such laws. 

Action on the latter issue is cer- 
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“Harrison! The customer is al- 
ways right and has been since 
about the middle of 1953!” 





tain to be widespread as a result 
of new Federal legislation under 
which 24 states will have to 
broaden their jobless benefit laws 
to cover employes of thousands of 
small firms now exempt or their 
employes after Jan. 1, 1956, will be 


forced to pay a 3 percent payroll 
tax without their workers coming 
under the laws. 

While the new Federal act 
extended the Federal unemploy- 
ment tax provisions to all em- 
ployers of four or more workers, 
instead of eight or more as here- 
tofore, it will be up to the states 
with less liberal coverage provi- 
sions to broaden their laws 
before such workers can qualify 
for benefits. 

In instances where states fail to 
take such action before the effec- 
tive date of the new Federal law, 
the smaller employers would still 
be subject to the tax of 3 percent 
of their payrolls even though their 
employes derive no benefit. The 
tax money, in such cases, would go 
to the Federal Government instead 
of to the support of state unem- 
ployment compensation funds. 

Further assuring action on such 
coverage broadening proposals is 
the fact that most states have so- 
called experience or merit rating 
provisions under which employers 
get a tax rate of less than 3 per- 
cent, in some instances no state 
tax rate at all, by maintaining 
stable employment. 











Tor Texaco 


Every SATURDAY AFTERNOON during the opera season, starting 

December 4th, broadcasts direct from the Metropolitan Opera stage in New York 
City are sponsored by The Texas Company. It’s the fifteenth year 

of continuous Texaco sponsorship. 


Texaco Dealers are well aware that the millions of listeners to the Texaco 
broadcasts are also car owners. A great many are regular customers, 
others are likely prospects — of Texaco Dealers in all 48 states. 


Good will builds good business. This is just one of the many ways that 
we keep Texaco Dealers out in front, keep their cash registers 


singing and customers coming in. 


to toy 


THE TEXAS COMPANY 


Gr Fax acg DEALERS 6 suck fay Revers 


Dealers 
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Low Jobber Stocks Cited at ASI Show .. . 


*55 Parts Outlook Called Good 


(Continued from Page 15) 


dust or impurities get into the fluid. 
Anderson Co., Gary, Ind., intro- 
duced a windshield wiper for 
wrap-around windshields which 
includes an “emergency speed-up” 
factor for excessively heavy rain, 
snow or ice. A dashboard-mounted 
switch controls the device. 
| General Electric Lamp Div., 
Cleveland, showed its All-Weather 
auto headlamps. Filaments were 
said to give about 25 percent more 
light, and a redesigned reflector and 
| lens provides an improved beam 
pattern. Complete instructions for 
installation and aiming are pro- 
vi 


ed. 

Complete lines of tubeless tire ac- 
cessories, valves, repair kits and 
other tire tools were shown. Several 
manufacturers in each line were 
| represented. 

+. * = 
ENBERLES PRODUCTS, De- 
troit, offered a precision ball 
bearing dual point distributor plate 
assembly for Chrysler Corp., Hud- 
son, Henry J, Studebaker and Willys 


cars. The assembly, called “Dyna- 
Flyte,” was said to provide easier 
starting, smoother performance and 
improved economy. 

An “explosive” rivet for any auto 
and truck body jobs, brake lining 
replacements and other auto uses, 
was introduced by E. I. duPont de 
Nemours & Co. Used widely in the 
aircraft industry for several years, 
the rivets are set with a gun. The 
hollow shank expands to form a 
tight fit in any drilled hole. The 
rivets require no bucking bar. 


Hastings Mfg. Co., Hastings, 
Mich., brought out its Velvet- 
Blast Parts Cleaner, a stomach- 
high, enclosed dry blasting proc- 
ess which allows fast, accurate 
cleaning of pistons, valves and 
other engine parts. The operator’s 
arms are inserted into the clean- 
ing cabinet where a non-clogging 
nozzle sprays aluminum oxide 
abrasive. A window in the top of 
the case allows the operator to 
inspect his work. 


|shown by Otto-Items Inc., St. 
Louis. A wall cabinet, containing 
a safety cup assortment to meet 
|95 percent of all passenger cars, 
| can be merchandised in a package 
to car dealers. Wide assortment is 
| offered at nominal cost under the 
package plan. 

L. B. Miller Co., Stamford, Conn., 
introduced a car thermostat tester 
which shows at what temperature 
the thermostat opens. 


* a2 * 
A BUMPER jack was shown by 
Joyce-Cridland Co., Dayton, O. 
The jack has a capacity of 1% tons, 
and can be bought as a hand- 
operated unit or with air pressure 
cylinder at extra cost. 

Skil Corp., Chicago, has a pack- 
aged pneumatic hammer kit which 
will cut sheet metal, break spot 
welds, shear rivets and scrape un- 
dercoating. The kit comes in a| 
metal case. 

Alemite div. of Stewart Warner 





Special assortments of wheel 
cylinder safety cup parts were 


Corp. showed a new method of 
merchandising fittings. In boxes 


Bear Conducts Jobber Training— 


The semi-annual jobber training class of Bear Mfg. Co. was held in Rock Island, 
ill., with 40 jobbers and sales representatives attending. Shown (from left) are Harold 
Horwedel, representative; Bill Green and Dick Stempf, of Stempf Alignment Supply, 
Minneapolis; Joe Pereve, Bear's sales vice-president; Jay Keiser, of Stempf; Charlie 
Dyer, representative, cnd Dick Williams, of Van's Auto Supply, Oklahoma City. 


of 100, the fittings are individ- 
ually wrapped and strung in 
cellophane envelopes. They may 
be reeled off and sold over the 
counter. 

An exchange repair service for 


Prospects sell themselves when they see gleaming finishes being sprayed and dried in DeVilbiss combination booth and oven. 


Smith Chevrolet ups paint labor sales 35%! 


Above—In the booth, scientific lighting and good ventilation 
_help assure a factory-like job. Below—This DeVilbiss Traveling 
Infrared Oven dries enamel jobs in 45 minutes to an hour. 


New DeVilbiss paint shop handles complete 


spray jobs faster, more profitably! 


In July, 1953, the A. B. Smith Chevrolet Company of Port- 
land, Oregon, installed a new DeVilbiss paint shop to help 
them handle the ever-increasing volume of bump-and-paint 


bu 


siness. 


Now, with a DeVilbiss Showroom Spray Booth and a 
DeVilbiss Traveling Infrared Oven, they can handle five 


complete paint jobs a day. Their operation is so efficient 
that economy paint jobs are turned out profitably for $49.00! 
De luxe jobs run $85 and $90. Total labor sales in the paint 
shop have jumped 35% —and Don Hartung, body shop 


superintendent, is looking forward to an even greater 
increase! 


THE DEViILBISS COMPANY, Toledo 1, Ohio 





Air Compressors 


Branch Offices and Distributors in Principal Cities Throughout the United States, Canada and the World 


Spray Guns 


Hose and Connections 


How you benefit 


(1) A DeVilbiss paint shop enables you to handle more 
business. (2) You make a higher profit on each job. Let 
your DeVilbiss jobber survey your operation and tell you 
exactly what equipment will do the best job for you. Give 
him a call today! 


Santa Clara, Calif. © Barrie, Ontario 


@ London, England 


FOR BETTER SERVICE, BUY 


DeViLBISS 


Spray Booths 








all automatic transmissions was of- 
fered to jobbers by Republic Gear 
Co., Detroit. According to the plan, 
automatic transmissions will be re- 
built and sent back to the jobber 
on an exchange basis. 

Alloy Mfg. Co., Chicago, displayed 
a new product which is said to 
eliminate carburetor vapor lock. 
The product, which uses a glazed 
filter, is said to allow free passage 
of the fuel and yet eliminate pres- 
sure on the fuel line. 


Goodrich’s Collyer 
Sees Decline in 


Use of Rubber 


AKRON. — Present high prices 
for natural rubber suggest that the 
United States will use about 480,000 
long tons of natural rubber in 1955 
instead of an estimated 600,000 tons 
which might be used at prices com- 
petitive with man-made rubber, ac- 
cording to John L. Collyer, chair- 
man of B. F. Goodrich Co. 

When the natural rubber price 
was about 28 cents a pound early 
in 1953, only 39.5 percent of the 
total new rubber used in this coun- 
try was natural rubber, Collyer 
said. 

As the natural rubber price de- 


|clined because of a lessened de- 


mand and became competitive with 
the 23-cent GR-S man-made rub- 
ber, the consumption of natural 
rubber increased, reaching a high 


| of 49.4 percent in May of this year. 


“Now that the natural rubber 
price has again increased to 28 


|cents a pound, American rubber 
-_products manufacturers will, 


for 
economic reasons, use More man- 
made rubber and less natural] rub- 
ber,” Collyer predicted. 


“Stocks of man-made rubber and 


|of natural rubber are now suffi- 
|cient so the manufacturers have 
| free choice of materials,” Collyer 


said. 


Ford Again Issues 


Farm Almanac 


DEARBORN. — Agricultural in- 
formation for the man of the soil, 
from suburban gardener to bigtime 
farmer, is offered in the “1955 Ford 
Almanac,” now on sale at book and 


| Magazine stores. 


The 208-page book, sponsored by 
Ford Motor Co. and published by 
Simon & Schuster, is a new version 
of the 1954 edition, which drew 
congratulatory letters from farm- 
ers, gardeners and ranchers across 
the country, according to William 
D. Kennedy, Ford director of pub- 
lications. 

The almanac contains informa- 
tion on soils, livestock, fertilizers, 
crops, farm machines and how-to- 
do-it procedures. Price is $1. 


Pantasote Distributor 


NEW YORK.—Dale Textile Corp.. 
490 Broadway, has become the U. §. 
distributor for the Pantasote lin« 
of plastic textiles, Isaac Ernes: 
Cahn, Dale president, has an- 
nounced. Dale organization also 
handles automobile upholstery clot}: 
and sport topping. 
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NEW YORK. — Like last year. 
1954 will wind up as a year of new 
records for the U. S. aluminum in- 
dustry, according to Donald M. 
White, secretary of The Aluminum 
Assn. 

New monthly and quarterly rec- 
ords were set in primary produc- 
tion of the lightweight metal and 
the year’s total, estimated on the 
basis of 10 months, will be approxi- 
mately 2.9 billion pounds, a 16 per- 
cent boost over the previous record 
set in 1953. 

Except for one reduction plant 
which is scheduled for operation 
early next year, the industry’s so- 
called “second round” expansion is 
now complete. After reappraising 
its present and future needs, the 
Department of Defense finally 
abandoned its planned third round 
of expansion which would have 
added about 400 million pounds ad- 
ditional annual primary aluminum 
capacity. 

Production of primary alumi- 
num at record levels naturally 
ealled for record tonnages of 
bauxite ore. There was a large 
increase in the amount of ore re- 
ceived from Jamaica as the two 

U. S. companies conducting oper- 

ations there swung into full pro- 
duction. Bauxite shipments from 

South America also increased 

substantially during the year. 

One company began develop- 

ment of bauxite reserves in Haiti. 

White said shipments of semi- 
fabricated aluminum products. 
which had shown a considerable 
drop during the latter part of 1953 
and early 1954, registered a sub- 
stantial recovery beginning in the 
second quarter so that the average 
shipments of the various products 


during the later months of the year | 


compared favorably with the aver- 
ages for the corresponding months 
of 1953. 
Foil Up 30 Percent 
Aluminum foil was a notable ex- 
ception, advancing to new monthly 
shipment totals several times dur- 
ing the year. On the basis of 10 
months’ figures, total 1954 foil ship- 
ments will approach 150 million 
pounds, some 30 percent over 1953. 
Increased use of foil is attributed 
to wider use as a packaging mate- 
rial and other industrial purposes 


and also its expanding use in the) 


home, White said. 

Following another round of 
wage increases to aluminum in- 
dustry workers, price advances 
both in primary metal and semi- 
fabricated mill products were put 
into effect. Aluminum pig was 
advanced 0.5 cent a pound to 20.5 
cents and ingot 0.7 cent a pound 
to 22.2 cents. Prices of most fab- 
ricated aluminum products were 
increased proportionally. 

“To eliminate the confusion re- 
sulting from the use of the many 
alloy designation systems that have 
been introduced from time to time 
as the industry grew, The Alumi- 
num Assn. introduced a new system 
for wrought alloys which offers 
uniform designations for the entire 
industry,” White said in his year- 
end roundup. “The new system is 
expected eventually to eliminate 
the former confusion and should 
thus prove a boon to users and pro- 
ducers alike. It was adopted gen- 
erally on Oct. 1 by most of the 
wrought-metal manufacturers in 
the industry.” 

New Alloys Offered 

Several new aluminum alloys 
were introduced in 1954. These in- 
cluded: Alloy 5086, a non-heat- 
treatable alloy designed especially 
for weldability and adaptability to 





Water Trucked to Farms 


Stricken by Ga. Drouth 

VALDOSTA, Ga. — Tank trail- 
ers, each carrying up to 4,000 gal- 
lons of water, have been rolling 
daily to drouth-stricken farms in 
a five-county area near here. 

Known as “Operation Water- 
haul,” the project was sparked by 
James Blanchard, a vice-presi- 
dent of the Citizens & Southern 
Bank, who learned that local 
farmers were being forced to sell 
Cattle for slaughter because of 
the drouth. 





Aluminum Sets Records 


1954 Production Seen 16% Over Last Year; 
New Alloys, Uses Boost Consumption 
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structural applications; Alloy 
X7079, a high-strength alloy devel- 
oped especially for large aircraft 
forgings, and an electric conductor 
alloy with superior mechanical 
properties which are obtained at a 
slight sacrifice in electrical conduc- 
tivity. 

A considerable amount of new 
fabricating equipment was in- 
stalled by the industry in 1954. 
Other units are under construc- 
tion and still others are in the 
planning stage. 

A 14,000-ton extrusion press, 
largest built to date, went into op- 
eration during the second quarter. 
Two 2,500-ton extrusion presses 

went into operation in the Pacific 
Northwest, and two new sheet roll- 
ing mills are being added at one of 
the plants in that area. Three-more 
large forging presses are scheduled 
for the Los Angeles area. One pro- 
ducer has announced plans for a 
new major sheet and foil mill in 
West Virginia. 


A new milestone was reached in 
the die-casting process with the 
initial operation of a new machine 


that will turn out aluminum die 


castings weighing up to 75 pounds. 
Designed specifically for the auto- 
motive industry, the new unit has 
an automatic ladling mechanism. 

“Development of permeable 
plaster molds, announced during 
the second quarter, has reduced 
process time and cost of the plas- 
ter casting process,” White said. 
“This method is particularly ap- 
plicable to the production of parts 
for automatic automotive trans- 
missions which must have high 
dimensional accuracy. 

Some of the most outstanding de- 
velopments in the use of aluminum 
during 1954 were in the building 
field, which has led all classes of 
civilian application since World 
War II. A spectacular demonstra- 
tion of the economies that alumi- 
num has brought to this field was 
seen in New York during the sum- 
mer when the two street-side walls 
of a 17-story building were com- 
pletely enclosed in aluminum wall 
panels in one day. All over the 
country, in all kinds of buildings, 
aluminum is helping architects to 
bring new patterns into their de- 
signs, usually with substantial 





local news printed ia this newsrcoer, as well ae are i," news dupatches, * OS 'M 


WHAT MAKES AN EXECUTIVE? 

To every executive who'd like to be a better executive, 
and to every business or industrial worker who'd like to be 
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“By the way, how is it on gas?” 





overall savings.” 

Use of aluminum in trucks and 
buses continued on a high level and 
its use in automobiles showed sub- 
stantial increases, White said. One 
reason for the increased use in au- 
tomobiles is the growth of auto- 
matic transmissions, as aluminum 
is well adapted for the economical 
production of the complicated parts 
of these units, he added. 


Die Casting Use 
The metal also is being used in- 
creasingly for engine parts and in 
fittings, particularly in die castings 
where aluminum offers the lowest 
metal cost of any of the common 


19 


die casting alloys,” he said, adding: 

“Another field where aluminum 
scored large gains in 1954 ig in 
street and traffic light standards, 
where its long service life with lit- 
tle maintenance offers substantial 
overall savings. Many cities are fi- 
nancing new and improved street 
lighting systems entirely from the 
savings resulting from the use of 
aluminum standards. 
“The economic advantages of 
aluminum as an electric conduc- 
tor brought an expanded ‘use in 
this field during the year.” 
Although accounting for only a 
relatively small amount of metal, 
aluminum textile fibers were used 
on an expanded scale during 1954, 
it was said. Part of this expansion 
resulted from the introduction of a 
new composite yarn which consists 
of aluminum coated with transpar- 
ent colored plastic material. 

Aluminum equipment made fur- 
ther gains during the year in the 
materials-handling field, especially 
in the food processing industry. 

“With the industry now produc- 

ing enough metal for all civilian 
and defense needs, plus substantial 
amounts for the national stockpile, 
many More new uses are expected 
during the coming year,” White 
added. 








agement consultants named Robert M. Wald and Roy A. Doty. 

These gentlemen set forth about three years ago to find 
out, if they could, what makes a typical top executive of a 
big enterprise tick. Thereby, they hoped to work out a set 
of methods by which business and industrial concerns could 

ing executive material among their younger em- 

Ployes and and help them develop their talents in time to step 

meaty into retiring executives’ shoes. 

got the cooperation of 33 really big shots of 

U. 8. \ TS and industry, including 17 board chairmen or 

presidents, 13 vice presidents, and three urers, 

ranging in age from 38 to 69. Names are withheld in this 

article, but “the Harvard Business Review's editors assure 

the reader that the 33 men make up “an unusually success- 
ful group of top-level executives.” 

Messrs. Wald and Doty went potathinety into each 
man’s family and educational background, health, business 
habits, views on life and living, hobbies, etc., etc., with the 
object of getting as full a picture vf the entire man as 
they could. + ¢ + . 

From their greet, Wald and Doty concluded that the 
ot top U. S. executive has 13 outstanding qualities, 
which seem worth listing here 

1—has derived self confidence from a happy home life 
in his young years ...2—is extremely attached to his 
tt home and family . . . 3—got himself much better 
educated, somehow, than most other people .. . bs 
every chance that comes along to increase his education, no 
matter how long ago he reached the top of his organization. 
5—from childhood on, has been active in organizations 
—Boy Scouts, fraternities, college clubs, civic groups, etc. 
- « « 6—is interested in religion “as a force toward develop- 
ing high moral and ethical standards” ...7—has g 
ealt h, and does his best to keep it. 
Thirteen 8—is interested in ople, oe gf - 
ti cooperation among people; promoting plan’ 
Qualities ood-will interests him more than the tech- 
nical side of his job + « . 9—has “very superior mental and 
analytical ability’ - 10—is serious and conscientious, but 
willing to take joteriehod risks. 

11l—is always looking for new and better ways to do 
things; also for new things his company might do . 
?2=ia realistic about his personal problems, forthright in 
dealing with other people . . . 13—is “arnbitious and able 
to identify his ambitions with those of his company to an 
outstanding degree.” 


Maybe the picture is mast idealized, but that’s the 
way Wald and Doty see the 33 executives. How do the 
executives see themselves? 

A majority of the 33 gave, as the chief reason for their. 
succéss, an ability to get along with other people—to be 
tactful, considerate, and somehow able to inspire loyalty. 
Next in importance were listed talents for efficiently organiz- 
ing one’s own work and that of one’s subordinates, for 
assigning responsibilities to others, and for steaming up em- 

ployes’ enthusiasm aboutany job in hand. 

Advice to What advice would most of these execu- 
The Youth tives give to ambitious young employes? 

This may surprise you; but “85% ... 
commented that they would consider no person for. a wp 
level position unless . .. he had exhibited an extremely 
high degree of interest in the work of the entire company 
as well as in his own particular job.” 

A close second to this master-tip was to cultivate the 
abovementioned ability to get along with other people. 

Of course, it seldom hurts a man’s chances for advance- 
ment to marry the boss’ daughter. And luck, we imagine, 
a played a considerable part in many an executive's rise 

to the top. The best bet, though, seems to be to put your 
heart into your job, aim always at a higher job, cultivate 
your brains, and be a cooperative guy or gal. 

Take it away, executives and would-be executives. If 
you want reprints of the entire article, they can be had at $1 
apiece, with lower rates for a pat orders, from Harvard 
Business Review, Soldiers Field, Boston 63, Mass. 





And was the 
HARVARD BUSINESS - 
REVIEW Surprised? 


We were, too. Even after thirty-five years, this 
newspaper continues to surprise us. And we work here! 
. What newspaper? The New York News. 


For instance, the August 15 issue of the Sunday 
News ran an editorial titled “What Makes An 
Executive?” . . . digested from an article in the July- 
August issue of the Harvard Review. Messrs. Robert M. 
Wald and Roy A. Doty had researched thirty-three top 


men in big companies, and told how they got that way. 


The editorial ended “If you want reprints of the 
entire article, they may be had at $1 apiece from Harvard 
Business Review, Soldiers Field, Boston 63, Mass.” 


Well, to date the Review has received 553 requests 
for reprints. Some came on big corporation letterheads, 
and some were penciled on cheap note sheets. But all 
were accompanied by one dollar or more. . . and all 
mentioned the Sunday News editorial! 

The obvious moral is that you can’t help reaching a 
lot of executives in The News. And they are even more 
likely to read your advertising in The News than in 
publications executives are supposed to read—because 
The News is a daily habit with two-thirds of the adult 


population of New York City! 


THE [@ NEWS, New York’s Picture Newspaper... 

with more than twice the circulation, daily or Sunday, 

of any other newspaper in America . . . 

220 East 42nd St., New York City... 

Tribune Tower, Chicago... 155 Montgomery St., 
. 1127 Wilshire Blvd., Los Angeles 


San Francisco 
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Be Our Guest at American Motors DISNEYLAND Christmas Show 
See Your Local Paper for Time and Station 
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Capitalize on the buying 


mood at the N.A.D.A. Show 


The nation’s car and truck dealers have in- 
vested their dollars in an industry noted for 
its ever-changing character. 


That’s why they read Automotive News. It’s 
why they attend the N.A.D.A. Convention. 
They are seeking answers to problems. And 
if there was any one time of year they're 
thinking about purchasing products to lessen 
their problems, it’s around convention time. 
They are in a buying mood and your adver- 
tisement that shows a problem solution has 
done a job you'll benefit from throughout 
1955. 


THE JANUARY 31st ISSUE WILL BE 

DISTRIBUTED AT THE CONVENTION. 

There is no finer issue of any automotive 
paper anywhere for your message to car and 
truck dealers. They rely on Automotive News’ 
authoritative news commentary and advertis- 
ing to keep them posted. 41,287 subscribers* 
pay $8.00 per year for the vital information 
they need to make policy and buying decisions. 


The 2,000 EXTRA copies distributed at the 
show are a bonus circulation for you. The 
pre-show issue of January 24 will carry coming- 
event news of the show. Regular rates apply 
for both issues. Schedule your advertising for 
this high-spot buying period. 

* Current ABC figures. 
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|At Chi 


NADA Clinics to Offer 
Real Aid on Service 


(Continued from Page 15) 


and the paper on that subject | service department running with 
will be presented by Irv Cochran, | fewer peaks and valleys in service 
Cochran and Son, (Studebaker) | volume. 
Champaign, fll. Cochran is re- His sub “Creating More 
puted to be outstanding in his a Days,” = nearly 
development of simple but effec- | ,oi¢ explanatory. But the meth- 
tive controls that portray the | ods that Morley uses to keep his 
operation so that weakness in shop full of work and to keep 
department operation can be de- each department busy are meth- 
tected and eliminated. ods and devices that any fran- 
Al Corsini, service manager of| chised vehicle dealer can use if 
Litzinger Motors (Ford), Chicago,| they will give this phase of their 
is one of the outstanding service| business the thought and study it 
managers of a large-city volume| takes to do the job effectively. 
operation and has developed note- Moderator of this year’s NADA 
worthy and effective plus - profit service clinics is Herbert Lamborn. 
procedures in this large service op- Detroit manager of John E. Wolf 
eration. He is particularly well| qo Lamborn has over 30 years’ ex- 
known in the trade for the efficient | perience in automotive service since 
and profitable operation of both| his first connection with the Chi- 
body and truck service. cago branch of Ford Motor Co., 
Handling a subject that is much|where he worked his way up to 
further reaching than many dealers| head of parts and service. In his 
realize is William Bryden of Bry-| Ford experience, Lamborn acted in 
den Motors (DeSoto), Beloit, Wis. | all fields of automotive service work 
His subject, “Customer Relations | including mechanical, merchandis- 
Sells Service” could well be ex-j/ing, instruction, promotion and 
panded to include selling cars and| parts merchandising. 


used cars. Joining the Wolf organization in 
Here and there are dealers who/| 1940, Lamborn has been constantly 
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recognize the importance of mak-| working with dealers in the Michi- 
| ing their public relations work gan area on their service promo- 
even harder at the service entrance | tion, analysis and merchandising. 
than it does at the front door. They|He has a unique and interesting 
know _— a rag oe _— manner of emphasizing his talks 
tomer who comes back for all of|to dealer personnel. 
his service is the only true cuS-| Those who hear his De-Dough 
tomer that a car or truck dealer! ,esentation of what he considers 
oe i ial ; aa current biggest need of fran- 
e is the type of owner who 1S|chised dealer service departments 
more interested in buying a vehicle} will not be dissatisfied, according | 
from a certain dealer because of | to those on the exhibit committee 
» a a 5 tag pene — have reviewed his presenta- 
e e 1e is on. 
on his old car when he comes to o ‘<6 
trade. Tas year, as in New York sev- 
ee eral years ago when the annual 
ORLEY DAY, service manager | NADA convention was held in that 
+ of Funston Chevrolet Co., De-| city, the exhibit committee is as- 
troit, has created a sound reputa- suring exhibitors of several- 
tion for being able to keep his| thousand plus attendance at the 
a ””tCstC(C:t‘é‘“ SS ORT Ter I SURE a 
- | committee composed of Chicago 
J obber Council | wholesalers who will distribute free 
° admission tickets to service per- 
‘Established by sonnel in the area for the Satur- 
k P day and Sunday exhibits. | 
AC Spar lug Starting Monday the show will ‘f 
" be limited to dealers and their per- 
a f 
qGHICAGOEatabishment of 8) Sonnel attending the convention 
cil composed of representative parts one ee, i : Fone dg ol ' 
distributors has been announced their Chicago outlets to distribute 
here by Joseph A. Anderson, gen- te customers aid others in the 
eral manager of AC Spark Plug retailing of automotive service in 
| division of General Motors. the area. Factory service person- 
Council objectives were outlined nel are ohte tenho tnvited te ai. 
by Anderson at a meeting of dis- tend the eliaies oe ufeney 
| tributors. Sixteen distributors from All 7 
|as many sections of the country at-| 5,44 eee aren ke pat 
tended the organization meeting. . vy © 
ings dambers, Gaten on © sit in on the clinics which will be 
|rotating basis for one year, will a et aie thet 
represent the nation’s distributors advance registrations fo rg ia 
|in contact with AC. Organizational | ) 4; oa | ai . ‘ 
‘plans call for the council to meet parma gio Mt : ” or a on 
| three times a year to discuss activi- mad “ak the ou = . os 
‘ties common to both AC and the| “2 he promotion and free 
| distributor eee tickets in the Chicago 
; , : area that the attendance at the 
a pe headin, gk hn th Bh. show and clinics for the first two 
cessfully for many years in the day A Saturday - ee — 
ker tell equal or surpass the pe attend- 
hee the objectives outlined | 22¢e of the New York exhibition. 
| were: 
1—To effect closer relationships 
| between AC management and dis- 
tributor management. 
2.—_To have the benefit of dis- 
tributor thinking when formulating 
advertising and sales promotion 
| plans. 
| 3—To learn first-hand reaction 
|to AC advertising and sales promo- 
| tion efforts. 
| 4—To obtain first-hand informa- 
| tion on the function of products in 
| the field. 
5.—To discuss first-hand, prod- 
ucts, prices, cataloging, merchan- 
dising and service. 
6.—To keep posted on business 
conditions in the field and focus 
| thenbinn on localized problems and 
conditions. 
In addition, both Anderson and Shop Estimates— 
Edgar H. Francois, AC sales man-| The Dial-A-Part chart enables operators 
ager of replacement products, see] to determine prices on Chevrolet front-end 3 
the council table as a common] parts. A code letter is found on the ex- 
meeting ground for the discussion | ploded views of front ends, and by dia! 
of all problems pertaining to parts/ ing the model year the part number anc 
design production and distribution. | price can be found. 
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$100 Million Firms Fare Better on Profits. . . 


‘Modest’ Business Pickup Noted 


CHICAGO. — Business is experi- 
encing a “modest pickup” all across 
the nation, according to the Fed- 
eral Reserve Bank of Chicago. 
Among the more favorable signs 
listed by the bank in its current 
monthly review are: 

1. Manufacturers’ sales and or- 
ders improved in the early fall as 
order backlogs rose for the first 
time in nearly two years. 

2. Employment of wage and sal- 
ary workers gained 240,000 more 
than usual for September and Oc- 
tober. This rise followed a decline 
of nearly two million from the mid- 
1953 peak. 

8. The average manufacturing 
work week has advanced to its 
highest point in 10 months. 

4. Output of the nation’s facto- 
ries and mines increased slightly in 
September and October while No- 
vember probably experienced a fur- 
ther gain. Through midfall, manu- 
facturers of household goods had 
recovered substantially from the 

output decline in the last half of 
1953. 

The improvement in business ac- 
tivity to date, the bank points out, 
has been considerably less vigotous 
than had been anticipated by many 
observers last summer. Yet the rise 
is considered noteworthy since it | 
began in the face of continued | 
heavy inventory reductions. | 

The bank also said large firms 
have maintained profits in 1954 far 
more successfully than smaller 
ones. 

Manufacturing concerns with as- 
sets of more than _ $100,000,000 
gained 8 percent in profits after | 


Willard Institute 
To Offer 2-Year 


Course in Selling 


CLEVELAND. — Willard Storage 
Battery Co. has established the | 
Willard Institute of Selling to train | 
its salesmen in new methods of| 
“creative selling,” according to 
C. E. Murray, president. 


The program will consist of a 
two-year course to be offered, 
partly in the field and partly at the 
Willard main office in Cleveland, | 
to distributors and salesmen. Grad- | 
uates will get the degree, “Master | 
of Selling.” 

Murray said the institute is being | 
set up to “answer the need for) 
extensive sales training which 
must be utilized if American in- 
dustry is to sell and distribute its 
greatly expanded productive ca- 
pacity. 

“During the last 15 years, we 
have witnessed a decline in the one | 
thing that has made our economy 
dynamic — salesmanship,” Murray 
said. “Billions of dollars have been 
spent in plant expansion, new 
equipment and research. Now in-| 
dustry must give more new work- 
ing tools and systems to the| 
salesman.” 

The Willard Institute will be| 
under the direction of Leslie E.| 
Chappel, a veteran of the Willard | 
sales organization. David A. Coul-| 
ter, director of sales and advertis- | 
ing, will supervise the over-all | 
program. 


| 


Self-Service 
Kansas Amateur Mechanics | 


Get Place to Work 


HUTCHINSON, Kans. — John 
Sutton, used-car and parts dealer 
here, has opened a self-service auto 
repair shop in South Hutchinson. 

A 42-by-72-foot building adjoin- 
ing Sutton’s JD Auto Salvage in 
South Hutchinson includes six 
| work stalls and a complete stock 
of tools. For 75 cents, the amateur 
mechanic with no place to work 
has the place at his disposal. 

Used parts from the salvage firm 
are available to those using the 
service. 
| Tools on hand include a valve- 

grinding machine, brake - relining 
tools, welding equipment and a 
steam cleaner. 





tax during the first half of this 
year compared with the same pe- 
riod last year. In sharp contrast to 
this performance, after-tax profits 
of smaller companies ran 25 per- 
cent below their 1953 showing. Al- 
though there was no sharp break 
at the $100 million mark, the bank 
says, the profit decline was gener- 
ally greater for the successively 
smaller firms. 


What’s more, the bank points 





Month’s Bootleg Count 


167 in New Orleans 


NEW ORLEANS. — A total of 
167 new cars were sold through 
unauthorized outlets in New Or- 
leans during November. 

Of that number, 146—or 87 per- 
cent— were Chevrolets. Other 
makes sold through illegitimate 
channels were: Ford, 10; Olds- 
mobile, 4; Pontiac, 3; Buick, 3, 
and Lincoln, 1. 











' cerns. 





out, as the second half draws to a 
close the small-firm profit picture 
has apparently shown little relative 
improvement. 

One of the big reasons for the 
more noteworthy showing of 
larger firms has been the end of | 
the excess profits tax. However, | 
even “before taxes” the bigger 
companies have turned in a bet- 
ter performance. 

Many of the larger firms were | 

well prepared to hold the profit line 
under 1954’s increasingly competi- 





| tive conditions. Typically, big com- 
|panies are in a stronger financial 


position than small firms and usu- 
ally market products with a high 
degree of customer acceptance. 
Diversification of product lines, 
too, is an important big-firm ad- 
vantage. Moreover, as sales and 
orders sagged earlier in the year, 
big firms began doing jobs in their 
own shops which had previously 
been subcontracted to smaller con- 








Your local Berger representative offers an exclusive 
raf”’ service. With the “Plan-O- 
system, he scientifically lays out your department to bring 
all parts into true sequence with your factory stocklist. He 
furnishes the factory-approved economical Berger standard 
steel units you need, and handles all installation details. 
Send coupon for more information. L 


epartment “Plan-O- 


arts 
raf” 


20, 1954 
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Building for Truck Service Shop— 





An ideal building for a truck service shop has been announced by Wonder Build- 
ing Corp. of America. Shown is a ‘Wonder Building” utilized by Darling Freight, Inc., 
Grand Rapids, Mich. It contains a garage section where road units, complete with 
trailers, are serviced. It is possible to construct a building with 57 truck height bays. 


The building can he put up by non-skilled persons, and eliminates trusses, pillars, 


beams and supports of all kinds, the company said. 


Trio Replaces Franklin 


Ed Franklin, veteran dealer, has| ganization composed of Al Hooper, 


retired from Van Ness Motors 


(Oldsmobile), 


president; 


NEW 





Convertible 


¢ Costs less to install 
e Rearranges quickly 


New Berger Clip-Type Convertible Steel Shelving 
combines heavy-duty construction with complete 
flexibility. Shelves can support tremendous loads— 
yet be readjusted in minutes to suit specific needs. 
Actually, thousands of shelf arrangements are 
possible. 

Only tool needed to reposition stud and clip is 
ordinary screw driver. Simply locate clip at desired 
shelf height, then fasten securely with % turn of 
stud. Lower extrusion in clip engages in post to 
prevent rotation. Four clips to each shelf. Send 
coupon for specifications and prices. 


REPUBLIC STEEL CORPORATION 
Berger Manufacturing Division 
1094 Belden Avenue, Canton 5, Ohio 


GENERAL OFFICES ° CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, New York 


Republic Steel Corporation 
Berger Manufacturing Division 
1094 Belden Avenue, Canton 5, Ohio 


I am interested in more information on 

O New Clip-Type Convertible Shelving with quick adjusting 
shelves. 

O Plan-O-Graf Service 











Name Title 
Firm 

Address 

City Zone. State. 


CLIP-TYPE 


Steel Shelving 


e Never becomes obsolete 
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Jules Barsotti, sales 
San Francisco. The| manager, and George Green, secre- 
firm has been taken over by an or-! tary-treasurer. 


AUTOMOTIVE NEWS, DECEMBER 20, 1954 


Insult Added to Injury—at Fowler Buick 


Safecrackers entered Fowler Bu-|of Jackson. The thieves apparently 
ick Co., Jackson, Miss., loaded a|tried to crack the safe inside the 
safe on a company pickup truck /| building, but failed. They finally 
and drove away. The truck and|broke it open and made off with 
safe later were found six miles east | about $1,000. 


HERE IT IS! 
0 TON 


MANTEL 


@ The New Manzel 10 Ton 
Hydraulic Arbor Press is 
engineered to meet a va- 
riety of needs in manufac- 
turing plants and automo- t " 
tive service stations. Long \4 { 
ram stroke and unusual i f 
depth and width of throat make it adaptable to — 
straightening, material testing, bending, bearing, ‘ 
or bushing work, and many other uses. as ime 

The press is portable... or can be permanently mounted on bench, 
column, or wall. Power unit operates 3 times faster. Ram is self- 
retracting. Accessory equipment include the tonnage gauge and a 
set of 6 extension inserts, including adapter. 


JOBBER 
INQUIRIES 
WELCOME 


WRITE TODAY FOR 
COMPLETE 
INFORMATION 


341 BABCOCK STREET, BUFFALO 10, N. Y. 





Don’t Set Valve Gap 


‘it. as 
Gatght 


IN HALF THE TIME 


...the new precision instrument that utilizes an 
entirely new principle in adjusting valve clearance, 
or “gap” on valve-in-head engines. The Valve- 
Gapper assures micrometer accurate valve clear- 
ance adjustment and instant location of noisy or 
defective hydraulic lifters. 
® Reduce Valve Adjustment Time approxi- 
mately 50 per cent! 
@ Check the Valve Gap Visually and get 
Micrometer Accurate readings BEFORE, DUR- 
ING and AFTER Adjustment. 
® The VALVE-GAPPER is Fast, Easy to Use— 
both hands are FREE to make adjustments 
while dial indicator registers exact setting. 
© Use the VALVE-GAPPER for instant location 
of defective hydraulic lifters. 
© Use the Dial Indicator for other shop tasks. 


MODEL 201—FOR GM DIESEL ENGINES 


Enables mechanics, owners, operators to— 
®@ Adjust Valve Clearance 
©@ Time Fuel Injectors © Balance Fuel Racks 


Order from Jobber or Write P&G Mfg. Co. 


joo crccec cro ore ee 


1 P&G MANUFACTURING CO. bept. sn 


; 2262 N. Albino Avenue, Portland 12, Oregon 
Please send me Valve-Gapper literature and prices. 


jaive-Gopper in position on 1954 V-8 Ford 
Engine. 


‘ ee ea ee 
; ENGINES SERVICED. 
ccc 


Used-Car Auction Prices 


Market Trend 


The overall average price of used cars sold at wholesale auction 
thus far in December declined $3 last week, according to Automotive 


News’ index. 


The market performed erratically. Three models gained on the 
index, one held even and four declined. 

Losses were as follows: ’54s, down $13; ’53s, down $11; ’51s, down $9, 
and ’49s, down $2. The price of ’50s remained unchanged. 

Gains on the index were: ’47s, up $6; ’52s, up $4, and "48s, up $3. 

Losses established record low prices for ’53s, ’51s and ’49s. 

Sales activity slackened from the previous week. At a group of 
representative auctions, 1,515 units were offered and 1,033 were sold, 
for a percentage of 68 percent. The percentage in the previous week 
was 70. Last week was the first time since the week of Nov. 15 that 
the ratio had fallen below 70 percent. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of Dec. 7.) 
(Sold 59 cars out of 109 offerings.) 


BUICK—’51 RM Riviera, $660°. '49 Super 
2-dr., $290*. °48 Super 4-dr., $250°. 
CADILLAC—’50 (62) coupe deVille, $1,- 
400°. °46 (62) sedan, $220°*. 
CHEVROLET—’'53 Bel Air sedan, $1,090; 
%-ton pickup, $695. '52 SL Deluxe 2-dr., 
$735*. °50 SL Deluxe 2-dr., $590, $530; 
4-dr., $550, $430; coupe, $275. '49 %-ton 
pickup, $490, $265; coupe, $270. '47 FL 
2-dr., $285, $255. °46 SM 4-dr., $185. 
’51 Custom 4-dr., $405°*. 
FORD—’55 Main (8) Ranch Wagon, $2,180. 
'54 Crest (8) Victoria, $1,625. '53 %-ton 
pickup, $735. ’52 Custom (8) 4-dr., $655; 
2-dr., $415; %-ton pickup, $565. ‘51 
Custom (8) 2-dr., $710; Victoria, $680. 
’50 Custom (8) 2-dr., $660, $560, $480; 
4-dr., $475; Deluxe (6) 2-dr., $375. °49 
Deluxe (8) 4-dr., $285; 2-dr., $270; Cus- 
tom (6) 2-dr., $290; 4-dr., $205. °48 
Deluxe (8) 4-dr., $220, $100; 2-dr., $145. 
’46 Deluxe (8) 4-dr., $105. °41 Deluxe 
2-dr., $160. '37 Deluxe 2-dr., $175. 
MERCURY — ’53 Monterey coupe, $1,545; 
4-dr., $1,345. °52 Custom 4-dr., $1,080; 
coupe, $810. ’51 4-dr., $460. °47 coupe, 
$135. '46 coupe, $225. 
PLYMOUTH ’55 Savoy 4-dr., $1,790; 
Plaza 4-dr., $1,685. °47 Special deluxe 
2-dr., $140; 4-dr., $100. ’46 Deluxe 2-dr., 
$115. 
PONTIAC—'48 Torpedo (8) 4-dr., $220*. 
MISCELLANEOUS — ’'53 Henry J 2-dr., 
$360. °48 Frazer 4-dr., $150. 


DETROIT 


(State Fair Auto Auction. Sale every 

Tuesday. Prices are for sale of Dec. 7.) 

(Used-car report the market is 
holding steady. A greater profit year ex- 

pected for 1955. Sold 91 cars out of 126 
offerings.) 

BUICK—’54 Super Riviera 2-dr., $2,395* 
(ps). °53 Super Riviera 2-dr., $1,550*; 
Special Riviera 2-dr., $1,200*. ’°52 Super 
4-dr., $9£0*°. ‘51 Super 4-dr., $625*, 
$600*. '50 Super Riviera 2-dr., $470*. '49 
Super 4-dr., $215. °41 Super 2-dr., $110. 

CHEVROLET—’'54 Bel Air 2-dr., $1,345*; 
Two-ten 2-dr., $1,225; One-fifty 2-dr.. 
$1,135. ‘53 Bel Air conv., $1,130; Two- 
ten 2-dr., $1,035; One-fifty 2-dr., $820; 
%-ton panel, $625. '52 SL Deluxe 2-dr., 
$750, $640*, $610; 4-dr., $695. '51 SL De- 
luxe 4-dr., $525*, $495; 4-dr., $500, $485*. 
‘48 SM 4-dr., £175. $130. 

CHRYSLER—’53 NY 4-dr., $1,450* (ps). 
’52 NY 4-dr., $1,000*. ’49 NY club coupe. 
$265*. 

DODGE—’53 Coronet club coupe, $985*; 4- 
dr., $950*. "52 Meadowbrook club coupe, 
$670*. 

FORD—’55 Fairlane (8) 4-dr., $2,260. '53 
Custom (8) 4-dr., $1,130; 2-dr., $1,080: 
Crest (8) conv., $1,125; Main (8) 2-dr., 
$825. °52 Custom (8) 2-dr., $800. '51 De- 
luxe (6) 2-dr., $455. °50 Custom (8) 4- 
dr., $400; Deluxe (8) 2-dr., $300; Deluxe 
(6) 2-dr., $275. °49 Custom (8) 2-dr.. 
$315, $265, 2 at $250. 

HUDSON—’53 Hornet club coupe,~ $950*. 
"52 Hornet club coupe, $575. °51 Hornet 

$855. 


4-dr., $440*. 
’51 Deluxe 4-dr., 


KAISER—’53 Deluxe 2-dr., 
luxe 4-dr., $510. 
$285. 

LINCOLN—’51 Cosmopolitan 4-dr., $600*. 
*49 Cosmopolitan 4-dr., $275, $235, $225. 

MERCURY—’51 4-dr., $560. °50 2-dr., 
$420. 

NASH—’54 Metropolitan conv., 
Custom 4-dr., $255. 

OLDSMOBILE—’54 (98) Holiday, $2,650* 
(ps); (88) Super 4-dr., $2,160*. ’51 (78) 
4-dr., $770*. '49 (88) Super 4-dr., $200. 

PACKARD—’53 (200) 4-dr., $1,025. °50 
(200) 4-dr., $285. 

PLYMOUTH—’53 Cranbrook Belvedere, $1,- 
000; 2-dr., $795. °52 Cranbrook 2-dr., 
$530, $525, $520. '51 Cranbrook 2-dr., 
$595, $480. "50 Deluxe 4-dr., $335, $295. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,310* 
(ps); 2-dr., $1,200*. °52 Chieftain (8) 
2-dr., 2 at $725*. ’51 Silver Streak (3) 
4-dr., $600*. "50 Silver Streak (8) 4-dr., 
$460°; Silver Streak (6) 4-dr., $375, 

’49 Silver Streak (8) 2-dr., $225, 


*52° De- 
$400, 


$900. °50 


$465. '51 Commander Land Cruiser, $385. 
’50 Champion 2-dr., $250, $235. 
WILLYS—’53 Aero 2-dr., $570, $495. 
MISCELLANEOUS—’52 Henry J (4) 2-dr.. 
$450. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 

day. Prices are for sale of Dec. 7.) 
(Sold 265 cars out of 433 offerings.) 

BUICK—’55 RM Riviera 2-dr., $3,350* 
(ps); Special Riviera 2-dr., $2,900* (ps). 
’54 Super Riviera 2-dr., $2,455* (ps), 2 
at $2,365*, $2,300*; Century Riviera 2- 
dr., $2,415* (ps); 4-dr., $2,270*, $2,200*, 
$2,195*; Special Riviera 2-dr., $2,055. ‘53 
Super Riviera 2-dr., $1,625*, $1,620, $1,- 
575* (ps), $1,565°; 4-dr., $1,510*, $1,- 
490°, $1,470*° (ps), $1,365*, $1,235* (ps), 
$1,215, $1,185*; Special Riviera 2-dr., 
$1,585°*. 

CADILLAOC—’55 (62) 4-dr., $5,300* 
’54 Eldorado conv., $5,100* (ps); 
coupe deVille, $4,230* (ps); 4-dr., 


(ps). 
(62) 
$3,- 


950* (ps), $3,650° (ps); coupe, $3,920* 
(ps). ’53 (60) Special 4-dr., $2,710* (ps), 
$2,695* (ps). 

CHEVROLET—’55 Bel Air (8) Sport coupe, 
$2,485* (ps), $2,350°. °54 Bel Air 4-dr., 
$1,690*, $1,565*, $1,560°, $1,470*; 2-dr., 
$1,655*, $1,255. '53 Bel Air Sport coupe, 
$1,365*, $1,335°; 2-dr., $1,315*, $1,230; 
4-dr., $1,215*; Two-ten Handyman, $1,- 
290; Sport coupe, $1,000; 4-dr., 2 at 
$950, $915; 2-dr., $900, $895; One-fifty 
2-dr., $910. '52 SL Deluxe 4-dr., $810*; 
Bel Air, $790. 

CHRYSLER—’53 Windsor 4-dr., $1,250*. 
’51 NY 4-dr., $700*, $610*; Windsor 4- 
dr., $665*, $580*. 

’53 Fire Dome (8) Sport coupe, 
$1,345* (ps); Powermaster 4-dr., $1,055* 
(ps). °52 Custom 4-dr., $780*; Sports- 
man, $595°*. 

DODGE—’55 Royal 4-dr., $2,380* (ps); 
Coronet (6) 4-dr., $1,995*. °54 Coronet 
2-dr., $1,630*. °53 Coronet 4-dr., $1,025*, 
$915*, $900°; 2-dr., $975*. 52 Meadow- 
brook 4-dr., $655*. 

FORD — ’55 Custom (8) Country sedan, 
$2,450*; Fairlane (8) Victoria, $2,430*; 
Main (8) Ranch Wagon, $2,325*. ‘54 
Crest (8) Victoria, $1,720*; 4-dr., $1,- 
575*; Custom (8) 2-dr., $1,560*; 4-dr., 
$1,530°. '53 Custom (8) conv., $1,805*; 
Country sedan, $1,295; 4-dr., $1,100*; 
Main (8) Ranch Wagon, $1,250. 

HUDSON—’52 Wasp 4-dr., $585. ’°51 Pace- 
maker 4-dr., $325; 2-dr., $280. 

KAISER — ’'52 Manhattan 4-dr., $735*, 
$580*. 

LINCOLN—’52 Capri coupe, $1,360*°. ’51 
Cosmopolitan 4-dr., $900*. 

MERCURY—’54 Monterey coupe, $2,035*. 
‘53 Monterey 4-dr., $1,590*%; Custom 
Sport coupe, $1,550*; conv., $1,445*; 4- 
dr., $1,400*; 2-dr., $1,360*°. °52 4-dr., 
$1,100*, $935*. 

NASH—’54 Rambler 4-dr., $1,250*; 
$940. °53 Statesman 2-dr., $850. °52 
Statesman 2-dr., $775. °51 Ambassador 
4-dr., $495*. '50 Statesman 4-dr., $145. 

OLDSMOBILE—’55 (88) 4-dr., $2905* (ps) 
’54 (98) Holiday, $2940* (ps), $2,855* 
(ps), $2,760* (ps); 4-dr., $2,655* (ps); 
(88) Holiday, $2,445* (ps), $2,385*. ‘53 
(98) Holiday, $1,875* (ps); 4-dr., $1,- 
830* (ps), $1,685* (ps); (88) Holiday, 
$1,845° (ps), $1,800*; 4-dr., $1,560*, 
$1,455°*. 

PACKARD—’53 Clipper 4-dr., $1,290*. 

PLYMOUTH—’55 Bel Air (8) 4-dr., $2,- 
210°, °54 Plaza 4-dr., $1,205*. °53 Cam- 
bridge 2-dr., $820; Cranbrook 2-dr., 
$800. ’52 Cambridge 2-dr., $505; 4-dr., 
$490. ’51 Cranbrook 2-dr., $590; conv., 


$395. 

PONTIAC—’55 Star Chief (8) Catalina, 
$2,920* (ps), $2,750* (ps). °54 Star 
Chief (8) Catalina, $2,330* (ps); 4-dr., 
$1,995*. ’°53 Chieftain (8) Catalina, $1,- 
530*, $1,375*; 4-dr., $1,410* (ps), $1,- 
225°; conv., $1,380*. °52 Chieftain (8) 
Catalina, $1,210*. 

STUDEBAKER—’53 Commander Starliner, 
$1,150*, $1,050*; Land Cruiser, $1,075*. 
’52 Commander Starliner, $565*; 4-dr., 
$250. °50 Champion 2-dr., $205; Com- 
mander Land Cruiser, $175*. 

MISCELLANEOUS — ’52 Jaguar roadster, 
$1,255. °51 Ford Anglia sedan, $105. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Dec. 8.) 
(A very active sale today, with prices 
wee firm. Sold 83 cars out of 110 offer- 
ings.) 


BUICK—’51 Super 2-dr., $665*, $650*. ’50 
Super 2-dr., $640*; 4-dr., $610*. °'49 
Super 4-dr., $400*. 

CADILLAC—’51 (62) 4-dr.. $1,570*; 2-dr., 
$1,570*. 

CHEVROLET—’54 Two-ten 2-dr., $1,385*. 
"53 Two-ten 4-dr., $685. 51 SL Deluxe 
2-dr., $770. °50 SL Deluxe Bel Air, 
$530*; 2-dr., $435. '49 SL Deluxe 2-dr., 
$480, $435, $380; 4-dr., $365, $355; %- 
ton pickup, $370. '48 FM 2-dr., $240, 
= FL 2-dr., $140. '47 FL coupe, $270; 
-dr., ‘ 

DeSOTO—’46 4-dr., $240. 

DODGE—’52 Coronet 4-dr., 


2-dr., 


$900*. '50 


— 


Meadowbrook 4-dr., $455. ’47 4-dr., £130, 

FORD—’53 Crest (8) 2-dr., $1,115", §$1,. 
050°; station wagon, $1,040. '52 Cregt 
(8) 4-dr., $750*; Main (8) Ranch Wag. 
on, $695; Custom (6) 2-dr., $685. °5; 
Custom (8) coupe, $605; Victoria, $° 30°; 
2-dr., $475, $310. "50 Custom (8) 2-dr,, 
$410; Deluxe (8) 2-dr., $460; 4-dr., $205; 
Y%-ton pickup, $415. ’49 Deluxe (8) 2-dr,, 
$345. °48 Deluxe (8) 2-dr., $260, $230; 
4-dr., $145, $140; coupe, $120; %-ton 
pickup, $155. '46 Deluxe (8) 2-dr., $259; 
4-dr., $260. 

HUDSON—’52 Wasp 2-dr., $515*. 

LINCOLN—’51 4-dr., $670*. 

MERCURY—’52 Monterey 2-dr., $1,410*. 
’51 2-dr., $625, $590. '49 2-dr., $355. *47 
coupe, $160. '39 4-dr., $290. 

NASH—’54 Rambler 2-dr., $940. 51 States. 
man 4-dr., $340. 

OLDSMOBILE — '52 (88) 4-dr., $1,000*, 
’50 (88) 4-dr., $685*, $500°; (98) 4-dr., 
$555°, $480°. '47 (98) 2-dr., $115; 4-dr., 
$100. 

PLYMOUTH—’53 Cambridge 4-dr., $655, 
’52 Cambridge 2-dr., $680; 4-dr., $555, 
*50 Special Deluxé 4-dr., $105. '41 Spe- 
cial Deluxe 4-dr., $110. 

PONTIAC—’51 Silver Streak (8) 4-dr., 
$625°*. 

STUDEBAKER — ’'51 Commander 2-dr., 
$490*. ’°50 Champion 4-dr., $390. 

MISCELLANEOUS—’51 GMC %-ton pick- 
up, $395; Hillman Minx 4-dr., $230 


GRAND RAPIDS, MICH. 


(Grand Rapids Auctions, Inc, Sale every 

Tuesday. Prices are for sale of Dec. 7.) 
(Lots of buyers in attendance, but 
buying was very selective. ’'54 models off 
again. Sold 46 cars out of 85 offerings.) 

BUICK—’54 Super Riviera 2-dr., $2,310*, 
$2,275*; Special 4-dr., $1,885. '53 Special 
Riviera 2-dr., $1,320°; 4-dr., $1,240, $1,- 
175. '52 Special 4-dr., $765. ’50 Special 
4-dr., $440*. '49 Super 4-dr., $315*. 

CHEVROLET—’54 Two-ten 2-dr., $1,365. 
’53 Two-ten Handyman, $1,290; 2-dr., 
$970. °51 SL Deluxe 4-dr., $545; 2-dr., 
$545; SL Special 2-dr., $490. ’50 SL De- 
luxe Bel Air, $540. '49 SL Deluxe 2-dr., 
tor $220; 4-dr., $295, $265; club coupe, 

0. 

DeSOTO—’52 Custom 4-dr., $770. 

FORD—’54 Crest (8) 2-dr., $1,435. ‘53 
Crest (8) 2-dr., $1,100, $1,045, $1,030. 
"51 Custom (6) 2-dr., $435. 

MERCURY—’54 Monterey club coupe, $1,- 
“865°. ’°52 Monterey 4-dr., $900*. '49 club 
coupe, $170. 

OLDSMOBILE—’54 (98) Holiday, $2,585*, 
$2,525*; (88) Super 4-dr., $2,300*; (83) 
4-dr., $2;075*; 2-dr., $1,910*. °53 (9%) 
Holiday, $1,850*; (88) 2-dr., $1,320°*. 

PACKARD—’53 Clipper 4-dr., $1,255*. ’51 
4-dr., $400*. 

PLYMOUTH—’53 Cambridge 2-dr., $810. 

PONTIAC-—~’53:' Chieftain (8) 2-dr., $1,- 
255*. ’°52 Chieftain (8) Catalina, $950*. 
*50 Silver Streak (8) 4-dr., $430. 

—— Champion 4-dr., $310, 

05. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 

Monday. Prices are for sale of Dec. 6.) 

(Today’s market moved extremely slow 
as buyers seemed indifferent and bid 
with less confidence than usual. Car 
quality graded a little better than aver- 
age and prices held steady with last 
week. Sold 108 cars out of 138 offer- 
ings.) 

BUICK—’55 Special Riviera 2-dr., $2,800° 
(ps); 2-dr., $2,625*. ’50 RM 4-dr., $625*; 
Super conv., $600*; Special 4-dr., $450*, 
$440; 2-dr., $380, $370; Deluxe 4-dr., 

5. 


$505. 

CADILLAC—’54 (62) conv., $4,070* (ps), 
$4,000* (ps). ’53 (62) coupe, $2,560*, 
$2,750*. '52 (62) 4-dr., $2,050* (ps). 

CHEVROLET — ’55 One-fifty (6) station 
wagon, $1,910; Bel Air (6) 2-dr., $1,- 
770. ’54 Bel Air 4-dr., $1,500*. '53 Bel 
Air 4-dr., $1,275*, $1,180, $1,150, ¢ 
110; 2-dr., $1,110, $1,070*; Two-ten 
conv., $1,120; 2-dr., $1,035, $1,000; 4- 
dr., $995*. '52 SL Deluxe 4-dr., $830*, 
$750*; 2-dr., $750; SL Special 2-dr., 
$775. ’51 FL Deluxe 4-dr., $665*; SL 
Deluxe 2-dr., $520*; Carryall, $330. '50 
FL Special 2-dr., $440; SL Deluxe 2-dr., 
$420*; conv., $385. ’49 SL Deluxe 2-dr., 
$420; conv., $260; FL Deluxe 2-dr., $300. 
’48 SM station wagon, $180; 4-dr., $145; 
FL Aerosedan, $220. 

CHRYSLER — ’49 Windsor station wagon, 
$320*; 4-dr., $345*. °46 Windsor 4-dr., 
$100. 

DODGE—’51 Coronet 4-dr., $630*. 

FORD — ’55 Custom (8) Country Squire, 
$2,635* (ps); Country sedan, $2,290; 
Main (8) Ranch Wagon, $2,125; Fair- 
lane (8) 2-dr., $2,125. ’54 Crest (8) Vic- 
toria, $1,775*; 2-dr., $1,460. ’53 Crest 
(8) Victoria, $1,350*, $1,260; Custom (8) 
Delivery sedan, $515. '52 Custom (8) 4- 
dr., $875*; conv., $800*. ’51 Custom (8) 
Victoria, $690*. '50 Deluxe (8) 4-dr., 
$450; Custom (8) 4-dr., $440; 2-dr., 
$390; %-ton pickup, $260. ’°49 Custom 
(8) 2-dr., $365; 4-dr., $310; Deluxe (8) 
2-dr., $295. 

HUDSON—’51 Hornet 4-dr., $420*. 

MERCURY — ’54 Monterey 4-dr., $1,800°*. 
"51 4-dr., $540, $520*; 2-dr., $450*. ‘50 
club coupe, $470. °49 4-dr., $310*. 

OLDSMOBILE—’54 (88) Super 2-dr., $2,- 
100*. °51 (88) 4-dr., $795*. °50 (88) 
conv., $575*. '49 (88) 4-dr., $390°. ‘47 
(98) 4-dr., $190*. 

PACKARD—'‘50 2-dr., $110. °49 Clipper 
4-dr., $250. °48 4-dr., $180. 


(Continuéd on Page 32, Col. 1) 


Average Used-Car Prices 


(Compiled by Automotive News) 
Dec., 1954 Nov., 


To Date 1954 


$1,848 
1,197 
854 
604 
459 
330 
227 
166 


$ 711 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 
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Lawsuits Affecting Dealers... 


Court D 


By Leo T. Parker 
Attorney at Law 
= the past few weeks sev- 

“ eral readers submitted inter- 
esting legal questions. 

James Whitton, of New York, 
has asked: “Can an automobile 
manufacturer hold a dealer to a 
written agency contract, although 


representatives from the factory | 


make verbal promises and state- 
ments which conflict with the writ- 
ten contract? 

“Please give me some higher 
court suits which recently have 
involved law suits between auto- 
mobile manufacturers and deal- 
ers Over agency contracts, as I 
would like to read same.” 
According to a late higher court | 

decision verbal statements made by 
factory representatives do not vary 
or cancel any part of a written 
dealership contract. | 
* * * | 

Spends $40,000 
i BROWN, Inc. v. Weber Imple- | 
ment & Automobile Co., 260 

S. W. (2d) 751, decided a few weeks | 
ago, it was shown that an auto) 
dealer, relying on the verbal prom- | 
ise of the representatives not to 
cancel his franchise, purchased ad- | 
ditional property for $40,000. | 

The contract was nevertheless 
cancelled by the manufacturer. 
The dealer sued for heavy dam- 
ages. 
The higher court held that the| 

dealer could not rely on the al- 
leged verbal or oral promise made 
by the representatives not to can- 
cel the contract although he pro- 
ceeded to make the required and 
expensive improvements. 

Here are a few late auto dealer- 
ship higher court decisions: Good- 
win, 212 S. W. (2d) 126; Nebel Mo- 
tor, 238 S. W. (2d) 181; Kluge, 250 
Pac. (2d) 694; and Standard, 208 | 
Fed Rep. (2d) 61. 


® * * 


Minor Damages Car 


H STARK, Used Cars and Auto 

* Parts, Saratoga Springs, N. Y., 
has written: “At one time you, in 
the Court Decision column, carried 
something about a car being sold | 
to a minor who returned the car 
damaged. My question is, ‘Can a 
dealer take action?’” 

A dealer can do nothing if a 
minor brings back a car after 
wrecking it. See Davis v. Clel- 
land, 92 N. E. (2d) 827. 

Other higher courts have held 


Oldsters Meet 
1913 Packard Repaired 
Quickly at Harp’s 

PHILADELPHIA. — R. A. Harp, | 
president of Auto Equipment & 
Service Co., was surprised the other 
day to look out of his window and 
see an eight-foot-high picture-win- 
dowed 1913 Packard limousine roll 
up under its own power. 

Oldtime members of his firm, in- 
cluding Al Costella, Bill McAnes- 
pey and John McCuen, quickly 
gathered around the 5,000-pound 
car. 

F. Kenneth Schultze, general 
manager of the New Jersey Auto- 
mobile Club and owner of the car, 
was driving through Pennsylvania 
to Newark when the car developed 
starter trouble. 

Costella quickly fixed the trouble. | 

Auto Equipment & Service has 
been in business since 1916 and 
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ecisions 


that if a dealer sells to a minor, 
| the latter can, at any time, return 
| the car and get back the full pur- 
chase price, even if he has wrecked 
the car. Also, see Hines v. Chester, 
219 Pac. (2d) 100. 


* * 


| Bad-Check Case 


LVIN MORGENSTEIN, of 
Washington, D. C., has asked: 
|“I understand a short while ago 
|} you had an article in your paper 
that would fit my circumstances, 
and I would appreciate very much 
your kind indulgence. 

“Some time ago I sold three 
cars to someone in New Jersey. 
I withheld titles or certificates 
until his checks cleared. Unfor- 
tunately his checks did not clear, 
being returned marked ‘insuffi- 
cient funds.’ He in turn sold the 
cars to a dealer in Massachu- 
setts, who in turn sold two of 
these cars to individuals. 

“I would appreciate your opinion 
whether or not I have a right to 
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Harp has had 40 years’ experience 
in service work. 





Ford Posts $50,000 | 
For Crafts Contest 


DEARBORN.—Ford Motor Co. 
has posted $50,000 for awards in 
its 1955 Industrial Arts Awards 
competition, which each year at- 
tracts craftwork from thousands 
of pupils in the nation’s junior 
and senior high schools. 

Winners of the 716 cash awards, 
as Well as 700 non-cash winners, | 
will be announced next summer. 
Special cash awards will be given 
entrants whose projects demon- 
strate exceptional ingenuity and 
creativeness. 
eee 
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repossess these cars by replevin.” 
Here is the law: If you attached 
to the checks a notation that title 
would not pass until the checks 
cleared you have a right to re- 
plevin the cars. 
* * * 


Situation Varies 


i”. YOU merely had an agreement 

with the purchasers that you 
would withhold the titles until the 
check was paid, and the present 
owners had no information about 
your intentions of not giving title, 
then you cannot replevin the cars 
from the present owners. 

This is so because if the present 
owners are innocent and had no 
knowledge that the cars they pur- 
chased were not paid for, they can- 
not be held responsible. 


You are the one whose negli- 
gence caused them to buy the 
cars. Now, on the other hand, if 
you did not give a good title to 
the purchaser whose check was 
not paid, then of course you have 
a right to get the cars back. 


You should never sell a car on a 
check unless you make sure that 
there is a notation on the title, or 
otherwise, showing that there is no 
good title if the check is not paid. 
You can send the title to a bank 
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Old Timers Hold Illinois Reunion— 


Al Dykes (seated, left), known as the first automotive jobber in the U. S., and 
George P. Dorris (seated, right), manufacturer of the Dorris car in 1908, were among 
2,000 persons who attended the first reunion of the Central Illinois Automotive Old 
Timers Assn. in the offices of Springfield Auto Supply Co., Springfield. 

Standing: Donald M. Vance, secretary; William J. Menghini, president, and Karl J. 
Eck, treasurer. The club is made up. of persons identified with the automotive industry 
before Nov. 11, 1934. 
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Toledo 

New-car registrations in Lucas 
County (Toledo), O., in November 
totaled 1,348, precisely the same 
number as were registered in 
October. 

Sales brought the 11-month total 
for 1954 to 20,090, compared with 
19,733 for the same period of 1953. 

New-car registrations by make 
were as follows: Chevrolet, 356; 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Ford, 266; Pontiac, 149; Buick, 
97; Oldsmobile, 91; Mercury, 81; 
Plymouth, 55; Dodge, 45; Stude- 
baker, 35; Chrysler, 33; Nash, 25; 
Cadillac, 20; Willys, 20; DeSoto, 
18; Kaiser, 18; Lincoln, 16; Pack- 
ard, 11; Hudson, 7, and miscel- 
laneous, 5. 

Used-car sales by dealers drop- 
ped 22 percent, totaling 1,527, com- 
pared with 1,961 in October. 

The 203 new-truck registrations 


SSS 
PORTLAND... 


— 
— 
—_=. 


ONE OUT OF TEN 
PORTLAND AUTO 
FAMILIES OWNS 2 CARS!* 


..in fact, there are 1.3 passenger 
cars per family in the state of Ore- 
gon — 30% higher than the U. S. 
average. This means BIG sales in 
a BIG market! 


—_ 


UTTER 


*Source: 1953-54 Portland, Oregon Consumer 
Inventory —by Don E. Clork I! & Associotes. 


. 
. 
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THE 2-CAR GARAGE 
CAPITAL OF THE WORLD! 


USE THE OREGONIAN 
TO SELL THIS RICH 
MOTOR-MINDED MARKET! 


The Oregonian, with its 40,726 

daily circulation lead over the Ore- 

gon Market’s second newspaper, 
is first in automotive advertising 
.. first in sales! 


the Oregonian Bang 


229,132 Daily © 292,332 Sunday 


Represented Notionally by Moloney, Regon & Schmitt, Inc. 
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CHATTANOOGA®2, TENNESSEE 


AUTOMOTIVE NEWS 
N.A.D.A. SHOW ISSUE 
will be published January 31st 


Thousands of dealers who are looking for 
new parts, equipment, and accessories for 
1955 will get your message in that issue. 


No Increase in Rate 





were divided as follows: Chevrolet, 
144; Ford, 18; International, 11; 
Dodge, 10; GMC, 10; Willys, 5; 
Mack, 2; White, 2, and Studebaker, 
1.—(Paul Hayes.) 


* * 


Louisville 
November new-car sales in 
Louisville totaled 1,307, an increase 
of 14 percent over the October total 
of 1,148. 


New-truck registrations were up 
26 percent, with 192 sales com- 
pared to 152 for October. 

For the first 11 months, new- 
car registrations totaled 17,166, 
compared with 16,947 for the 
same period of 1953. The 1954 
total also is ahead of ’52 and ’51, 
but trails the ’50 total of 19,299. 

November new-car sales by make 
were: Chevrolet, 452; Ford, 318; 
Pontiac, 113; Buick, 86; Stude- 
baker, 77; Oldsmobiie, 74; Plym- 
outh, 47; Mercury, 41; Dodge, 28; 
DeSoto, 17; Chrysler, 15; Cadillac, 
10; Hudson, 8; Lincoln, 7; Nash, 6; 
Packard, 5; Panhard, 2, and 
Willys, 1 

Truck registrations were: Chev- 
rolet, 90; Ford, 40; International, 
21; GMC, 14; Dodge, 4; Mack, 2; 
Pontiac, 2; Studebaker, 2; Reo, 1; 
White, 1, and Willys, 1.— (A. W. 
Williams.) 


* 


* * * 


Cleveland 


Despite heavy interest in new 
cars, automotive turnover in Cleve- 
land continued to drop, according 
to figures released by Leonard 
Fuerst, clerk of courts. 

For the week ended Dec. 4, 
new-car registrations totaled 706, 
a drop of 34 percent from the 
previous week. Used-car trans- 
actions totaled 874, down 28 per- 
cent from the previous week. 

It was the first time in months 
that there were fewer than 1,000 
used-car sales in a week’s time. 

New-truck sales totaled 42; used, 
26.—(Sanford Markey.) 
- * a 


Phoenix 

New-car sales in Maricopa County 
(Phoenix), Ariz., through October 
totaled 9,676, compared with 9,133 
for the same period of last year. 

For the entire state, sales through 
October . totaled 18,645, compared 
with 19,598 last year. 

Truck sales in Phoenix also are 
up for the first 10 months of 
1954. The total is 2,517, compared 
with 2,320 for last year. For all 
the state, the truck total was 
5,469, compared with 5,560 last 
year. 

Optimism runs high with the 
successful showing of many of the 
new 1955 models.—(Shel Engel.) 

~ 


* 


Dayton, O. 

An indication that new - model 
cars are moving fast in the Dayton 
(O.) area came from the Mont- 
gomery County Automotive Deal- 
ers Assn. It was estimated that 650 
of the new models were registered 
as retail sales in the county 
through Nov. 27. 

“These figures reflect a strong 
selling front of the new models 
considering that most of them have 
been available less than a month 
and none of them in excess .of six 
weeks,” said Ralph Caverlee, execu- 
tive director of the association.— 
(George E. Toles.) 

*~ 


* * 


New Orleans 
Because of the scarcity of new 
cars in New Orleans, registrations 
for November were the lowest of 
any month since February, 1953. 

November registrations totaled 
1,358, with 1,191 sold through au- 
thorized outlets and 167 by non- 
franchised dealers. The November 
total was 32 percent below the Oc- 
tober total of 1,991. 

Truck registrations in Novem- 
ber fell 27 percent to 211 from 
the October total of 290. 
November new-car registrations 

through authorized dealers were: 
Chevrolet, 416; Ford, 306; Pontiac, 
156; Buick, 63; Studebaker, 54; 
Mercury, 54; Plymouth, 40; Olds- 
mobile, 34; Chrysler, 23; Cadillac, 
13; DeSoto, 9; Dodge, 6; Lincoln, 
6; Packard, 6; Nash, 2; Jaguar, 1; 





| 
| 


English Ford, 1, and MG, 1.—(Gor- 
don Hebert.) 
+ « * 


Columbus, O. 


November new-car registrations 
in Franklin County (Columbus), O., 


| declined 7 percent from the previ- 


ous month, totaling 1,438 as com- 
pared with 1,546 in October. 

Tax-paid used-car transactions 
dropped 5 percent, from 4,904 in 
October to 4,665 in November. 

New-truck sales fell 3 percent, 

from 199 in October to 193 in No- 
vember, while used-truck trans- 
aetions dropped 24 percent from 
330 to 252. 

New -car registrations by make 
were: Chevrolet, 380; Ford, 238; 
Pontiac, 151; Plymouth, 117; Buick, 
113; Oldsmobile, 111; Mercury, 66; 
Studebaker, 55; DeSoto, 37; Dodge, 
36; Chrysler, 27; Cadillac, 25; Nash, 
25; Hudson, 17; Lincoln, 16; Volks- 
wagen, 4; Austin, 3; Kaiser, 2; 
Willys, 2; MG, 1, and Triumph, 1. 

New - truck registrations were: 
Chevrolet, 64; International, 29; 
Ford, 28; GMC, 27; Dodge, 22; Reo, 
21; White, 1, and Willys, 1—(Bert 
Strang.) 
x 


s 


Sioux City, la. 

November new - car registrations 
held steady in Sioux City, totaling 
186, compared with 188 in the pre- 
vious month. New-truck sales in 
November rose to 38 from 31 in 
October. 

Car registrations by make were: 
Ford, 49; Chevrolet, 36; Pontiac, 
20; Buick, 14; Mercury, 14; Olds- 
mobile, 11; Plymouth, 9; Dodge, 
7; Nash, 6; Studebaker, 6; Cad- 
illac, 3; Kaiser, 3; Chrysler, 2; 
Hudson, 2; Lincoln, 2; Packard, 
1, and Willys, 1. 

Truck registrations were: Chev- 
rolet, 12; Ford, 12; International, 6; 
Dodge, 3; White, 2; Diamond T, 1; 
GMC, 1, and Reo, 1 

* * * 
Pittsburgh 

New-car registrations in the 
Pittsburgh area increased decidedly 
from the relatively low number of 
the preceding week, according to 
the Bureau of Business Research 
of the University of Pittsburgh. 

The bureau’s index of general 
business activity rose to 163.1 per- 
cent of the 1935-39 average in the 
week ended Dec. 4, the highest 
figure recorded since the end of 
February. It had been 149.2 a 
month earlier and was 124.5 early 
in July. 

The steel ingot rate edged up to 
78.5 percent of practical capacity, 
highest since mid-March. — (Leon 
M. Lefingwell.) 

* 
Salt Lule "City 

Salt Lake City Cheveolat dealers 
registered twice as many trucks as 
cars in the final six days of No- 
vember, according to figures com- 
piled by the Utah Automobile Deal- 
ers Assn. 

The Chevrolet count was 19 cars 
and 38 trucks. 

New-car registration of all 
makes totaled 121, and the over- 
all truck count was 81. 

Ford captured top spot in car 
registrations with 31. Chevrolet’s 
19 was enough to squeeZe past Pon- 
tiac, in third with 17. Other regis- 
trations were: Buick, 15; Oldsmo- 
bile, 14; Mercury, 5; Chrysler, 3; 
Lincoln, 3; Studebaker, 3; Cadillac, 
2; Dodge, 2; Hudson, 2; Plymouth, 
2; Willys, 2; and Nash, 1. 

Truck registrations, other than 
Chevrolet, were: Ford, 16; Interna- 
tional, 16; GMC, 5; Peterbilt, 3; 
Dodge, 2, and Diamond T, 1. 

* & x 


District of Columbia 

A 9 percent drop from the previ- 
ous month was established by No- 
vember new-car sales of 1,315 in 
the District of Columbia, on the 
basis of preliminary figures issued 
by the Automotive Trade Assn. Na- 
tional Capital Area. 


However, the figures showed an |: 


increase of 25 percent in new 
trucks, from 108 to 135. 

Car registrations by make 
were: Chevrolet, 321; Ford, 199; 
Plymouth, 179; Pontiac, 1583; Olds- 
mobile, 122; Buick, 91; Mercury, 
62; Dodge, 41; Studebaker, 27; 
Chrysler, 25; Cadillac, 24; Nash, 
22; DeSoto, 14; Lincoln, 8; Hud- 
son, 6; Packard, 4; Willys, 4; 
Kaiser, 2; MG, 2; Austin, 1, and 
miscellaneous, 8. 

Truck registrations were: Chev- 
rolet, 51; Ford, 31; GMC, 18; Inter- 
national, 16; Dodge, 9; Divco, 7; 
Brockway, 1; Reo, 1, and Willys, 1. 
—(William Ullman.) 


AUTOMOTIVE 
LINEAGE 
IN BUFFALO 


FULL YEAR, 1953 


@ The SUNDAY COURIER-EXPRESS 
was first among all Sunday 
papers in the United States! 

1,035,931 Lines. 
The DAILY COURIER-EXPRESS 
was fourth among all 


morning papers. 
1,393,682 Lines. 


FULL ROP 
COLOR 


Available both daily 
and Sunday 
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REPRESENTATIVES: 
SCOLARO, MEEKER & SCOTT 
Pacific Coast — DOYLE & HAWLEY 


Precision Die-Cast 
chrome plated for tasti 
, designs. . ao 
your approva an- 
tities as low as 100 may be 
dered. Choice of cutmaden’ adhesive 
backing, or standard fasteners. 


Free somple and prices on request. 
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Phila. 45, Pa., Dept. A 


What? No Roto 


Ne sir. We den't use retegravure dows 
here in Central Pleride, because we can’ 
afferd to print eur own and we don''t like 
te print patent inside and ready-rolled 
steries about things and people that have 
ne bearing en Central Flerida. 


But we do have a Sundey Magazine. 
We call it Florida Magazine. 


it is 16 te 20 pages full standard size 
newsprint, which weuld be 32 or 40 tab 


And it is chuck full of lecal pictures 
and sterles in fairly geod coler. 


Orlande Sentinel-Star 


Orlande, Ploride 
Nat. Rep. Burke, Kuipers & Mahoney 


ER 5000 DEALERS 


SPECIFY STEMAC PERSONALIZED 
NAME PLATES 


ASK FOR DETAILS 
ST EMAC 1281 SO. CHEROKEE 
DENVER, COLORADO 
QUICK CHANGE 


— 


DEALER Cost 
ea. ; 12 for $5.00 ppd 
© Usual Distributor Discounts 


5614 Venice Blvd, Los Angeles 19, Cail. 
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Appoiritment of Frederick W. 
P as manager of the De- 
troit office of the Small Business 
Administration has been announced 
by Donald A. Hipkins, acting ad- 
ministrator. 

Pritchard succeeds James B. 
Shepard who was killed in an auto 
accident. ‘ 

* *. 


Permatex Appoints Drake 


General Sales Manager 


Zac Drake, formerly Atlanta re- 
gional sales manager, has been ap- 
pointed general sales manager of 
Permatex Co, 
Inc., Brooklyn, N. 
Y., according to 
C. A. Benoit jr., 
president. 

Drake, formerly 
a member of the 
du Pont chemical 
sales organiza- 
tion, succeeds H. 

Enders, who 
has retired as 
Permatex vice- 
president and 
general sales manager. Enders will 
continue to serve the company as 
sales consultant. 

+ 





s + 
Dana Names Bartlett, Carner 


To Top Executive Positions 


H. B. Bartlett, general manager 
of the Parish Pressed Steel divi- 
sion, has been appointed a vice- 
president of Dana Corp., according 
to J. E. Martin, president. 

Martin also announced appoint- 
ment of O. G. Carner, of the Parish 
division, as assistant secretary of 
the corporation. 

Bartlett, with the corporation 
since 1937, has been general man- 
ager of Parish since the retirement 
of H. S. Lewis earlier this year, 
while Carner served as treasurer of 
Parish Pressed Steel Co. until Sep- 
tember, when that unit was con- 
verted from a wholly owned sub- 
sidiary into a division of Dana. 
Bartlett, with Parish since 1941, 
will continue as general manager 
of the division. 

s 


* a 
Autocar Names Rosenquest 


New York District Head 


J. B. Rosenquest has been 
named district manager for 
Autocar in the New York area. 
His territory covers most of New 
York State, all of New York City, 
northern New Jersey and a sec- 
tion of Connecticut. 


Rosenquest joined Autocar in 
19338 as district manager for 
northern New Jersey. For the 
past 21 years his work in the 
truck industry has all been in 
the New Jersey, New York and 
northeastern states. 


* ? * 

Tucson Branch Opened 
By GMAC; Miller Named 

General Motors Acceptance Corp. 
has opened a new branch in Tuc- 
son, Ariz., and has named L. W. 
Miller, formerly in the Phoenix 
office, as manager. 

In another move, W. D. Bills was 
named manager of the New Haven 


Auto Personnel 


Coyle, who has taken a leave of 
absence. Bills formerly was region- 
al dealer relations manager in Bal- 
timore. 

* - * 
American Airlines Names 


Detroit Sales Manager 


American Airlines has appointed 
H. L. Sindles as zone sales manager 
for Metropolitan Detroit. Sindles 
formerly was agency sales and 
public relations manager. 

* + * 


Wieland Heads Auto Part 


For N. Y. Polio Drive 


Arthur J. Wieland, general 
manager of Ford’s International 
division, has accepted the chair- 
manship of the Automotive divi- 
sion of the 1955 Greater New 
York campaign of the National 
Foundation for Infantile Paraly- 





sis. The New York drive seeks 
$4,000,000. 

A veteran of 29 years’ experi- 
ence in overseas auto production 
and sales, Wieland joined Ford 
in 1949 as general manager of 
the International division and 
was elected a vice-president of 
the company in September, 1951. 
He is a member of the company’s 
administration committee and is 
chairman of the foreign opera- 
tions committee. Previously, he 
had been executive vice-president 
of Willys-Overland and sales vice- 
president of General Motors 
Overseas Operations. 


GM’s Shaw Named Head 


Of AMA Traffic Group 
Leo Shaw, general secretary of | 
the General Motors Corp. Traffic | 
Assn., has been elected chairman | 
of the traffic committee of the Au-| 
tomobile Manufacturers Assn. 

He succeeds C. R. Herrick, direc- | 
tor of traffic, Packard division of 
Studebaker-Packard. 

: * + 


Hamill, Crain Advanced 


In Heckethorn Sales 


John Hamill, sales manager of 
the automotive division of Hecke- 
thorn Mfg. and Supply Co., Lit- 
tleton, Colo., has been promoted 
to general sales Manager of the 
firm, increasing his activities to 
include hardware and industrial 
sales. His assistant, Richard P. 
Crain, was advanced to sales 
manager of the automotive divi- 
sion. 

W. R. Heckethorn, sales vice- 
president of the firm,, which 
manufactures Columbus shock 
absorbers, said expanding ven- 
tures of the company required a 
larger sales force. 

Chuck Mann was promoted to 
chief sales engineer; Fred H. | 
Winterer, manager, hardware 
sales; W. E. Johnson, manager, 
industrial sales, and W. W. At- 
kins jr., general sales office man- 
ager. 


~ 7 7 
Airtex Automotive Division 


Names 2 Zone Managers 


Appointment of Jack Horner and | 
John H. Gillingham as zone man- 


(Conn.) branch, succeeding L. S.jagers in Dallas and Houston, re-| 






White Managers Take Refresher Course— 


Branch and distributor parts managers of White Motor Co. met in Cleveland for a 
refresher course on replacement parts operations, including merchandising, stocking 
and warehousing. Conducting a question-and-answer period is W. L. Pepin (standing), 
Parts service manager. Seated clockwise are Ken Christenson, Madison, Wis.; Clarence 
aor. Erie, Pa.; William McGinnis, Morgantown, W. Va., and Gene Fast, Uniontown, 


spectively, has been anounced by 
the Airtex Automotive division of 
Airtex Products, Inc., Fairfield, Ill. 

The Airtex territory representa- 
tive for the southwest area is 
Ernest L. Dailey, Houston. 

The Master Parts division of Air- 
tex has appointed Louis B. Smith 
& Associates, Los Angeles, as fac- 
tory representative for California, 


Nevada and Arizona. 
+ + + 


A.O. Smith’s Dopke Retires; 


Kuechle, Morgan Promoted 


A.O. Smith Corp. has announced 
today that John C. Dopke, sales 
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manager of its automotive division, 
will retire Jan. 1 after 44 years 
with the company. 

It also was announced that 
Urban T. Kuechle will take over 
Dopke’s post and that Milton E. 
Morgan has been named assistant 
general sales manager for auto- 
mobile products. Both men have 
been assistants to Dopke for the 
last eight years. 

* * * 
Associates Investment Names 


Commercial Representative 
Appointment of Hugh Sinclair as 


special representative of the com- 


ok 


and visions of 


It's Christmas every day 


at all Fidelity Title-Insursd Auctions! 


CHRISTMAS FOR AUCTION OWNERS .. 


more profits . . 


- more 


. ever-growing number of used car dealers pick up stock 
exclusively through Fidelity Title-Insured Auctions because every title to 


every car sold is a sound title! 


CHRISTMAS FOR USED CAR DEALERS .. 
due to hot cars, fraudulently possessed cars, cars with chattel mortgages or 
liens! Every buy a sure buy 


VISIONS OF SUGARPLUMS ripen into the real thing for auction owners 
and used car dealers alike when they do business the Fidelity Title-Insured 
A postcard, a letter, a call, or a wire brings you the full story on the 


way! 


. . . Fidelity guarantees 


double. Let’s hear from you. 


Fidelity Insurance Company 


204 Stahiman Bidg. 


100% 


ARKANSAS AUTO AUCTION 


BAKER AUTO AUCTION 
Pass Road, Biloxi, Mississippi 


COFIELD AUTO AUCTION 
Boaz, Alabama 


COLUMBUS AUTO AUCTION 


CONCORD AUTO AUCTION, INC. 
29 Sudbury Road, Concord, Mass. 


DIXIE MOTORS AUTO AUCTION 
718 Angier Ave., Atlanta, Georgia 





SAFE 
AL AND BENNY FRIENDLY AUTO AUCTION 
Municipal Airport, Daytona Beach, Florida 


1801 East Broadway, North Little Rock, Ark. 


2603 Cusseta Road, Columbus, Georgia 


JOHNSON CITY AUTO AUCTION SALES, INC. 
Main & Broadway, Johnson City, Tenn. 


of Tennessee 






















Thursday MANEY AUTO AUCTION Friday 
Jordan Lane, Huntsville, Alabama 

Tuesday MIDDLE GEORGIA AUTO AUCTION Wednesday 
Eastside Highway, Macon, Georgia 

Thursday MONTGOMERY AUTO AUCTION Wednesday 
927 North Court St., Montgomery, Alabama 

Monday 111TH STREET AUTOMOBILE AUCTION Thursday 
5430 West 111th St., Oak Lawn, Illinois 

Thursday PAGE BROS. AUTO AUCTION Wednesday 
35th at Divine Sts., Chattanooga, Tenn. 

Mon. & Fri. SKYLINE AUTO AUCTION Tuesday 
Greenpoint Ave. at Provost St., Brooklyn, N. Y. 

Tues. & Fri. SOUTHERN AUTO SALES Wednesday 
Route 5, Warehouse Point, Conn. 

Monday SYRACUSE AUTO AUCTION Wednesday 


sugarplums... 


. no more big money losses 


TITLE-INSURED AUCTIONS 


R. D. No. 1, Lafayette, New York 
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mercial division of Associates In- 
vestment Co. has been announced 
by Robert L. Oare, board chairman. 

Oare said the appointment marks 
a new activity for the expanding 
commercial division. Sinclair will 
contact distributors of industrial 
and construction equipment 
throughout the U. S. 

* * + 

Republic Picks Donovan 

Pat Donovan Co. has been se- 
lected by Republic Steél Corp. to 
handle the sales and distribution of 
Republic. materials-handling equip- 
ment in Dayton, O. 


business, more buyers, 


it! 





Nashville, Tennessee 
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WALKER MERCHANDISER—The Walker 
Silencer merchandising program for 1955 
includes colorful store display material; 
direct mail campaign; a complete kit of 
product ‘and promotional material; trade 
paper and magazine advertising, and a 
coordinated survey program. Walker Mfg. 
Co. of Wisconsin, 1201 Michigan Bivd., 
Racine, Wis. 


* * 


Parts Catalog Published 


A 148-page catalog of automotive 
parts and accessories at wholesale 
prices has just been published and 
is now being distributed by the 
J. C. Whitney Co., 1913 Archer Ave., 
Chicago 16, Ill. More than 50,000 
automotive items are cataloged, in- 
cluding replacement items for cars 
from 1920 vintage to 1955 models. 
Single copies are available for 25 
cents. 





STABILIZER PACKAGE — Coil - Spring 


stabilizers now come in convenient and 
attractive packages which are easy to 
store. CS-15 is the block type designed 
for front coil springs. CS-16 is a three- 
inch block-type rubber stabilizer for rear 
coil springs, while CS-20 is a circular-type 
stabilizer which will raise the car from 
one to one and one-half inches as a per- 
manent correction. Bear Mfg. Co., 1949 
Thomas St., Rock Island, Ul. 


* * * 


Muffler-Clamp Package 
EMCO division of Engman Mfg. 
Co., 1317 Locust, Des Moines, Ia., 
now is packaging its saddle-type 
muffler in Ten-Paks, each of which 
contains 10 individually boxed 
clamps. 





AIR COMPRESSORS — The Curtis line 
features redesigned cooling fins for larger 
cooling area. The compressors are avail- 
able in sizes from one-quarter to 50 
horsepower, either vertical, horizontal, 
tank-mounted, base-mounted or as a 
simple machine. Curtis Mfg. Co., 1905 
Kienlen Ave., St. Lovis 20, Mo. 


Hydraulic Couplings, Hose 
Introduced by Joy Mfg. 


A new line of hydraulic hose and 
couplings, tradenamed Surgepruf, 
has been introduced by Joy Mfg. 
Co., Henry W. Oliver Bidg., Pitts- 
burgh 22, Pa. 

The couplings, for medium-high 


NEW PRODUCTS 


and high-pressure service, feature 
a “double-wedge” grip which, the 
maker says, makes possible assem- 
bly on rubber-covered hose without 
skiving. 


* * * 





TIRE BEAD EXPANDER—The Big Squeeze 
can be adjusted to fit various tire sizes, 
and band aligning supports give auto- 
matic tool centering. A locking lever 
allows the operator to compress the tube- 
less tire, forcing the beads outward 
against the rim. A replaceable safety 
jumper, which breaks before dangerous 
pressure is reached, is incorporated. Hop- 
kins Tool Co., Emporia, Kans. 

S, ie 





PORTABLE HONES—This new line cov- 
ers sizes from 13%, to 14% inches. The 
hones can be used either horizontally or 
vertically, and power is applied through 
a free floating joint. Sunnen Products Co., 
7910 Manchester Ave., St. Louis 17, Mo. 

* * os 














BATTERY CHARGERS—These models are 
offered: S-33 quick charger, an 80-ampere 
portable model; Q-54, a heavy-duty, semi- 
portable 100-ampere charger on two ball- 
bearing wheels; J-15, a 12-ampere model, 
and three medium-rate chargers. Peer, 
Inc., 2600-48 Milton St., Benton Harbor, 
Mich. 


FUEL SYSTEM MAINTENANCE — The 
Cummins PT system requires only these 
maintenance tools; Two end wrenches, one 
allen wrench, pliers, screw driver, an in- 
jector cup wrench and an injector plug 
gauge. The PT system is now standard on 
all Cummins diesels. Cummins Engine Co., 
Inc., Fifth and Union Sts., Columbus, Ind. 





BALL BUSHINGS — These stainless-steel 
ball bearings for linear motion are manu- 
factured for shaft diameters of %, Ya, 
%, 1, 1Y%, 2, 2Y%, and 3 inches. Their 
friction coefficient of .002 to .004 prac- 
tically eliminates wear, according to 
Thomson Industries, Inc., Manhasset, N. Y. 

ae 


Convertible-Top Fabric 
Guaranteed for 18 Months 


Duratop is a new topping mate- 
rial for convertibles, offered by the 
Textileather division of General 
Tire & Rubber Co., 607 Madison 
Ave., Toledo 3, O. 

The material, which carries an 
18-month guarantee, is made of 
vinyl coating supported by a spe- 


cially woven textile base. 
+ + + 





LINING BONDER—Model 72-648 is an 
infrared oven designed to bond brake 
linings to shoes with a uniform, intense 
heat. Six pairs of shoes can be processed 
in one 10-minute baking cycle. Fostoria 
Pressed Steel Corp., 1952 Bradner St., 
Fostoria, O. Sled 


Raytheon Issues Catalog 


On Voltage Stabilizers 


Performance characteristics of 
voltage stabilizers are explained in 
a 16-page catalog issued by Ray- 
theon Mfg. Co., 90 Willow St., Wal- 
tham 54, Mass. 

The catalog also describes the 
types of stabilizers currently avail- 
able. 


TRAVELING O VENS — The Durabake 
Mobil-Dry line incorporates switches and 
controls into one panel board and is sup- 
plied -completely wired for hookup to 
power service. Safety controls are avail- 
able. Fostoria Pressed Steel Corp., 1952 
Bradner St., Fostoria, oO. 2 
* 









MANIFOLD—This unit is said to give 
the Oldsmobile Rocket engine increased 
performance, regardless of the speed 
range. Weiand Power & Racing Equip- 
ment Co., 2733 San Fernando Rd., Los 
Angeles 65, Calif. 


* * 
Decimal-Equivalent Chart 
Offered by U. S. Axle 

A large decimal-equivalent wall 
chart designed to save time and 
computation work for mechanics, 
machinists and other close-toler- 











ance workers is now available free 
from U. S. Axle Co., Inc., Potts- 
town, Pa. 

The chart also contains a de- 
tailed table of standard screw 
threads and tap drill sizes. 

* * * 





CARRYING CASE—The Motel Set con- 
tains a beverage and coffee set in a case 
about the size of an overnight case. Bev- 
erage equipment consists of cocktail 
shaker, eight glasses, double jigger, while 
the coffee set includes percolator, thermos 
bottle, two cups and containers. Contempo 
Luggage Co., 170 Fifth Ave., New York 
10, N. Y. 


Blue Coral Booklet 


H.D.T. Company Factors, Inc., 
White Plains, N. Y., has published 
a booklet commemorating its 25th 
anniversary. The booklet, available 
on request from the firm, tells about 
Blue Coral treatment—how it’s 
made and how it can help a car 
dealer’s profits. 

* 


* * 





CONTACT LENSES—The FogMaster is 
an amber contact lens which fits on regu- 
lar headlights, converting them into fog- 
lights. It is pressed on the headlight and 
removed by sliding it off. FogMaster Co., 
205-9 W. Nineteenth St., New York 
11, N.Y. Tg te 





DISPLAY SIGN—This cloth banner with 
individual Day-glo letters is designed for 
dealerships and service stations. The 13- 
by-19-inch letters are sewn on two 60-feet 
lengths of rope. Pratt Poster Co., Printcraft 


Bidg., Indianapolis 4, Ind. 
* 







GAS TANK ADDITIVE—The Gumout line | ~ 


is now being marketed in new packages. 
The Gas Tank Application comes in an 
eight-ounce can. It is said to clean the 
fuel system during driving through re- 
moval of gum, varnish and moisture, and 
to keep carburetors clean. Gumout divi- 
sion, Pennsylvania Refining Co., 2686 Lis- 
bon Rd., Cleveland 4, O. 


VACUUM CLEANER—This portable unit 
is designed to clean cars at the lube and 
wash racks. It has a three-quarter horse- 
power motor and a static water lift of 70 
inches. Doyle Vacuum Cleaner Co., 245 
Stevens, S.W., Grand Rapids 2, Mich. 


Memos Stick to Wall 


A new type of memo pad has 
been placed on the market by 
Allen Hollander Co., 385 Gerard 
Ave., New York, N. Y. It has 
pressure-sensitive sheets, which 
may be stuck to any convenient 
surface—wall, mirror or window. 
Hollander says the sheets do not 
leave any residue on the surface 


when they are removed. 
* + * 


WHEEL TRUER—Model 322 is said to 
straighten most bent wheels and to per- 
form rapid and accurate corrections. Bear 
Mfg. Co., 1949 Thomas St., Rock Island, 
i. 





EXHAUST VENT — The O-Dor-Vent is 
attached to the car's tailpipe and chan- 
nels carbon monoxide fumes to the out- 
side. Moffatt Products, 4824 Triton Dr., 
Minneapolis 22, Minn. 

a 


Martin-Senour Matches 


°55 Oldsmobile Colors 


Development of lacquers to 
match all colors for 1955 Oldsmo- 
biles has been announced by 
Martin-Senour Paint Co., 2520 S. 
Quarry St., Chicago, IIL 

x * = 





LUBRICATORS — Swivel action which 
permits access fittings at any angle re- 
gardiess of location is featured in this 
zip coupler. Adapters and injectors aiso 
are available. There are claimed to be 
no leaks under pressure. Any standcrd 
adapter can be used. R. L. Moyer Sales, 
1401 W. 113th St., Los Angeles 47, Calif. 
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By James D. Woolf 
Special Correspondent 
J ory or three years ago, a piece 
of mine in this column dealt 
with what can be achieved when 
only a limited amount of money 
can be invested in advertising. This 
article brought me more than the 
usual number of letters from read- 
ers asking for further information 
and advice. 

A letter from an appliance and 
housewares retailer in a city of 
about 40,000 reads, in part, as 
follows: 

“T hear fantastic stories of what 
miracles advertising can perform 
for certain businesses. But I note 
that most of these successes in- 
volve huge advertising budgets. 
However, I am no Marshall Field’s 
or Macy’s, and I can’t spend that 
kind of r-oney. I have a small store 
in the town’s business section, but 
not in the busiest shopping area. At 
most, I cannot afford to spend more 
than $3,000 or $4,000 for my entire 
advertising and promotion effort. 
Do you think a sum as small as 
this is likely to help my business, 
or would I simply be wasting my 
money?” 

* 


Let People Know 


LL small business, like this 

man’s, are continually occupied 
with the problem of attracting cus- 
tomers to their stores. Oftener than 
not their stores are situated on side 
‘streets, as against big competitors 
who are located on the busiest 
thoroughfares. 

What is the first thing that the 
small business—or any business of 
any size for that matter—must do? 
The answer is simple: It must 
make sure that the people of the 
town know of its existence. 

As many people as possible 
must know—and must remember 
—tnat it has desirabie goods for 

sale at such-and-such an address. 
The greater tne number of peo- 
pie wno know that a certain kind 
of store is in business at the 
corner of Fifth and Elim, the 
greater will be the number of 
shoppers. 

In my small city is a man—one 
of many—who makes and sells con- 
crete building blocks. His place of 
business is far out on the edge of 
town. This man has been a consist- 
ent advertiser since his first day 
in business. His ad, two inches over 
a single column, appears every day 
in our local newspaper. As far as 
I know, he hasn’t missed a single 


K. C. Lots Adopt 
‘Bank Night’ 
Sales Tactics 


KANSAS CITY. — Buying a used 
car in Kansas City is practically 
“bank night” with a set of dishes. 

Jack Beebe Packard, 2725 Main, 
offers free snow tires with ’51s, 52s 
and ’53s. 

Con Frazier Buick offers a free 
deep-fat fryer with the first three 
cars sold in a_ selected list of 
Buicks from ’49 to ’53, and a set of 
aluminum cookware with another 
half-dozen used cars. 

Berl Berry (Ford) gives a $100 
silver coffee service with each of 
an advertised list of 13 cars rang- 
ing from a ’51 Plymouth at $795 to 
a 1954 Dodge station wagon at 
$1,695. 


Triumph Sales 


Cheer Importer 


NEW YORK.—Triumph T.R.2 
sports cars hit the 1,000 mark in 
sales in less than 12 months, ac- 
cording to C. E. Andrews, treas- 
urer of Standard-Triumph Motor 
Co., Inc., importers of the British 
car. 

“We have spent the past year 
building up an active distributor- 
dealer system which we feel sure 
will take the Triumph on to new! 
sales records in 1955, Andrews said. 

To have achieved the goal of 
1,000 cars in so short a time and in| 
an intensely competitive market, | 
makes us view the coming year) 
with optimism. We plan to expand 
our activities accordingly.” 
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Salesense in Advertising 
Tested Ideas for Small Business 


insertion in five years. He also car- 
ries regularly a three-inch ad in 
our classified telephone directory. 

Now what does this man’s modest 
advertising accomplish? In the first 
place, it keeps his town reminded, 
day in and day out, that his place 
is headquarters for building blocks 
of guaranteed quality. In the sec- 
ond place, each ad includes his 
phone number and an offer of 
prompt delivery. 

Today, after five years of this, 
there probably isn’t a man in town 
who doesn’t think of this firm when 





he thinks of building blocks. And 
yet the advertising budget can’t 
possibly exceed a couple of thou- 
sand dollars a year. 

+ + + 

No ‘Quick’ Results 
r- IS important to remember that 
in-and-out, flash-in-the-pan ad- 
vertising seldom pays off. As a rule, 
you'll get more for your money if 
you spread it out over a whole 
year, week in and week out, as 
against spending it for a few big 
splurges. Not always, but oftener 
than not, 48 eighth-pages will do 


Top Pertormers 


ry 


ys oe 


(2 


a better job for you than that six 
full pages, at the same cost. 

It is an absolute must for you 
to keep your name in front of the 
public day after day. The old say- 
ing, “Out of sight, out of mind,” 
is as true of business as it is of 
anything else. If you can afford 
nothing more than a daily one- 
inch ad, you are better off than 
if you do no advertising at all. 

I have often observed that small 
advertisers get discouraged too 
quickly. They run a few small ads 
—over a period of several. weeks 
perhaps — and nothing much §hap- 
pens. So they quit and decide that 


advertising is not for them. 
+ * + 


Even Small Ads Help 


EN your ads are only an inch 
or two in size, you are natur- 
ally limited to a few words of copy, 


FAST SEATING 


SOFT PRESSURE 


Ta to 





principally your firm name, what 
you have to sell, and your address. 

When your ads are larger—an 
eighth-page, say—try to give your ° 
readers some useful information 
in return for their ‘a’ tion. 
When you publish an ad you are, 
in effect, asking readers for a 
few minutes of their time. 

They soon learn—if you are a 
regular advertiser as you should 
be—whether it is worth their while 
to give you their attention. If your 
copy is not informative and news- 
worthy—or if it is boast and bom- 
bast—or if it is of the nonsense 
variety—your readership will stead- 
ily. dwindle. 

Advertising at its best is useful 
information about merchandise, 
Over a period of time it will pay 
off for you, even though your ads 
are small. 


that older engines must have—and with complete oil control 


(1) The Hastings torsional is a compression ring that seats 
right now. Its torsional action brings it into a quick seat and per- 
fect wall bearing in any cylinder—tapered, out-of-round or re- 
bored. 

(2) The Hastings Steel-Vent is an oil ring that stops oil- 
pumping immediately. It’s a soft pressure, ring with the light inner- 
spring developed by Hastings. It delivers the extra lubrication 


and economy. 

Here are two top performers in the same “Motor Engineered” 
set .. . built by replacement ring specialists. 

You don’t get come-backs due to cylinder scuffing and slow- 
seating when you install Hastings Steel-Vent sets. You get posi- 
tive, quick performance that makes car owners happy. 


over mee SEW7, HASTINGS MANUFACTURING COMPANY, HASTINGS, MICHIGAN - HASTINGS LTD. TORONTO 


Piston Rings, Casite, Oil Filters, Spark Plugs 


& I ASTI NG STEEL-VENT PISTON RINGS 


Requlan ov Chrome-Faced 
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$2,127.25; 5-pass. cpe., $2,094; hardtop| WILLYS—Lark—4-dr. sed., $1,823; 2-4r. 

e cpe., $2,282.24; stat. wag., $2,445.07.| sed., $1,737. Ace—4-dr. sed., $1,968; 2-<r, 

p n N ew C a rs President Deluxe —4-dr. sed., $2,310.50. | sed., $1,892. Ace Deluxe—4-dr. sed., $2,- 

r J Cc e Ss oO President State—4-dr. sed., $2,380.50; 5-| 023; 2-dr. sed., $1,947. Eagle — Hardt.p, 

pass. cpe., $2,269.50; hardtop cpe., §2,-| $2,167; Deluxe nardtop, $2,222; Custom 

advertised - delivered | 4-dr. sed., $2,768.86; cl. ., $2,741.99; | Deluxe—4-dr. sed., $2,013.63; 2-dr. sed., | 455.50. (Automatic Drive optional at $216| hardtop, $2,411. Station Wagon—Deluxe 6- 

prices incinde the retail list price sug- | Hollywood, Sober. 78 . cone. Fost. 70 $1,969.03; 5-pass. cpe., $1,989; stat. wag., | on Champion, and at $226.50 on Command-/| cyl, $1,973.09. (Hydra-Matic optional at 
a, the factory, provision for | (Hydra-Matic Suen at $178.03 on ati $2,274.12.- Commander Regal—4-dr. sed., | er and President.) $178.55 on all models except Larks.) 


taxes, suggested dell models in Jet category. Borg-Warner auto- 
od ome matic transmission optional at $178.03 on 


fer | “pitas "cmt — aoe wa, u-|  /Vew Commercial Car Registrations, 


be passed to the | 483.25; hardtop cpe., $4,719.75. (Power- 
ore _—- Flite standard.) 


Pa ee ee a All States for October, 1954-1953 











hardtop cpe., $2,600.56; conv., $2,991; 4- carries overdrive as standard equipment.) 


Gr, stat. wag., $3,175, Super—4-dr. sed..| “s oorN—Custom—4-dr. sed., $3,563: 
876.17; hardtop cpe., $2,830.56; coer’ | nardtop cpe., $3,666. Capri Special Custom 


ae *|—4-dr. sed.,’ $3,752; hardtop cpe., $3,910; 
ee Sen —_—e conv., $4,071.50. (Turbo-Drive standard. 


36; 
551.56. MEROURY — Custom — 4-dr. sed., $2.- 
co, wuenel ot $192.50 on other| 27650; 2-dr. sed., $2,217.60; sport’ cpe., 


Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 
































) $2,341; stat. wag., $2,685.50. Monterey— 
OADILLAC—Series 62—4-dr. sed., $3.-|4-Gr, sed,, $2,400; hardtop cpe., $2,464.50; : 

7 ‘ ‘ . 00 ce an ae © ae oe eee 24 States Previously ‘54| 3\ 6912) 1528} 1642) 147 153 162| 20881 
Seaerene cant’ Gausn.s1. Gertse 00 stat. ag. $2543.00.  Mentelatr Hardtop | Reported for October ‘53 | 8755 | 1 iea7|seea| 1983) 2609] ted] | sts 3$e| $59] tet| assis 
Gial—4-dr. sed., $4,728.32. Series 75—8-| conv, $2,712. (Mere-O-Matie optional at|Alabams = = = = ~~ 54) ae ~— 4| 164) 801] 219) 351 10 3 32| _ as oe 

sed., $6,186.78; > $6,402.17. El-| $129 45.) ‘53 | ; 1106 3] 162} 808} 300) 170 19 8 26} 16) al 2666 

ote | ee ee le 

‘53 | I 116} | | | i 668 
Seeereenee = (Ertnee ote Sus Oe | ieuk esatcemen California fl rr rr 

. e ais | | 300) 153 61% 
pmetetay om ee a Pease waitiy main 546 ee ek ble Oe ; 53] t| 238 i9| 498] 2092; 611] 450} +24, ~=S ss i7,—S ss 132) 451s] =o 374 
ged., $1,593; 2-dr., stat. wag., $2,030. Two- | tom — 4-dr. sed., $2,337; hardtop, ($2,428. Colorado 54 ‘| a7 2; 65|  +2%| ~+101 ng 4 1 oa ee a 74) 79 

Ten—4-dr. sed., $1,819; 2-dr. sed., $1,775; | Ambassador Super—4-dr. sed., $2,422; 2- ‘53 311} a ee ee 3) 20) 3; __—S6| 
| el. epe., $1,835; 2-dr, stat. wag., $2,079; 4-| dr. sed., $2,370. Ambassador Oustom — | Tpdiana. 54] 659 5; 161) 671) 94| «274 6| 1 23, 4 21) 8] He 
dr. stat. wag., $2,127. Bel Air—4-dr. sed., | 4-dr. sed., $2,605; hardtop, $2,740, Nash- ae 53! | 1321 7; 249] «1267; «= 248] 412 18) 13; 5 82} 32) 67| 3831 
aa se. tts hae cat wen. “a: | Geneaes — LeMans | bardtop. ye aiomat ‘ae | lowe 754] | 443 | 2; 109) 464) «69! ——-267 3| Ty 9 7 2; 1394 

Gorvette—conv., $2,799 plus extras. | $178.85; not available on Nash-Healey, ee LM aac 60| af $2) is], 2 2S] }__t22 

(Powergiide optional at $178.35.) which is equipped with overdrive. ) Kansas 77 | 43 rd 14) ~‘*172 1 "| 86) 3; 1399 
Deluxe—4-dr. sed..| OLUDSMUBLLE — Series 8% — 4-ar. sed., ‘53 | | 461 ota 94; 132 2\ 24) 7 9| 2| 1293 
660.25; Nassau hardtop cpe., $2,703.25; | $2,362.09; 2-dr. sed., $2,296.62; hardtop | Kentucky a an | 454] ; 101; «+148 5 1 13] 5 2 2| (1231 
; New Galles’ wenee t-te. 00d ee, PCTS oon 26; hardtop _ a i 53! i 621 4\ 23 317| 121} 120} 3| 2| 34 7| 4! 4] 1563 
" . : ; ‘ if * | Louisiana i 54) | 659) 9 93; 643 125; 249 9 6) 26| 10 17| S| 1851 
Se aee as Rewpert hardion ope., €5.000. | or. end. €5.552.62; hardtop epe., $3,008.75; ann 728 6| _107|_—665]_—159| «173 6 36] 20]_—= |_i9t7 
VPowerFiie standard. on New | conv., $2,276.84. fonai at | Maryland 54] 230| 173) 25 79) 2| 8| 4, 2 7 8) ole 
ion Deluxe, optional at $189 on Wind- | $178.35.) 53) 4, 369) 8| ry 285} 52 93} 10| Th 14 6 19| 937 
sor Deluxe.) PACKARD—Clipper Special—2-dr. sed., | Wassachusetts 54) 6) 315 7 | #405) #67] (57 a 22| 7 38) 461 21) ‘1228 
DeSOTO—Fire Dome—4-dr sed., $2,497.- ae ke aeeruen sed., +s. 53) 7; 390 it} 106} 479} 90 131 31 54} 42) 29| 33) 32} 1435 
re Tee, cmv. 48, Cane Bape ee Seis ae, | Michigan “1 om 9 a ie3) 22 a 
823.75, Wirefilte—4- dr. sed., $2,726.75: | sed., $2,765; Panama hardtop, $3,125. 53/10) «1261 sl 221; 1471; —_212| ~—_-205 7] -34]_—4a}——2t]—5| 7] 3616 
cpe., $2,938.75; conv.,| Packard — Cavalier se. sed., $3,344; | Minnesota 4) 1 a + 79) oF & 179 | 3 a ‘| x] 3 754 
15. optional at $189.) | Patrician 4-dr. sed., $3, Pacific hard- 14 1 1346 
a cake Gee Coreen’ VO os ir ee conv. $3,896; Caribbean conv. Mississippi a Tl | ia 16 4 4) | 2 ; = | 2553 
2-dr. , Coronet V-8—4 . . ; pass. ’ * , ’ » . 53) } 1} | | | wn 
og eg I fa I = aan 8 9 a i a a 
Gustons Royal V-8—4-dr. sed. $2,472.50: | on other models.) : ‘53 | | 966} 12} 106} = 745] = 186] 213} 9| 10) 35 44 23 2 De 
Sige iateay” "| ten Sar er Sisto tee oc, Be | Bi St em ee Ba eB Sl 
( optional at $178.30.) .50; 2-dr. -» $1,737.50; . cpe., $1,- | | | 
(Prices are for 6-cyl. models; | 638.50. Plaza V-8—4-dr. sed., $1,884; 2-dr | New Mexico "54) 2 177| 1 45 149 31 46. 2) { -7 3) 54 t 518 
tor V-8, add $99.98) — Mainline — 4-dr. | sed., $1,841. Savoy 6—4-dr. sed., $1,879.50; 53| i] 292! 5| 28 178 72 a il | 23| 5 8 | 659 
sed., $1,753.24; 2-dr. sed., $1,707.02; bus. | 2-dr. sed., $1,836.50. Savoy V-8—4-dr. sed., ee 75a i) 1199 is 3a a 3 aria 
seg Cor erie, p08 $1,000.05. Puirtamo— | t-dr. s0d., $1,978.60; ddr. eed. $1,635.00; S| 6st tgea! 3] 362] sss} 208] sol atsl 38) 3] tas] alae 
4-dr. sed., $1,959.77: 2-dr. sed., $1,913.57; | hardtop cpe., $2,113. Belvedere V-8—4-dr. | North Carolina "54 | 769) | (48) 671 198; 18! 35 3 12 4 25 7 2 
Misteria hardtop, $2,004.74; Crown Vi sed., aos. 2-ar. ont 2%; hardtop 53| | 1057] 3/159] (922 196] 182 19 1 53 30 32 3683 
ope., ; Crown Victoria glass-|cpe., $2, 3 conv., $2, PowerFlite | Oregon 54) 6) 275) 21, 244, «S| Ss«*d 21 1 9 #24) «+125 28) 1064 
top, ees — $2,204.09. a optional at $178.30.) i hide ame 53) | HE 2| a 423} 123|_——*133 6 | 18} ee, 16} ‘1191 
ma0T: 2-or 2-seat Custom Ranctt Wagon, | $2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. | Pennsylvanic ‘4! ;| 10) 315) 824) 173) 424 "| 23 27 7 74| i} 2810 

e4; 4-dr. 2-seat Country Sedan, $2,-| wag., $2,434; 4-dr. stat. wag., $2,518. ‘534 30 12581 1 262| 1266 258 484 19 80 72 50 92; 3965 

gous: te tet Sour prone. G2: | oe tramtas Gaiam, Geamces! eae [Com ye eee fe de 
. . ' ; 3 4 2 ‘53 | | 4) 9 4| 1 | 826 
291.59. Thunderbird — Hardtop, eeess stat. wag., $2,603. . Star Chief Deluxe— South Dakota "54 108) 2| 2B 157 2 74) | 4 19 

nie oet Commtnation hove ot erie os | Gente $2,362; conv. $2,601. Star eo 53) | __ 159] | 3 173 | 81 | | 4 3 19 4| 
seecneentte eptien on Thunder- | 499. (Hydra-Matie’ ’ ae 5” | Texas 54) 15) 2603] 9 2049; +393) == 33 27 69 32| 6321 
vir) a oo RA ee nek Las: a | 27] ai a8 1910) 459| 367 . | 1a7| ml & 10 5746 
3 — Corsair Four — 2-dr. sed.,|2-dr. sed., $1,585. Super—4-dr. sed., $1,-| Virginia "54 yl 467| ‘| 127; 466] «28 7 3] 1 59 7 5| 147% 
om Deltixe Six — 2-dr. sed., 706; 2-dr. sed., 71,008: de. stat. wag., 53 a 631| 1] 107} S27; «107 30) 4 34 37 29 | 1609 
3 Oustom—4 » $1,989; hard-| “Aji States Reported "54 24722| 205) +«5165| 21843) 5315| 8786] 492) 217) 534) 1045) 2095) 737) 71254 
are at cates sem Bt. | se, $1.008; on ee, mk) (Hy-| For October 'S3|__201| 29441| _509|_S254| 27816] Gals] 7407] oet| 284] 18861 1097 1422|771|_ 8266! 
* ’ . , "4, 9a) 2470981 22141 Bones! 2981701 $8551 701941 60831 19601 aa0al era assesses 
—4-dr. sed. 954; 2-dr. sed., $1,-| STUDEBAKER—Champion Oustom—4-| ‘¢2" ‘54 2214| 50068| 228170) 56550; 70194; 5063; 1950; 8394) 8727| 13398; 5347) 698093 
eae. Jet-Liner = sed., $2,056.60; |dr. sed., $1,783.24; 2-dr. sed., $1,741.02. | To Date 531 1513) 204174 284174) 2926] 70854] 213281 71925| 82661} 5967} 3025} 20296] 10480] 15045} 7084) 789231 
2-dr. sed., $2,045.85. Wasp — 4-dr. sed., Deluxe—4-dr. sed., $1,885.16; 2- “The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
0 ; 2-dr. sed., $2,209.43; cl. cpe.,/ dr. sed., $1,840.55; 5-pass cpe., $1,874.50; | exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is pub- 

11. Super Wasp — 4-dr. sed., $2,-| stat. wag., $2,140.64. or on, Regal | lished. R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 

465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,-|—4-dr. sed., $1,993.27; 5-pass. cpe., $1.- The following units have been removed from year-to-date figures: Chevrolet, 1,322; Ford, 576; GMC, 64; Dodge, 28; International, 
465.84; Hollywood, $2,704; conv., $3,004.20. | 974.50; hardtop cre., $2,128. 76; stat. wag., | 16; White, 6; Willys, 6; Diamond T, 2; Autocar, 1; Divco, 1; Federal, 1, and Reo, 1. 

Hornet Special — 4-dr. sed., $2,619; 2-dr. | $2,311 59. Commander Custom—4-dr. sed. ke One Chevrolet, credited to ‘‘Location not determinable,” has been removed from the October year-to-date figures and credited to 
ged.. $2.570.60: cl. cpe.. $2.619. Hornet — |$1.918.72° 2-dr. sed., $1,873. Commander | Florida. 





New Th Car Registrations, 38 States for October, 1954-1953 















21 States Previous! ‘54 = 3114 ios one 6005; 40967] 13374;  2346| 26996] . 11263 erent il 30! 1 119936 
Reported for October ‘53 i704 4217 316) via ‘syt sss "3 10838 <e0e 12251) < 3915! 2 orm 671 125) 263) anol ue 1300 an an 155077 
“a a as 5 ase ee col fs lela soy] a_i 
| 7| i 2769 
4 | sy t z] | 215 | 4% a 5 531) 1398 261; 2955 | zl 80 5659 
‘53 35 "6 101 a 628 734 1070 217} "5 839 is 186 1422 4 10 zt ial 76 | 3348 
+ Connecticut a a 2 7" 7] a a 9% 1710 3a 363; 2127 74% 156 1170 baal Sesal 4| 7 118} %%| 6828 
‘53 145 172 317 226 219 540 2067}; 2076 33 493| 2602 642 101 2003 $30 8 314) 32 9235 
*54| i 26 37 14 21 xl 134 318 8 7% 402) 144) 33 30! x 4 4 27) 3 1252 
*53| 39 30 69 53 27 351 au 16 161 694) 145] 19 409 1 4| zi 75| 1960 
ndiana 7 125 165 165) | soos] ses 79 700; 4428) 1558) 223| + 2233 ‘a 645) 37 79 a 387) = 12313 
‘53 243 a 660 544 6 wae 2760 5034 118 1386} 6538) 2134 155 td 1359} 9 25 | | . 281 1366| 24411 
s ‘54 rel 194 201 51 1936 $| 310; 2281 651) ai Sri xe] ai i 20 : 3 128) he 
‘53 63 ie 179 2 268 604 1091 1697 37 472| 2206 497)! sr 201 308} 2711 5 24 st 31] 166} 7 
isiana ‘54! 9 = | I oe 164 462| 2107 27 247) | wal sl 473 251| 3130 2 15 24| : 150) 6| na 
53] 31 70 I 3 124 756 i“ 1885 33 om m4 236 402| 3572 "l 16 36| 189! 4, 7466 
aryland | 4 131 90 1803 = 1411 407 233| 2734 2 7 zB 37 95) 27; 5904 
‘53! 20| 7 169 _ 178 195! 390 tos} 1990 a zm ee 2157 ier 465| 3475 Hl 44} é3| 213) 3s| 8278 
{ 353 240 251 410 ee 7 9187| 2530) sa 10982 87 Ts 235) = 22781 
‘53| 324 rH 749 529 564 1282 2943 5318 raeael re 2159| 12547) 2816) a $809] 1007 1007 | 14929 13) | él 159 nm 34633 
ississippi ‘54 4| | se 40 121} 149) 7 1267 10 150 1427) 307) x oe = 3 2111} 2 i 8) i “ 3988 
53! 14 3 49 115] 379} sit 10 170 991} 240) 260 1574} 10} 14 14] | 3327 
aske *54) 4 SI 55 5! 23 110 7s 1031 32 168 1231| 375| 3 wat 116 ae 10 5 19 49) 3333 
‘53] 31 50 81 5 zl 183| 40! 753 1086 21 295 1402} 332] $s 1202 150 215 3| a 26 7 26 114) ; 4347 
KICO ‘54! 14 16 30 39 63 153 50! 14 oe 620 211} 36 159 > 7} 44 4; 18 
2 zi e = - mi a a 16 365 8 631} 167| ia 4 3a3| 2| 14| 13 9| a7 | 7| 19 
ina ‘54 658} 2627 2905 679 127 1881 3516 ig 27 37 114 6 
53} 71 80 151 213 132 374| 1255 1974 a rd 3118 732 70} 2603 301 4258 H : 57 id 237 is| 
Salt tast alae 2 474 zi|_| ISI7|___29| 300 tesel 203/——ot|_tN0s| 204 zi 935] S| tela ¥] is) asl a8 
I - 39 49 
akota *54) 18 % 54 33 7 77 = 193) 17 419 tar 52 842 6 v7 13 I i671 
53) is 4 60 4 2 1 200 u br 3 1 a " 579 86 93 919 | : 23 zi | 2239 
in ‘54 - 110 = Ny 1491 671 3506 60 139 54| 7682 
‘53 133 a9 198 a 1 1358 290) 258 i 3 1 2 62 2621 334 $4 i288| 12| a al 281 2 10322 
ington *54) wr 255 ji. 274 189} 1462 405 | 1027 344 163} 2015 30 4 ty “4 471 
‘53] ul 193 a | 689 | i901 | isd 360} 2002 370} 1239 27% 244| 2188 | 33 = | 5943 
ates 54; 1845 5758 a7 9187| 21610 10954) 79308) ae a 50383 11125} 110044 28 1646) 3641 633) 224074 
To Date for October *53] sare ioe 7493 ass 5851} 13049} 30817) 56185 sors] | 110 19426] 91742 2648 ea 10292} 16592) 127145 244| 3 13891 200 2422| 8622 836} 296646 
Year ‘54! ies 4 ae 60116| 118769} 309714 See een wn 227280 | 1358014 ‘naib 87094 1084208| 327666| 271574|2168462| 1072 15037 il 33167 = 20786 |4363246 
To Date S ; "53! 56589) 120530) 177119] 125899] 99331] 241450] 483342) 950922] 858867) 34256] 214296| 1109419] 376860! 80376/1102476| 258303 s1993/21900081 | S970 20884 37337 itt 42999| 134884] 26048} 4666690 
report preliminary on and is sub. to correction in our final state reports. The informati ti th rt blished. R. L. Polk assum reaso nace e 
contained in this report has been compiled from official state documents. Every reasonable pooseuinen poe = wana. wR L P Polk & & Co. me “ania nny Oe nae aes 
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AMA Says Year Will Be One of Industry’s Best . . . 


1954 Spurts to Successful End 


DETROIT. — Solid confidence, 
backed by a two-month surge in 
production and sales, marks the 
automotive indus- 
try’s approach to 
1955, William J. 
Cronin, managing 
director of the 
Automobile Man- 
ufacturers Assn., 
said last week. 

“All signs indi- 
cate that the mo- 
mentum of No- 
vember and De- 
cember will carry 
the industry to 
one of its best years,” Cronin said 
in his year-end report. 

The report indicated that the No- 
vember-December upswing would 
make 1954 the fourth greatest pro- 
duction year on record, with fac- 
tory sales of 6,558,000 cars, trucks 
and buses. Factory sales reached 
7,323,214 in 1953, while the alltime 
peak of 8,003,056 came in 1950. 

Factory sales in the final two 
months of the year will push the 
1954 car total to 5,520,000 units, 





W. J. Cronin 


third best on record, according 


to Cronin. 

Factory sales of trucks and buses, 
at 1,038,000 units, continued above 
the million mark for the eighth 
consecutive year. The 1953 figure 
was 1,206,266 units. 

Wholesale values of vehicle, part 
and accessory ‘sales reflected the 
production dip. For cars, trucks 
and buses, the valuation was $9,850,- 
000,000, Cronin reported, compared 
with $11.09 billion the previous 
year. 

Included in the total is an esti- 
mate of $8.1 billion for cars and 
$1.75 billion for trucks and buses. 
Automotive parts and accessories 
worth some $1.65 billion at whole- 
sale were sold in 1954, compared 
with $1.89 billion in 1953. 

Employment in the automotive 
industry reflected not only a de- 


Self-Financing 


Book Tells How to Begin 


Own Time Sales 


MIAMI.—A 125-page manual en- 
titled “How to Finance and Insure 
Your Own Time Sales” has been 
published by the Automotive Fi- 
nance Assn., Drawer 71, Miami, 1, 
Fla. The book is priced at $6. 

The manual, written by Daniel J. 
Lino, offers an entire program 
which can be adopted by both the 
small and large dealer, the associa- 
tion said. 

The book gives a history of fin- 
ancing, discusses legal aspects, 
gives space and personnel require- 
ments, and covers about 30 other 
aspects of the business. 

With profits declining, “the na- 
tion’s automobile dealers . . . must 


begin financing and insuring their 
own time sales, or face financial 
ruin,” the manual states. 








cline in production of cars and 
trucks, but the completion or 
stretching out defense contracts. 

For the year, itt averages some 
745,000, compared with a _ record 
920,200 in 1968, but was climbing 
rapidly as the year neared its end. 
Average employment of production 
workers alone, Cronin reported, 
was 598,000 during 1954. 

Total payrolls returned to the 
levels of 1951 and 1952, with the 
1956 figure estimated at $2,720,000,- 


Dealers Post Reward 


For Insurance Frauds 


LOUISVILLE. —A reward of 
$300 is being offered by the Ken- 
tucky Automobile Dealers Assn. 
for information leading to the 
arrest and conviction of any per- 
son wilfully burning an auto to 
collect the insurance. 

Lew Ullrich, managing director, 
said that 3538 vehicles were de- 
stroyed by fire in Kentucky in 
1953, with arson proved in nine 
out of 10 investigations. 








000. A record $3,475,000,000 was paid 
out in 1953. 

Cronin noted that in most other 
respects, 1954 was a record year in 
its own right. He reported the fol- 
lowing records: 

Vehicle registrations, up 1.8 mil- 
lion to 58,129,000. 

Vehicle-miles, now at 566 billion 
@ year. 

Gasoline consumption, up to 44 
billion gallons. 

Vehicle taxes, 
the year. 

Street and road expenditures, 

| now $6,037,000,000. 

He pointed out that trucks, 
which paid some $1,775,000,000 in 
special taxes in 1954, were now 
paying more than all vehicles 
combined in any year prior to 
1940. 

Cronin also noted that although 
road outlays set a record in 1954, 
it will be the first time that such 
expenditures, in terms of stable 


$6,150,000,000 for 


dollars, have edged. past the level 
reached in 1938. Only $3,729,000,000 
was spent for new construction in 
1954, with the rest, more than $2.3 
billion, going for maintenance, ad- 
ministration and interest charges. 





Look Out for These Cars 


North Carolina Lists License, Engine Numbers 


Of Unrecovered Stolen Units 


RALEIGH, N. C.—As a service 
to readers, Automotive News is pub- 
lishing a complete list of cars 
stolen and not yet recovered in 
North Carolina during November, 
as compiled by the Department of 
Motor Vehicles. 

Unless otherwise designated after 
the license, the state which issued 
the license is North Carolina. 

The list follows: 

Buick—License 485-902, Virginia, 
1954, fordor, Motor Number 5037822. 

Chevrolet — 134 - 619, 1940, coupe, 
3635594;—134-197 Virginia, 1941 tu- 
dor, VA20934-C;—N-7164, 1951, tu- 
dor, JAM - 124397; — 683-565, 1951, 
coupe, JAM-235278;—R-77962, 1954, 
tudor; — N-66047, 1954, tudor; — F- 


|702-D Pennsyivania, 1949, coach;— 
| W-49048, 1952, fordor, KAQ-181666; 


—178-580, 1950, tudor, HAA-83153;— 
X-30142, 1951, tudor, JAD-727397;— 
D-22087, 1949, truck;—512-364, 1951, 
fordor, JAM-165771; — 281-285, 1949, 
tudor, GAA-308793; — 234-151, 1937, 
coupe, 813428;—387-644, 1947, sedan, 
EAM-178028; — 904-280, 1948; truck, 
AFCA-759402 ;—241-740, 1946, fordor, 
DAM-59315; — 404-533, 1958, conv., 
LAQ-471152. 

Ford—F-79921, 1951, truck, FéMI- 
NR-22180; — X-23630, 1949, coupe, 
98BA-95003; — N-58720, 1949, coupe, 
98BA-174236;—608-253, 1950, fordor, 
BOAT-113201;—N-99636, 1950, coupe, 
HDAT-116961 ;—473-874, 1941, coupe, 
18-6335946 ;—-N-93275, 1950, tudor, 








Ammco's Mobile Training Units— 
Courses on engine rebuilding and brake seryice operations can be brought to the 


dealer with one of these 23 mobile units now in the field for Ammco Tools, Inc., 
2100 Commenwealth Ave., North Chicago, Ill. The company also maintains a training 
center at the factory where three to five-day courses can be arranged within 30 days’ 
notice. The company offers this service without cost for auto dealer clinics and 
jobber salesmen. 





BDNR-140656 ;—-R-50451, 1940, tudor, 
18-4944954 ; 704-530, 1952, tudor, A2- 
NR-118355; — R-56084, 1949, fordor, 
98HA-45944;—-N-88761, 1951, fordor, 
BIDA-256278 ;—N-6258, 1950, fordor, 
BODA-163859 ;—528-589, 1946, tudor, 
99A-1230595 ;—-260-234, 1940, tudor, 
18-5707267 ;—415-364, 1953, fordor, 
A3NG-117518 ;—690-618, 1950, tudor, 
BONR-128303;—W-55310, 1949, for- 
dor, 98BA-945559 ;—X-11210, 1949, tu- 
dor, 98BA-183941 ;—654-898, 1949, tu- 
dor, 98BA-916692; — 756-836, 1949, 
truck, 97THC-244023;—X-13530, 1950, 
tudur, BONR - 103654;—W - 58344, 
1946, tudor, 99A-1400925. , 

Lincoln—F'-4289, South Carolina, 
1951, fordor, 51LP-8579H. 


Mercury—11D1653, Tennessee, 
1953, tudor, 58ST-114458; — W-1872, 
1949, sedan, 9CM-213377:—615-555, 
1951, fordor, 51ME-19459-M; — 488- 
709, 1951, coupe, 51ME)-53788-M. 

Oldsmobile — 626-481, 1950, conv., 
8A~-439869 ;—-N-62881, 1949, fordor, 
8A-5273. 

Pontiac—546-454, 1950, fordor, 
WS8TH-13427 ;—-N-68982, 1950, fordor, 


P8TS - 28145; — 206-322, 1952, tudor, | F 


W8WH-10776; — X-61317, 1948, 
dor, P6PB-9627. 


Reo Motors Sells 
Final Non-Truck 
Output Sideline 


LANSING.—To permit “100 per- 


tu- 


-| cent concentration of effort on the 


manufacture and merchandising of 
trucks and engines,” Reo Motors, 
Inc., has disposed of its Pal prod- 
ucts division, manufacturer of 
velocipedes, sidewalk bicycles, home 
playground equipment and related 
items. 

The Reo management disclosed 
that certain assets of the two-year- 
old division had been purchased by 
Pal Products, Inc. No price was 
given. 

Sale of the Pal division, Reo 
stated, was the final step in a 
reorganization program instituted 
by Bohn Aluminum & Brass Corp., 
Detroit, which recently purchased 
Reo. 

Objective of the program was the 
elimination of any activity that 
might “interfere with Reo’s plan to 
achieve a dominant position as an 
independent truck manufacturer.” 

Reo’s power-lawnmower division 
recently was sold to Motor Wheel 
Corp., Lansing. Reo said that the 
Pal operation originally was de- 
signed to complement the com- 
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Plymouth Training for New Dealers— 


A special training program for new dealers has been started. by Plymouth. W. B. 
Rice, director of service, said the first of a fleet of mobile units has been sent out 
to give dealers on-the-spot training in diagnosing and handling service problems. 
Making a “dry run” are (from left) George J. Cutler, field service manager; Edward 
H. Danahey, field service engineer; Rice; James R. Cooper, field service engineer, and 
William Landon, promotional service manager. 





Lincoln Key Men in Mexican Race— 


Roady to take off with their wives for a New York television date and meetings 
in Detroit, are these key men in Lincoln's showing in the Mexican Road Race. Stand- 
ing (from left) are George S. Coats, western regional sales manager of Lincoln- 
Mercury; Enrique Iglesias and Ray Crawford, winning team in the large stock class 
division. Kneeling: Frank Hainley and Walt Faulkner, second-place team, and Chuck 
Daigh and Bill Stroppe, chief mechanics for the winning Lincolns. 





Lincoln Sales Meeting in Los Angeles— 


Gathered at a Lincoln sales meeting in Los Angeles are (from left) George S. 
Coats, western regional sales manager for Lincoln-Mercury; Henry B. Daniels, Lincoln 
‘national sales manager, and George |. Boggs, Los Angeles district sales manager 
for L-M. 





Dalgleish Joins Oldsmobile Family— 


Signing his Oldsmobile franchise is Charles Dalgleish (seated left), new owner of 


pany’s lawnmower business aN | the former Griffith Oldsmobile Co., Detroit. Beside him is E. D. Ruth, zone manager. 
thus balance seasonal production Standing: Charles Dalgleish jr.; Douglas Dalgleish, and Harry F. Banks, central 


trends in the mower industry. 


regional manager. 
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a0 4-dr., $370*. °51 Special 4-dr., foun? Sie. of: Ko Super ee. 350; “Sa $1,400. °51 2-dr., $550. ‘50 
; ; . '51 Special 4-dr., . coupe, j 
U C * * aan ae 4-dr., $280*, $375*. '49 club Special Riviera, $500*. - NASH—’51 Ambassador 4-dr., $590°. 
coupe, 5 , ” , ‘ f 
sed- ar Auction Prices MERCURY —'52 Monterey coupe, $1,085*, | “"53'"(62) conv., $3,000" (ba),’ 4-dr., $2 | "88 (08) Holiday, “$1,9006,, $1,800" 
$1,075*. °52 station wagon, $1,220*; 4- . 51 (82 , ” a. coe) __meenaay, © $ = 
r., $615. "50 4-dr., $345. '49 club coupe,| Se5*, 49 (62) 4dr $1258 ee | «at, $4 07ES Oe at . rho", (Pe) & 
$305, $270. : oe : -dr., $1,600° '5} 
ode ’ _ | CHEVROLET — '55 Two - t 8) Sport| (88) 2-dr., $855°*; 4-dr., $850°. "50 (98 
(Continued from Page 24) oder fan, si, Sa5°: | nn otter coupe, eas 2-dr., $1,880. Sa pel Pair 2-dr., $600°. '49 (98) 2-dr., $375. ; 
’ conv., $1,695*, $1,550; 2-dr., $1,580. '53 UTH—’ -dr. 
PLYMOUTH — '54 Savoy 4-dr., $1,420°.| coupe, $2,125* (ps). 0 £62) 4-dr., $1,- atioman oa, $265. wagon, $790. °0) Bel Air Sport ‘coupe, $1,360, * $1,300, $1,- PLYMOUTE 4dr eg 325. $3, Grant rom 
"63 Cranbrook club coupe, $950; Savoy.| 125°. "49 (62) conv., $97 OLDSMOBILE—'54 (85) Holiday, $2,720*| 285°, $1,150*; conv., $1,250, $1,100, $1,-| 4-dr., $840. '51 Cranbrook 4-dr., $4°0. 
$980. "51 Cranbrook 4-dr., $500; conv., | CHEVROLET—'55 Bel a 8) 4-dr., a (ps); 2-dr., $2,340*, $2,035*. °53 (98) 055; 2-dr., $1,235, $1,125; Two-ten 4-dr., | PONTIAC—'55 Chieftain (8) Cataiina, $2,- 
$460; Cambridge club coupe, $435. '50] 109: Two-ten (8) 4-dr., $2,025*; Holidsy, $1,895* (vs); (88) 4-dr., $1,-| $1,190, $1,160°; 2-dr., $1,025. ’52 SL De-| 925* (ps), $2,870* (ps). '54 Chieftain (8) 
Deluxe club coupe, $290. '49 Speciai De-| ten (6) 4-dr., $1,895°. "64 Bel Air Zar, | 590%. 62 °(8) 4-dr., $1.375* (ps), $1..| luxe Bel ‘Air, $950°,' $800*; 4-dr., 2 at| 4-dr., $1,800%. "53 Chieftain (8) Cata. 
luxe 4-dr., $250. $1,680 (pe), $1,630*, $1,625*; Two-ten| 360° (pa). 51 (98) i-dr.” $715*; (86) 2-| $900*. '51 SL Deluxe Bel Air $690, $675; | lina, $1,425* (ps). '52 Chieftain (8) Cat- 
PONTIAC—'55 Star Chief (8) 4-dr., $2,-| 4-dr., $1,545*. ‘53 Two-ten Sport coupe,|_ dr., $730, $560*. 50 (88) Holiday, $525°.| 4-dr., $675*. '50 SL Deluxe 2-dr., $550,| lina, $1,050* (ps). '50 Silver Streak (8) 
800°; Catalina, $2800*; Chieftain (8) | $1,375; 2-dr., $1,025, $1,005, $950, $860, | PA ACKARD—'53 Clipper 2-dr., $1,375*. '50| $500°. ‘49 SL Deluxe 4-dr., $345. Catalina, $790°. 
der. $2,060. '54 Chieftain (8) Catalina,| $750; Bel Air 4-dr., 2 at $1,275* (ps);| 4-dr., $375. '49 Clipper 2-dr., $110°. CHRYSLER—'53 NY 4-dr., $1,500* (ps); | STUDEBAKER—'52 Champion 4-dr., $625; 
$2,025°. °53 Chieftain (8) Catalina, $1,-| conv., $1,075. ‘52 SL Dems Bel Air, | PLYMOUTH—’55 Savoy (8) 4-dr., $2,185%,| éonv., $1,200* (ps). ’52’ Windsor 4-dr.,| Commander Land Cruiser 4-dr., $400*, 
480; 2-dr., $1,275*; 4-dr., $1,175". 51] $895°; 2-dr., 2 at $700°, , $645. '51| $2,055*, $1,915, $1,910. '53 Cranbrook| $840°. $575. 


Silver Streak (8) 4-dr., $665. "50 Silver| SL Deluxe 4-dr., $615, $505, '$545*. 50 | club coupe, $825; Concord Suburban, $1,- | DODGE —’55 Royal 4- dr., $2,300*. ’53| WILLYS—'53 Aero Falcon 4-dr., $525; 2 
Streak (8) 2-dr., $590°; Catalina, $565*.| SL Deluxe 2-dr., $480, $460, $410, $350.| 275, $1,185. ‘52 Cranbrook 4-dr., $575;| Meadowbrook 4-dr., $650*. '52 Wayfarer| 4f-, $525. '50 jeepster, $300. 
'49 Silver Streak (8) 4-dr., $450°; 2-dr., | CHRYSLER—'54 NY 4-dr., $2,075* (ps).| Cambridge club coupe, $540; 4-dr., $530.| 4-dr., $500. '51 Wayfarer 4-dr., $285. '49 


k ’53 Windsor — coupe, $1,215*. '51 NY ’51 Cranbrook Belvedere, $505. '5@ Spe- Coronet 4-dr., $165 OMAHA 
j . _|_ Newport, $700 cial Daiuxe 4-dr., $310, $285. FORD—'55 Fairlane i ; 

ST Gaammton Dae. G1 e0, Bi Con. | COTO el Custom Sport coupe, $325. | PONTIAC—~'S5 Chieftain (8) Catalina, $2,-| gr §2.200, $2150" $2100% fpsy; sta. | (Soderberg-Kline Auto Auction. Sale 
‘mander 4-dr., $415°. "66 Commander 49 Deluxe 4-dr., $150. 625°; 4-dr., $2,590* (ps). '54 Star Chief tion wagon, $2,270: Custom (8) 4-dr., | ¢Very Thursday. Prices are for sale of Dec 
4-dr., $290°. 7 7 DODGE—’55 Coronet 4-dr., $1,010*, $925°. (8) Catalina, $2,345* (ps). '53 Chieftain $2,250; Custom (6) 4-dr., $1,790. 54 | 9) 

, 53 Meadowbrook Suburban, $1,195; 4-| (8) 2-dr., $1,305*, $1,240*. '52 Chieftain] Crest (8) conv., $1,950*; Custom (8) 4- (Market firm on clean cars with rough 
dr., $775. ’51 Coronet club coupe, $450°. (8) Catalina, $630*. 51 Silver Streak (8) dr., $1,500, $1,425; 2-dr., 2 at $1,450, | ©@rs bringing average prices.) 
DYER, IND. “i 4-dr., $295; Wayfarer $420" pn '50 Silver Streak (8) 4-dr., $1,360, $1,200, $1,100; Main (6) 2-dr.. ene: 2 my —— $s'ssber aa 
$285, . 1,175. °5 : , ; Spec era, $2, 3 4-dr., 
paibyer Auto Auction. Sale every Friday. | roRD°55 Fairlane (8) Victoria, $2,415; | STUDEBAKER—'53 Champion 4-dr., $720.| Custom (8) d-dr., $1,256, $1,250", $1,.| $1,970, $1,855*. '53 Special 4-dr., $985. 

: aa Custom (8) 2-dr.. $1,885*; Custom (6) ’51 Commander 4-dr., $380*. 180*: conv. $1 225°. Main (6) *9-ar. "50 RM 4-dr., $390*; Special 4-dr., $310*. 
(Sold 201 cars out of 335 offerings.) 2-dr., $1,850; Main (6) 2-dr., $1,650. '54 | MISCELLANEOUS — ‘50 VanGard 4-4r.,| $975. ‘52 Gustom (8) 4-dr., $1,000°, | CHEVROLET—'54 Two-ten station wagon, 

BUICK—’54 Century oe $2,450 (ps) ; Custom (8) 2-dr., $1,480, $1, 340; Main $135. $850*, $775; 2-dr., $775; Main (8) 2-ar.. $1,720*; Bel Air 4-dr., $1,670, $1,650; 
Super Riviera,’ $1,120", 090°; ‘RM 4-ar.. $1210", '$1:080, $065, Custom (8) 2-dr., $735.''51 Custom (8) 2-dr., $650°, $635.| 2-4r., $1,620°, $1,515. °53 Bel Air Sport 

N ° J ‘ . °52 Custom , , coupe, $1,245; Two-ten 4-dr., $1,115. '52 
$1,000°. "51 Super Riviera, $735°, $700: | (6) 4-dr.” $830; Main’ (6) Dar. saeo VALDOSTA, GA (S) coune $360, 7 or? $925. “49 Custom) ‘gL Deluxe 2-dr., $730, $715°; 4-dr., $710. 


Seer: EOE ee euber Riviere or | OL Custom (8) 4-dr., $480*. '50 Custom| (Tom Hewitt Auto Auction. Sale every|HUDSON—'53 Jet 4-dr., $775. '52 Pace-| ‘"5U SI. Deluxe sedan, $460; 1¥%4- ton pick- 


$595*. ‘49 Super 4-dr., $260, $210° (8) 4-dr., $445, $430, $410, $375, $235. | Frida ; 
; , A y. Prices are for sale of Dec. 3.) make 00. up, $275. '49 SL Deluxe 2-dr., $330. °47 
OADILLAC—'55, (62) coupe deVille ‘$- HUDSON—'48 Commodore (8) 4-dr., $160.| (Seid 168 ears out of 201 offerings.) | MERCURY.'$4 Monterey Sport coupe, $2.-| _7M_2-dr., $405; coupe, $240. 
ps). ) coupe deVille, $4,-| $150. BUICK—'54 Super Riviera coupe, $2,400*;| 025°; Sun Valley, $2,000*. ‘53 Monterey | DCSOTO—'53 Fire Dome (8) 4-dr., $1,200°. 


300* (ps); coupe, $3,875* (ps). '52 (62) 'KAISER—'52 Deluxe 2-dr.. $760*: Man- Ss y 
n ; pecial Riviera coupe, $2,200*. '53 RM! coupe, $1,500; - | _’50 Custom 4-dr., $450. 

i thiiihesnthenemeae i : ee pe, $ . pe, $1,500; Custom Sport coupe, $1,-| nonge 50 Coronet sedar, $350°. 

FORD—’53 Custvia (8) 4- dr., $1,120, $1,- 
110. '51 Custom (8) 4-dr., $730*; Cus- 
tom (6) 4-dr., $600. '50 Deluxe (8) 2-dr., 
$390; Custom (8) 4-dr., $385. '49 Custom 
(8) chib coupe, $210. '47 Custom (8) 2- 
e. $120. '46 Custom (8) club coupe, 
$125. 

KAISER—’49 Traveler 4-dr., $145. 

LINCOLN—’49 4-dr., $125*. 

NASH—’51 Custom Country club, $550. '50 
Custom 4-dr., $245. °49 Custom 2-dr., 


$130. 

OLDSMOBILE—’54 (98) Holiday, $2,920*; 
(88) Super 4-dr., $2,610*, $2,350. "51 (98) 
4-dr., $770*; (88) 2-dr., $755. °50 (88) 
2-dr., $600*. "49 (88) coupe, $235°. ‘47 
(68) 2-dr., $140. 

| PLYMOUTH — '53 Cranbrook Belvedere, 

$1,090. °52 Cranbrook 4-dr., $700. '5i 

| Cranbrook 4-dr., $530, $485. '49 Special 
Deiuxe ar $425. °46 Special De- 
luxe 4-d?., $135. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,245°. 
’51 Silver Streak (8) sedan, $83 O°. *50 
Silver Streak (6) 2-dr., $590; 4-dr., $520, 
$440". 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Dec. 8.) 
(Our consignments were up the past 
two weeks with more clean, sharp units 
offered. Prices were very firm for this 
time of year, with rougher autos showing 
a slight drop. About 75 percent sold.) 
BUICK—’50 Super 4-dr., $630*. 
CADILLAC—’54 (62) club —. $2,950°. 
’53 (60) Special 4-dr., $2,94 
CHEVROLET—’53 Bel ‘Air 4- *“e $1,275", 
$1,225*, $1,180; 2-dr., $1,110; %-ton 


7 pickup, $950. ’51 SL Deluxe 2-dr., $860°. 
’48 %-ton panel, $245. 47 SM 2-dr., 
ew Frror;rirs favs 
CHRYSLER—’50 4-dr., $435. 


DeSOTO—'52 Custom 4-dr., $835°. "50 Cus- 
tom 4-dr., $515. 

DODGE—’ 52 %-ton pickup, $610. '50 %- 
ton panel, $395. 

| FORD— 54 Custom (8) Country sedan, §$2,- 

ith a4 NE: Ad 235*. °53 Crest (8) Victoria, $1,505°; 












4-dr., $1,180; Main (8) 2-dr., $1,095, $1,- 
5 A # . O 4 a if 055. °52 Crest (8) Country Squire, $1,350. 
ae "51 Custom (8) Victoria, $830; 2-dr., 
en = $705, $505*; Deluxe (6) 4-dr., $305. ‘50 


Custom (8) 4-dr., $480*. '48 Custom (8) 
conv., $300; Deluxe (6) 4-dr., $110. 


7 7 D ke A SE a H C Vf HUDSON—'49 4-dr., $175. 
KAISER—’50 4-dr., $430°. 
LINCOLN—'49 4-dr., $315°*. 
NASH—'52 Rambler sedan, $775. '51 Ram- 


bler sedan, $610. ‘50 Statesman 4-dr., 


$195. 

OLDSMOBILE—’54 (98) 4-dr., $2,560*. '49 
(88) 4-dr., $950*; 2-dr., $310°. °48 (98) 
2-dr., $255°. 

PLYMOUTH—'53 Cranbrook station wag- 
on, $1,225*. °52 Cranbrook club coupe, 
$1,010, $735; Concord Suburban, $670. 
"49 Deluxe 4-dr., $495. '48 Deluxe 4-dr., 






NOW 
AVAILABLE 
THROUGH 
YOUR 


SUPPLIER 


$245. 
PONTIAC — ’'50 Silver Streak (8) 2-dr., 


$615. 

STUDEBAKER — ’52 Champion coupe, 
$620°. 

WILLYS—’52 Aero sedan, $715*. 


MISCELLANEOUS—'51 Hillman Minx se- 
dan, $215. 
PHILADELPHIA 
The hydraulic valve lifter business is really rolling! And you can (H. B. Robinson Auto Sales & Auction 
Sales every Tuesday and ursday. ces 
roll with it . . . roll up bigger profits, bigger service volume. This ane Soe cate Of ee. SE) 

( ces off slight u idding was 
business gets bigger and bigger with each passing year. What's | still brisk. We meed more units con- 
more, new car model hich signed in order to offer our buyers 8 

. ar models which are now being announced promise varied selection. Sold 174 cars out of 249 
fferings.) 
so larger market to come. BUICK.’55 Century Riviera, $3,150* (ps). 


‘53 RM Riviera, $1,500* (ps); Super Riv- 
fera, $1,570*. ‘52 Super 4-dr., $1,150°, 


GM Factory-Equipment Hydraulic Valve Lifters are available $1,135*, $1,110, $980*; 2-dr., $875; RM 
thr h A ; 4-dr., $1,020° (ps). ‘51 Super 4-dr., 
ough your regular C supplier. Each lifter is precision-made $795*, $730°, $670; Special 4-dr., $750°, 
d 1 d h $630*. °50 Super 4-dr., $500*. 
‘ and sealed in an airtight peelable plastic coating for rustproof OADILLA C—'04 (62), 4-ar., $5: $00", (ps). 
’ ) * (ps 
storage. Each is identified by part number—and they are packed ‘52 (62) roonv., $1,860. "61 (62) 4-dr., 
,510*. 

in sets in GM car division cartons. ‘ caeiitchenh.tuk thn hte ts her, 8% 
, 110*; Bel Air (6) 2-dr.. $1,940*; Two-ten 
S AC (6) 4-dr., $1,675. '54 Bel ‘Air 2-dr., $1.- 

ee your supplier and get ready for the added volume (Continued on Page 33, Col. 1) 


hydraulic valve lifters can bring. 


ENGINEERED TO GENERAL MOTORS STANDARDS 


“ae AC SPARK PLUG DIVISION #2) GENERAL MOTORS CORPORATION 


FLINT, MICHIGAN 
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(Continued from Page 32) 


540; Two-ten 4-dr., $1,405, $1,300. 


ten 2-dr., 2 at $1,010, 2 at + eee $955, 


00. ’51 SL Deluxe 2-dr., $680, 
a $610, $570, gee. 

YSLER—’53 4-dr., $1,220*° 
es Saratoga 4- = $870, $940. 
sor 4-dr., $590; Imperial 4-dr., $510. 
NY 2-dr., ioe ‘48 NY 4-dr., $280. 

DeSOTO—’'53 Fire Dome (8) 
$1,310° (ps); 


(ps), $1,195. "51 Custom 4-dr., 
$630*, $590, $530. 
Custom 4-dr., $280. 

DODGE — '53 Coronet 4-dr., $910*. 
Coronet 4-dr., $800*; club coupe, $700*. 
"561 Coronet 4-dr., $570°; Wayfarer 2-dr., 
$485, $480, $455, $440. "50 Custom 4-dr., 
$265*, $250°. 

’55 Fairlane (6) Victoria, 

54 Crest (8) 2-dr., 

2-dr., $1,470, $1,460. 


Main (6) 2-dr., 
$620, $600; %-ton panel, $560, 
Custom (8) 4-dr., $560°, 


(6) 2-dr., $500, $460, $410. '50 Custom 
(8) 2-dr., $370 
HUDSON —'S4 Hornet 4-dr., $895°; Jet 4- 


, $885. 
Aten — 54 Darrin Sport coupe, $1,720. 
"52 Deluxe 4-dr., $650*. °51 Deluxe 4-dr., 


$370. 
MEKOCURY—’54 Monterey coupe, $2,150* 


(ps). °53 Monterey coupe, $1,440; Custom 
Spors ccupe, $1,410*. °51 2-dr.,-$710*. '49 
4-dr., $285. 


NASH—’54 Rambler -lub coupe, $900, $890. 
’53 Rambler club coupe, $720. '52 Ram- 
bler club coupe, $570. ‘51 Rambler club 


coupe, $580, $430; (600) 4-dr., $310*, 
$250. °50 (600) 2-dr., $285, $165. 

OLUSMOBILE —'55 (88) 4-dr., $2,740° 
(ps). °50 (98) 4-dr., $500*, $340, $250. 
"49 (98) 4-dr., $610*; conv., $170*. °47 
(98) 4-dr., $160°. 

PACKARD—’53 2-dr., $1,275*. ‘51 4-dr., 
$640. '50 2-dr., $150. 

PLYMOUTH—’54 Belvedere 4-dr., $1,670*; 
Savoy 2-dr., $1,450, $1,400*, $1,330; 
Plaza 4-dr., $1,270, $1,225, $1,190, $1, 
120. °53 Cranbrook 4-dr., $875; Cam- 


bridge 4-dr., $780, 2 at $770, $735, $730, 
2 at $725. °52 Cranbrook 4-dr., $685, 
$640, $560; Cambridge 2-dr., $610, $550, 
$540, $530, $500. ‘51 Cranbrook Belve- 
dere, $560. 

PONTIAC—’55 Chieftain (8) 4-dr., $2,480°. 
*53 Chieftain (8) 4-dr., $1, 170. '52 Chief- 
tain (8) 4-dr., $990*, , $805, $740; 
Chieftain (6) 2-dr., sea. "51 Silver 
Strzak (8) 4-dr., $720°, $710*; 2-dr., 
$610*, $530. '50 Silver Streak (8) Cata- 


lina, , $430. 

STUDEBAKER—’52 Champion Hard Top, 
$665; 4-dr., $580. ‘51 Champion 4-dr., 
$370°. °49 Champion 4-dr., $200. ‘47 

Champion 4-dr., $130. 

WILLYS—’52 (6) 4-dr., $470 ‘48 station 
wagon, $330. 


DENVER 


(Denver Auto Auction. Sale every Friday. 
Prices are for sale of Dec. 10.) 

(Used cars firm, but new units down 
slightly. Sold 103 cars out of 211 offer- 
ings.) 

BUICK—’55 Super Riviera 2-dr., $3,150* 
(ps); Special Riviera 2-dr., $2,825*, $2,- 

690° (ps); 4-dr., $2,770. °54 Super Rivi- 

era 2-dr., $2,360*, $2,350* (ps); RM 4- 

dr., $2,325* (ps); Special Riviera 2-dr., 

$2,250*. °53 Special 2-dr., $910. '52 Spe- 
cial 4-dr., $740. '51 Super Riviera 2-dr., 
$750*, $700*. 

CADILLAC—’55 (62) coupe, $4,900* (ps), 
$4,800* (ps). '54 (62) coupe deVille, $4,- 
300° (ps); 4-dr.. $3,750* (ps), $3,570*. 

"62 (62) 4-dr., $2, 660* (ps), $2,600* (ps). 

"50 (61) coupe, $1,530*. 

OHEVRULET—’55 Bel Air (6) 2-dr., $2,- 

175°; Two-ten (6) 2-dr., $1,880. '54 Bel 

Air Sport coupe, $1,540: Two-ten 2-dr., 

$1,410, $1,300*; %-ton pickup, $1,065. 

‘53 Bel Air Sport coupe, $1,450° (ps); 

2-dr., $1,090*; Two-ten Handyman, §$1,- 

285°. °52 SL Deluxe 4-dr., $790. 51 SL 

Deluxe 4-dr., $605*. '50 SL Deluxe 4-dr., 

$435. °49 FL Deluxe 2-dr., $375. 

DODGE—’52 Wayfarer 2-dr., $450. 

FORD — ’55 Thunderbird coupe, $3,400*; 

Custom (8) Country sedan, $2,625; 4-dr., 

$2,145, $2,115, $2,070; Fairlane (8) Vic- 

toria, 2 at $2,500*, $2, 430°, $2,380*, $2,- 

375; 4-dr., $2,430° (ps); 2-dr., $2,300°, 

$2,275*. '54 Crest (8) Victoria, $1,825*; 

Main (8) Ranch Wagon, $1,785. ’53 Crest 

(8) Victoria, $1,410*%; Main (8) coupe, 

$805. '51 Custom (8) 4-dr., $695*. 

































HUDSON—’50 Commodore (8) 4-dr., $305, 
$300. 
LINCOLN—’55 Capri 2-dr., $4,000* (ps). 


"51 Sport sedan, $720*. °49 Sport sedan, 


$300. 
MEROURY—’50 club coupe, 


$610; 4-dr., 
$465. 
NASH—’52 Statesman 4-dr., $765, $640. 
OLDSMOBILE—’55 (98) Holiday, $3,575* 
(ps), $3,550° (ps); 4-dr., 
(88) Super Holiday, 2 at 
$2,950°; 4-dr., $3,050; 2- 
dr., $2,765* (ps). '54 (98 4-dr., $2,700* 
(ps); (88) Super Holiday, $2,575*. 
PACKARD—’51 (200) 4-dr., $510*. 
PLYMOUTH—'55 Savoy (8) 4-dr., $2,025. 


"52 Cranbrook 4-dr., $445. 
PONTIAC — '55 Star Chief (8) Catalina, 


$2,750*; Chieftain (870) Catalina, $2,- 
580°; 4-dr., $2,410*; Chieftain (860) 4- 
dr., $2,310. ’51 Silver Streak (8) Cata- 


lina, $975*. 
$405. 
STUDEBAKER—’53 \%-ton pickup, $700. 


’50 Silver Streak (8) 2-dr., 








Used Car 
Field Tested Aids 


Write for Free Catalogue 


Barry 
Automotive Co. | 
Creators Stoc-Tik-it 

Car System 
Sta. “A” Bex 1037 
Cleveland 2, Ohic 


"53 
Be! Air conv., $1,250; 4-dr., $1,175; Two- 


"$775, $760, $695; SL Special 2-dr., 


(ps). 
’51 Wind- 
"49 


Sportsman, 
4-dr., $1,345* (ps), $1,300* 
$670, 
‘50 Deluxe 4-dr., $480; 


"52 


$2,285. 
$1,390; Custom (8) 
’53 Crest (8) 2-dr., 
$970; Main (8) 4-dr., $830, 2 at $800; 
. "52 Main (8) 2- Oke 
$310; "Gems 


WHAT'S NEW!! | 
| 


WILLYS—’53 station wagon, 
MISCELLANEOUS—’51 GMC * ton pick- 
up, $555. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wednes- 
day. Prices are for sale of Dec. 8.) 
(Consignmert excellent and buying very 
brisk. Sold 111 cars out of 158 offerings.) 
BUICK—’54 Century Riviera, $2,415*; Su- 
per 4-dr., $2,235° (ps). '53 Super 4-dr., 
$1,525* (ps). '52 Super Riviera, $1,090*. 
CADILLAC—'53 (62) 4-dr., $2,695* (ps). 
$2,685* (ps). "51 (62) 4-dr., $1,690*; 
coupe, $1,655*. '48 (62) 4-dr., $560*. 
CHEVROLET—’55 Bel Air (8) station wag- 
on, $2,285; coupe, $2,245; Bel Air (6) 
4-dr., $1,960. ’54 Bel Air conv., $1,550°; 
4-dr., $1,440*; Two-ten 2-dr., $1,255. '53 
Two-ten 4-dr., $1,035, $930; 2-dr., $950. 
’52 SL Deluxe 2-dr., $680. '51 SL Deluxe 
4-dr., $605, $550*, $390; %-ton pickup, 
$470. '50 SL Deluxe Bel Air, $665. 
CHRYSLER—’50 Windsor 4-dr., $535*. 
DeSOTO — '53 Fire Dome (8) Hard Top, 


$1,360* (ps); 4-dr., $1,210* (ps). ’51 
Custom 4-dr., $570*. 
FORD — '55 Fairlane (8) 2-dr., $2,250°; 


Victoria, $2,150; Main (8) Ranch Wagon, 


$2,270, $2,105; 4-dr., $1,765; Custom 
(8) 4-dr., $2,175*, $2,120; 2-dr., $2,045°. 
’54 Custom (8) 4-dr., $1,540*. 53 Main 


(8) Ranch Wagon, $1,310; Crest (8) Vic- 
toria, $1,175. ‘51 Custom (8) 2-dr., $500. 
*49 Custom (8) 2-dr., $350*, $285*; Cus- 
tom (6) 4-dr., $220°. 












SNAP-ON PLIERS are better because they are built to the most exact- 
ing standards that specialized engineering, advanced metallurgy and 
painstaking skill can produce. Jaws, cutting edges and joints are lo- 
cally hardened to give exact degree of toughness for greatest durabil- 
ity. Look them over—handle them—+ry them next time your Snap-on 
man calls! For 104-page catalog of 4000 Snap-on tools, write... 


SNAP-ON TOOLS CORPORATION 


8082-L 28th Avenue ° 


MERCURY—’54 Monterey Hard Top, §2,- 
260*, $2,200*; 4-dr.. $2,065* ¢ps), $1,- 
995*; Custom Hard Top, $1,925*. '53 
Monterey Hard Top, $1,425; 4-dr., $1,- 
390*. °52 4-dr., $1,110*. ‘51 ‘4-dr., $715*. 

NASH — ’51 Statesman 4-dr., $285°. '50 
Ambassador 2-dr., $440*, $285. 


OLDSMOBILE—’'55 (88) Super 4-dr., $2,- 
990* (ps). '54 (88) Super Holiday, $2,550* 
(ps); 4-dr., §2,410* (ps), $2,155*; (88) 
Deluxe Holiday, $2,415*, $2,210*; 4-dr., 
$1,915"; (98) 4-dr., $2,500*. °52 (98) 
Holiday, $1,415* (ps); 4-dr., $1,015*; 
(88) Super 4-dr., $1,125*; Deluxe 4-dr., 
$1,000*. °51 (88) Holiday, $1,000*. °50 
(98) Holiday, $705*; (88) 4-dr., $500*. 

PACKARD—'53 Patrician 4-dr. ‘ $1, 350°. 

PLYMOUTH — ’55 Savoy 4-dr., $2,200*; 
Belvedere 4-dr., $2,060. ‘53 Cranbrook 
Belvedere, $1,035*. '52 Cambridge 4-dr., 
$470. '51 Cranbrook 4-dr., $435. °50 De- 
luxe 2-dr., $395. 

PONTIAO — '55 Star Chief (8) Catalina, 
$2,830* (ps), $2,800* (ps); 4-dr., $2,525*. 
’64 Star Chief (8) 4-dr., $1,945*. ‘53 
Chieftain (8) 2-dr., $1,045. 


FARGO, N. D. 


‘ _|  $3,000* (ps). '53 Chieftain (8) Catalina, rece 
aah ra’ fe for mle of ety TY) $2000, Fa, are oot sver treat 
(iasiest strong om lean auite, but ccn- (8) Catalina, $745°; 4-dr., $595, °50 Sil- WINDSOR, VA. 
tinuing to drop on rough models, Sold 72 ver Streak (8) 2-dr., $4555. Windsor Auto Auction. Sale every Thurs- 
cars out of 102 offerings.) * '« 7 Se. 9). In spite of rain ats oan 
BUICK — ’54 Century Riviera coupe, §2,- we had a very good sale with over 70 per- 
400", $2,350". "53 Super’ Riviera '2-Or. — Auctions in Br ief — cent of cars registered sold. 
$1,550*; 4-dr., $1,335*; Special 2-dr., MERIDIAN, MISS. i 
$010. i 2 nt, Riviera, — — Tinnin Auto Auction. Sale every Tuesday JESSUP, MD. 
gso0, green” ake ae al ste, (Nov. 30). Prices up on all clean units.| Colie’s Auto Auction. Sale every Wednes- 
Spesial s-ar., 9400 r., $50 $ Sold 104 cars out of 150. day (Dec. 8). Market fair. Sold 12 cars 
* + > out of 26 offered. 
CHEVROLET—’55 Bel Air (6) Sport coupe, 
$2,265; Two-ten (6) Handyman, $2,225; NEW YORK CITY a Ses he 
Twco-ten (8) 4-dr., $2,190*. 53 Bel Air| Skyline Auto Auction. Sale every Tues- DENVER 
2-dr., $1,180*, $1,175; 4-dr., $1,125; Two-/| day (Dec. 7). Market firm on good, clean Colorado Auto Auction. Sale every Mon- 
ten 4-dr., $980. °52 SL Deluxe 4-dr., | merchandise. Off cars looking for takers— | day (Dec. 6). Prices steady to weak. Sold 
$650. '51 SL Deluxe Bel Air, $750*, $740; ' could have sold 65 more clean cars at good ' 300 cars out of 390 offered. 


Kenosha, Wisconsin 
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coupe, $525*; 4-dr., $580; SL Special] prices as demand is still here despite cold 
2-dr., $500. '49 SL Deluxe 2-dr., $400. | wealther. Sold 44 out of 97. 
°48 FL Aerosedan, 2 at $150. * ° * 





OHRY' f - ° 
nn 53 NY 4-dr., $1,510*. EBENSBURG, PA. 

DeSOTO—’52 Custom 4-dr., $720°*. Ebensburg Auto Auction Co. Sale every 
DODGE—’51 Coronet 4-dr., $470*. '48 club| Thursday (Dec. 9). Prices dipped slightly 

coupe, $130. again today, especially on '53 and '54 mod- 
FORD—’55 Custum (6) 4-dr., $2,150, $2,-| els. Demand continues good. Sold 88 out of 

050, $2,000; Main (6) 2-dr., $1,650. '54/| 104. 

Crest (8) Victoria, $1,799*, $1,765, $1,- . * * 


695; Custom (8) 4-dr., $1,475; Main (6) FT. WAYNE, IND. 
° . . 


4-dr., ,420; 2-dr., $1, ,095. ° 
Sa eck, Hee: SUMS CPS] can arners Atte Auction, Bale over 
435; 4-dr., $1,040; 2-dr., $990. '51 Cus- | Tuesday (Dec. 7). Market good. Sold 108 
tom (8) 2-dr., $550. '50 Custom (8) 2- | CUt of 152. 
dr., $515, $100. ‘49 Custom (6) club sae 
coupe, $165. 47 Custom (6) 2-dr., $145. N. PLAINFIELD, N: J. 
NASH—’53 Ambassador 4-dr., $1,100, $1,-/ Lebanon Auto Auction. Sale every Wed- 
clpneennn nn tess: $325. ing |nesday (Dec. 8). Activity very brisk on 
(88) 4-dr., $1,850*. '53/ cheaper merchandise. Prices steady. Sold 
(88) Hard Top, $1,700. '52 (88) Super| ¢3 out of 106 
Holiday, $1,390*. '49 (88) 4-dr., $440*. j © . 6 


PLYMOUTH — ’53 Cambridge club, coupe, 


$795. '52 Cainbridge 4-dr., $520; Cran- FLINT 

brook 4-dr., $500, $410. "51 Cambridge Flint Auto Auction, Inc. Sale every Wed- 

- coupe, $530. '50 Special Deluxe 4-/| nesday (Dec. 8). Prices were steady to up- 
$360. '48 Deluxe 4-dr., $140. ward, but there is a shortage of clean 


PONTIAO —'55 Star Chief (8) Catalina, | autos. Sold 90 out of 129. 


..- handle every plier job faster, 
easier, safer...and they'll out- 
last several pairs of ordinary 
pliers...SNAP-ONS are favorites 
in OUE Shop.” rove: w. rompt, service Meneger, 


S-W-S Chevrolet Co., Dayton, Ohio 












| Snap-on Jools 


Rta a7 267) a Bewienrsclachate: : wamatiell 


NY) 
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Dealers Urged to Be Cautious... 


There’s a Proper Way 
To Sack Employes 


pe cae of a number of costly 
and troublesome firings coinci- 
dental with the drive to unionize 
Detroit dealerships, one association 
hag drawn up a detailed plan for 
handling discharges. 
Pointing up the fact that it is a 
ao of the Taft-Hartley Act 
e an employe for un- 
oe activity, the association de- 
clares: 

“Under no circumstance should 
any dealer ever discharge an em- 
ploye for the sole reason that that 
person belongs to a union.” 

In the past two months two De- 
troit salesmen have collected back 
wages of $3,000 and $3,100 because 
their employers fired them for in- 
sufficient cause. In both cases the 
union filed unfair labor practice 
charges with the National Labor 
Relations Board, alleging the men 
were fired for union activity. 

+ * * 
OTH cases were settled before 
the charges were processed by 
the NLRB. The dealers paid the 
salesmen exactly what they had 
earned during the same 1958 period. 

The procedure begins: “It is of 
the utmost importance that you 
follow this procedure carefully. 
Your failure to adhere to it may 
result: in an unfair labor practice 
against you, a lost arbitration case, 
or a picket line.” 

There are seven rules for mak- 

discharges—for non- 


sive 
some forms of insubordination 
and the like. The association 


says: 

“1. Discharges for non - produc- 
tivity or incompetence always look 
bad after an employe has been with 
you for six months or longer. Keep 
a close check on your employes— 
watch for performance—weed out 
non-producers early—tell employes 
what is expected of them. 

“2. Don’t discharge indiscrimin- 
ately or without just cause. Unless 
you are laying off for lack of work 
or going out of roo every dis- 
charge should be based on some 
cause attributable to the employe. 

* + a. > 
“3 GIVE the employes an oral 
e warning. This can be in the 
nature of a pep talk or reprimand 
—indicate possible discharge if per- 
formance, etc., does not improve. 

“4. If cause still persists, give the 
employe another warning. This 
may be written. Refer to the oral 
warning if the cause is the same. 
Tell the employe this is his last 
chance and last warning before 


writing and refer to the warning 
previously given for the cause for 
discharge. Tell when effective. 

“6. Don’t allow the cause for 
warning, notice or discharge get 
stale. Talk to the employe while it 
. is still hot. 

“7. Avoid supervisory comment 
on unions and unionism. This can 
lead to trouble. You are responsible 





for everything your supervisor says 
or does in regard to labor relations 
matters.” 

+ > a7 

HERE are two detailed rules 

for handling discharges for 

other reasons, such ag drunkenness, 
dishonesty, fighting and other ag- 
gravated reasons. The rules state: 

“1, Certain types of insubordi- 
nation, drinking, bellicose atti- 
tude and the like are not serious 
enough for total discharge, espe- 
cially if the e oye has been 
with you for time. In this 

case especially the cause for a 
poesibie discharge should not be 
allowed to get stale. A discipli- 
nary layoff of three to five days 
is often effective. Give the em- 
ploye written warning that a re- 
peat performance means dis- 
charge. 

“2. Where the seriousness of the 
offense in these cases warrants, 
discharge the employe immediately. 
If possible, have a witness or two 
to the improper conduct. Give writ- 
ten notice of dismissal or, if this is 
impracticable, send same to the 
home of the employe. 

When it is necessary for a dealer 
to lay off part of hig staff, the fol- 
lowing procedure is recommended: 

* * * 
ABIDE by seniority as much 
as possible. 

2. Give three to five days’ notice 
if possible. 

3. Give cause for layoff; no 
work, shop overhaul or repair, 
vacation period, model change- 
over, etc. 

4. Tell employe he is subject to 
recall. 

The plan concludes, “there are 
some cases where an employe is 
just staying within bounds, yet may 
be causing a lot of trouble in the 
dealership. He may be a bad morale 
factor. In this type of case it is 
preferable to talk to the employe, 
show him his weak points and in- 

‘dicate, where such ig the case, that 
another dealer or location may fit 
his temperament better.” 


Dodge Dealer Advisory Group Elects Officers— 


Meeting in Detroit, the national committee of the Dodge Dealer Advisory Conference elected officers and discussed merchan- 


dising programs with factory officials. 








Shown in front row (from left) are D. T. Stanton, Dodge sales supervisor; Hanley Taylor, Detroit; Robert J. Young, New Orleans, 


chairman; Ferris Miles, Redwood City, Calif., vice-chairman; R. E. Mulvaney, Billings, Mont.; 


L. J. Oulette, Dodge Conference 


director; Myron D. Smith, Norwood, Mass.; R. C. Somerville, Dodge sales vice-president; S. T. Atkinson, Charlotte, N. C.; L. F, 
Desmond, Dodge general sales manager; S. W. Baker, Salem, Ore., and E. P. Letscher, Dodge assistant general sales manager. 

Back row: Frank Collord, Waterloo, Ia.; H. E. Johnson, Youngstown, O.; Earle E. Bitzer, East St. Louis, Ill.; R. J. Ross, Fort Smith, 
Ark., executive committee; A. G. Seltzer, Toledo; Paul Ruch, Clearfield, Pa.; George Fiedler, Blue Island, Ill.; Elwyn E. Holt, Van 
Nuys, Calif.; John H. Lander, Atlanta, recording secretary; E. C. Eisenhaver, Grand Junction, Colo.; Joseph M. Schneider, Hemp- 
stead, N. Y.; Fred Becker, Spokane; Bruce C. Kixmiller, Vincennes, Ind.; R. B. Lentz, Spartanburg, S. C.; E. J. Horton, Rochester, 
N. Y.; Alden D. Maclellan, Allentown, Pa.; E. E. Louthan, Lubbock, Tex.; W. S. Woolsey, Dodge general truck sales manager; 
Joseph M. Volk, Trenton, N. J.; T. A. Galyean, Charleston, W. Va., executive committee; R. H. Craig, Albany; C. B. Smith, Austin, 
Tex.; B. B. Settle, Dodge director of service, and Jack W. Minor, Dodge director of advertising and merchandising. 


Dietz Hails Business for Curbing Bias 


NEW YORK.— American busi- 
ness is playing a “mighty role” in 
eliminating racial and _ religious 
prejudice by creating a living 
standard and an atmosphere of 
well-being which cause tensions to 
disappear, according to Arthur O. 
Dietz, president of C.1.T. Financial 
Corp. 

Dietz spoke as the honor guest 
and recipient of the 1954 Brother- 
hood Award at the $50-a-plate din- 
ner of the automotive division of 
the National Conference of Chris- 
tians and Jews. 

The award wus presented by 

L. L. (Tex) Colbert, president of 


Chrysler 
“Prejudice and hatred breed best 
where want is worst,” Dietz de- 





R. L. Dealers Air Views 


Favor ‘Open House’ Week, State Inspection Law, 
Scrappage Program, Code of Ethics 


PROVIDENCE. — (UTPS) — A 
questionnaire prepared by the pub- 
lic relations committee of the 
Rhode Island Automobile Dealers 
Assn. to get membership reaction 
to several proposed programs has 
produced the following results: 

1. Nine to one answered in fa- 
vor of, “open house” week. 

2. Fifteen to one voted in favor 
of a semi-annual inspection law 
for the State, with five to one indi- 
cating their preference for dealer- 
operated, as against State-operated, 
stations. 

3. A salvage program to eliminate 
unsafe cars from the highways was 


Safety Tags for Ohio Dignitaries— 


Gold-piated license-plate frames bearing the message, 
sented to State officials by the Ohio Automobile Dealers Assn. From left are U. C. 
Felty, director of the Highway Department; Col. George Mingle, superintendent of 
State Highway Patrol; C. E. Nofer. acting registrar of the Bureau of Motor Vehi- 

Gov. Frank J. Lausche, and Walt R. Hamer, executive secretary of the dealer 


“Drive Safely,” are pre- 


approved five to one, with the ma- 
jority favoring bonded and licensed 
salvage dealers rather than dealer- 
operated yards. 

4. A dealer self-operated Code 
of Ethics was favored eleven to 
one. This cade was unanimously 
approved by the membership in 
attendance at the association’s 
Dec. 9 business meeting. 

Other general programs, includ- 
ing cooperation with civic groups 
to lower car insuranse rates, in- 
crease of service and parts business 
for dealers, promoting better high- 
ways and parking services, and 
safety programs, were , virtually 
unanimously approved in’ the poll. 

RIADA has under consideration 
the presentation to the 1955 General 
Assembly of a bill for semi-annual 
inspection of motor vehicles. 


Chicago Dealers 
Launch Campaign 
To Woo Public 


CHICAGO. — The Chicago Auto- 
mobile Trade Assn. last Friday 
(Dec. 10) launched a public rela- 
tions campaign to bring about a 
better understanding between Chi- 
cago’s new-car dealers and the 
public. 

Utilizing a series of newspaper 

ads, the campaign will set forth 
the principles and standards by 
which the association is guided and 
will emphasize that auto buyers 
may deal with CATA members with 
the greatest confidence. 
“Blownup” copies of ads in the 
series have been sent to each dealer 
member, along with large facsimi- 
les of the CATA emblem, for dis- 
play in dealer windows. 


clared. In the, atmosphere business 
has helped create in America, Dietz 
said, selfishness and insecurity are 
pushed to the background and the 
finer instincts of man are given an 
opportunity to assert themselves. 

“There ig plain evidence that 
America’s current prosperity is 
making it easier for all our people 
to live and work with a spirit of 
greater personal dignity and self- 
respect, to free themselves from 
group rivalries and distrust,” he 
asserted. “In the end, intolerance 
and hatred between groups of peo- 
ple will yield only to appeals to 
reason and conscience. That is a 
spiritual] task. 

“But appeals to reason and con- 
science have hard going and face 
almost certain failure when, be- 
cause of economic conditions, 
want and fear and suffering are 
the common lot of people whose 
minds and hearts we are trying 

to reach.” 

Labor, science and government 
have made great contributions 
without which our progress would 
not have been possible, Dietz said, 
adding that the farmer, the edu- 
cator and others have had vital 
roles. 

“But the primary credit for 
America’s present economical well- 
being,” he said, “belongs to those 
in our national life who have dared 
to plan the plans, raise the money, 
take the risks, design the products, 
build the plants, hire the men, di- 
rect the production and finally sell 
the goods. 

“Today the average American 

has the highest standard of living 
= ” 





Dietz Honored— 


A silver plaque for “distinguished serv- 
ice in human relations” is presented to 
Arthur O. Dietz (right), president of C.I.7. 
Financial Corp., by L. L. (Tex) Colbert, 

of Chrysler Corp., at the annual 
dinner cf the automotive industries divi- 
sion of the National Conference of 
Christians and Jews in New York. 


in all history. This is the first 
generation, it might be said, when 
for most people the first consid- 
eration does not have to be sim- 
ple sustenance of the family— 
basic food and shelter. The aver- 
age American is the beneficiary 
of our great system of mass pro- 
duction, mass distribution and 
mass financing which puts in his 
home a wonderful assortment of 
mechanical devices to make life 
easier and pleasanter, cleaner 
and safer.” 

The average American and his 
family have a real amount of se- 
curity against both unemployment 
and old age, Dietz explained. He 
has a much higher real income and 
more personal savings than ever 
before. He has ready access to 


sound credit to buy a home, a car 


or a refrigerator or to start his own 
business. Except for temporary or 
localized conditions, he can get or 
change his job about as he wishes, 
he said. 

“The basic cause for prejudice, 
selfishness and meanness is re- 
moved,” he continued, “when man’s 
material wants are met.” 

For this reason, Dietz said, the 
American businessman serves a 
righteous cause as he works and 
plans for a better, stronger Ameri- 
can economy. 


Cleveland Maps 
Feb Show; 
Grabski Elected 


CLEVELAND.—The Cleveland 
Automobile Dealers Assn. will spon- 
sor the city’s first auto show in 18 
years, from Feb. 16 to 21, accord- 
ing to R. Earl Burrows, secretary- 
manager. 


To be held in the spacious Pub- 
lic Auditorium, the show is ex- 
pected to attract well over 200,000. 
Plans for the show were approved 
by the dealer body last August, sub- 
ject only to obtaining open dates at 
Public Hall after all new models 
were introduced. Ernest S. Dowd 
(Oldsmobile), Cleveland Heights, is 
chairman of the show committee, 
with Sam Marshall (Ford), as co- 
chairman. 

Walter Grabski (Pontiac), has 
been elected president of the Cleve- 
land association for 1955. He will 
succeed James Berry (Buick). 


Other new officers are A. L. Eng- 
lander (Nash), first vice-president; 
Marc Lance (Ford), second vice- 
president, and Frank M. Condon 
(Chrysler - Plymouth), treasurer. 
Burrows was renamed secretary- 
manager and Frank X. Shaut, 

counsel. 


Officers will be installed at the 
annual membership meeting and 
awards dinner, Jan. 10. 


| ae 
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| Workers Buy Stock to Thwart General Tire . . . 


Motor Products Sale Fought 


DETROIT. — Despite assurances 
from General Tire & Rubber Co. 
that Motor Products Corp. would 
be continued and expanded in De- 
troit, about 1,000 Motor Products 
employes are buying stock in their 
company to prevent it from falling 
into the hands of General Tire. 

Sponsoring the drive to balk 
the sale of Motor Products, 
which is a supplier of Chrysler 
Corp. and Ford Motor Co. is 
Local 203 of the CIO Auto Work- 
ers, headed by Donald Cessna, 
who declared: 

“We aren’t trying to get control 
of the company. We are trying to 
create enough activity to move the 
price of the stock upward, and we 
want to impress the present stock- 
holders with Motor Products’ good 
management and good labor rela- 
tions.” 

Last August, General Tire an- 
nounced to the 3,500 Motor Prod- 
ucts stockholders that General Tire 
intended to obtain 300,000 shares of 
the 486,304 outstanding shares for 
$7 million, or about $23 a share. 
The stock then sold for $17 but has 
since moved up to $23. In 1950, the 
stock reached a high of $40. 

General Tire later announced 
an alternative plan under which 
it intends to swap one share of 
a new 5% percent General Tire 
preferred stock for four and a 
fraction shares of Motor Products 
common. 


Discussing the bid for acquisition | 7 


of Motor Products, William O'Neill, 
president of General Tire, said, “In 
addition to continuing the present 
operations in Detroit, we expect to 
expand the business there. We now 
have certain additional business we 
can place there. 

“There is no need for any em- 
ploye to buy stock in order to hold 
his job.” 

In elaborating on its offer, Gen- 
eral Tire said: 

“The board of directors of Gen- 
eral Tire believes it to be in the 
best interests of both its own stock- 
holders and the stockholders of 
Motor Products Corp. that this 
offer be accepted. 

“Both companies sell exten- 


Clayton Begins 
2 New Programs 


For Dealers 


EL MONTE, Calif. — Two new 
programs to make it easier for car 
dealers, truck and fleet service 
shops and independent garages to 
buy and maintain steam cleaning 
machines and dynamometers were 
announced at the A. S. I. Show by 
Clayton Manufacturing Co. 

According to J. A. Cortright, sales 
vice-president for Clayton, his firm 
will lease-rent dynamometers to 
service shops in the 48 states on a 
five-year basis. Under this policy, 
said Cortright, it will be possible 
for shops of all sizes to afford the 
benefits of dynamometer operation 
at a small monthly cost. 

For present owners and pur- 
chasers of Clayton steam cleaning 
machines, the company offers a 
guarantee that protects against ex- 
cessive repair and parts replace- 
ment expense for a 10-year period. 

“At any time within 10 years, 
upon payment of not more than 50 
percent of the then current price, 
Clayton steam cleaner owners may 
have their machines rebuilt at the 
Clayton factory, and returned with 
all worn and broken parts replaced, 
and with a new machine warranty. 
Or, the machine may be exchanged 
under the same price schedule and 
warranty, for one of the same 
model that has been rebuilt at the 
factory. 

Both of these unique programs 
will be conducted through automo- 
tive jobbers. In the case of the five- 
year lease program, jobbers will be 
fully protected by the company in 
cases of non-payment of lease 
rentals. 

The lease-rental of dynamome- 
ters and the replacement guaran- 
tee on steam cleaners are part of 
, Clayton’s 10-point service equip- 
ment merchandising program for 









sively to the automobile pro- 
ducers. Since the automotive 
parts made by the companies are 
not generally in competition, a 
combination of the two lines 
would give not only a more di- 
versified line of products avail- 
able to the automobile producers, 
but will eliminate duplication of 
sales and service organization, 
giving the customer better serv- 
ice at lower cost.” 

A General Tire spokesman said 
that the obligation to make the 
stock exchange is subject to the 
condition that no fewer than 315,000 
shares of Motor Products’ common 
stock be tendered to the National 
City Bank of New York by Jan. 5. 

He also asserted that if more 
than the stipulated 315,000 shares 
of Motor Products’ common stock 
be tendered, General Tire reserves 
the right, but is not obligated, to 
take the excess. 

While only 1,000 of Motor Prod- 
ucts 4,500 Detroit employes have 


Modernization 
At Studebaker 
Now in Works 


CHICAGO. — The facilities phase 
of the modernization program 
launched by Packard two years ago 

. at Detroit has 
been completed 
and studies are 
now under way 
for a similar pro- 
gram at South 
Bend for Stude- 
baker, James J. 
Nance, president 
of Studebaker- 
Packard Corp., 
said here. 

3.3 Nance explained 

pe Sere that the moderni- 
zation needs of Studebaker do not 
parallel those of Packard, but 
stressed that the Studebaker pro- 
gram must be integrated with de- 
velopment of the corporate pro- 
gram. 

With reference to a management 
group being formed for the new 
corporation, Nance said he will fol- 
low the same procedure as he did 
in building the Packard manage- 
ment group. This called for a three- 
way selection of people in which 
one-third of the management was 
promoted from within, one-third 
was brought in from other automo- 
bile companies, and one-third was 
from other industries, selected for 
their functions, such as finance. 


With reference to physical 
changes at South Bend, Nance said 
he had no new plant construction 
to announce, and that he could not 
be too specific at this time. He said 
that in many areas the Studebaker 
facilities are now further advanced 
than the original Packard setup 
two years ago. 





signed up to buy the stock on the 
installment plan, union officials ex- 
pect that at least 2,000 workers will 
eventually participate. 

Under a payroll deduction plan, 
the employes are investing $4 to 
$50 weekly. One woman is said 
to have made an immediate in- 
vestment of $10,000. 

Motor Products management, 
headed by A. L. Lott, chairman, 
has not participated in the plan, 
other than to make the payroll 
deductions. 

Cessna asserted, “We think we’ve 
got the best management in the 
industry. But we’re not crawling in 
bed with management. We hope to 
have the company in the best pos- 
sible shape next year so we'll have 
a chance to win the guaranteed 
annual wage. Also, we’re afraid 
that General Tire might move out 
a lot of the work. 

“Acceptance of the offer carries 
the implication of a change in the 
character of Motor Products’ oper- 
ations and managing personnel. 

“We’re also worried about the 
loss of our seniority, pension fund 
and other benefits. We oppose any 
proposal which results in absentee 
ownership of Motor Products.” 

In a letter to all stockholders, 
the union pointed out that 78 
percent of the workers had been 
with the company at least five 
years, 45 percent at least 10 years 
and 17 percent at least 20 years. 





New Auto Rug Demonstrated— 


At a sales meeting in Wooster, O., the automotive division of Wooster Rubber 
Co. introduced its Stylemaster Kar-Rug which features an accelerator pedal “lock-slot” 
to prevent it from sliding or shifting. Inspecting the rug are (from left) Larry Kelly, 
New England sales representative; Milt Levit, Chicago; Rod Hazlett, division sales 
manager; E. F. Wheeler, Denver; Swan Kjos, Seattle; Joe McMahon, New York, and 


Leo Moquin, Pittsburgh. 


Dealer’s $100,000 Suit 
Is Settled by Chrysler 


BAY CITY, Mich.—A $100,000 suit| These statements reportedly con- 


brought against Chrysler Corp. by 
a former DeSoto-Plymouth dealer 
has been settled out of court for 


An official of Manley, Bennet & $3,250 


Co., the Detroit brokerage firm 
which is handling the transaction, 
estimates that with 2,000 workers 
buying stock, a total of 12,000 
shares will be purchased within 13 
weeks. 

Motor Products has enjoyed 
healthy profits until the fiscal year 
ended June 30 when a loss of $1,- 
127,000, or 2.41 a share, was re- 
ported. Earnings amounted to $11 
a share in 1950; $8.20 in 1951; $6.11 
in 1952, and $6.62 in 1953. 

One broker said that Motor 
Products stock had a book value 
of $50 a share, including net 
working capital of $25 a share. 

Since its founding in 1916, Motor 
Products has added two plants in 
Detroit, two plants in Chicago and 
one in Marion, O. 

About 85 percent of the produc- 
tion of the Detroit plants consist 
of garnish molding, body moldings, 
ventilators and instrument panels 
for Chrysler and Ford. 

One unionist expressed the ac- 
tion by the local as an indication 
of the workers’ confidence in 
Chrysler Corp. 

The cordiality between Local 203 
and Motor Products management 
has not been perennial. There was 
a three-day strike in 1950, when the 
union won pensions and its present 
five-year contract, and serious 
strikes in 1935 and in 1937, when 
the union won its first contract. 


In a complaint filed in Federal 
court here on July 31, 1953, the ex- 
dealer, Lawrence Dowling, of Dow- 
ling Motor Sales, from nearby Vas- 
sar, Mich., alleged: 

1. That Chrysler Corp. repre- 
sentatives had made statements 
that made it difficult for Dowling 
and his wife, Nina, to sell cars. 


Dodge Puts Bright 
On Executive Staff 


DETROIT.—R. S. Bright, admin- 
istrative director of six Dodge 
plants, last week was appointed to 
the division’s ex- 
ecutive staff, Wil- 
liam C. Newberg, 
president, an- 
nounced. 

In his new post, 
Bright will 
undertake addi- 
tional executive 
assignments for 
Newberg and 
Fred J. Lamborn, 
Dodge general 
manager. R. S. Bright 

He also will continue his admin- 
istrative direction of the three 
Dodge plants in Indiana; the 
PowerFlite transmission plant in 
Indianapolis; the transmission 
plant in Kokomo, Ind., and the 
machined-parts and forge plant in 
New Castle, Del. 





Chevrolet Dealer Planning Group Meets in Detroit— 


For the 18th consecutive year, these 16 representatives—two from each region—assembled with Chevrolet officials in Detroit 
to discuss wholesale and retails problems of Chevrolet dealers. The meeting was under the chairmanship of W. E. Fish, general 
sales manager. Seated at the table (clockwise) are: 

Fred J. Keup, Belle Plaine, Minn.; Glenn H. Curtis, Monte Vista, Colo.; J. R. Martin jr., Andrews, Tex.; Donald M. Brown, 
Ramona, Calif.; Ralph C. Rinkel, St. Paul; B. A. Tubbs, Arkansas City, Kans.; N. S. Clifton, Silver City, N. M.; W. T. Ralph, 
Salt Lake City; Robert T. Clarke sr., Columbia, S. C.; C. W. Appich, Richmond, Va.; C. $. Whitman jr., Newark, N. J.; Ivan S. 
Brownlee, Lakewood, O.; Charles B. Kidd, Hartwell, Ga.; R. H. Jolley, Penn Yann, N. Y.; Calvin A. Unger sr., Phoenixville, Pa., 


and Miles S. Houser, Bluffton, Ind. 





sisted of offering Dowling’s deal- 
ership to others. 

2. That Chrysler Corp. forced 
Dowling to take unwanted and un- 
ordered cars. 

3. That Chrysler Corp. failed to 
deliver ordered cars. It was reported 
that the Dowlings were required to 
take unneeded DeSotos while sup- 
plying insufficient Plymouths. 

4. That Chrysler Corp. refused to 
pay a fair price for Dowling’s un- 
used parts after the contract was 
terminated. 

In answering the complaint, 
Chrysler Corp. denied all the ma- 
jor allegations, admitting only 
that Dowling, on June 9, 1947, was 
granted a franchise giving Chrys- 
ler the right to cancel the agree- 
ment on 90 one notice. Since 1946 
Dowling had been an associate 
dealer. 

Termination notice was given to 
the dealer in December, 1950, and 
the franchise was terminated in 
March, 1951. 

Dowling reportedly requested that 
the franchise be terminated in Jan- 
uary, 1950, but he refused to sign 
the termination agreement until 


}|December because of inability of ~ 


the two parties to agree on the val- 
ue of Dowling’s equipment, tools 
and signs. 

A Chrysler spokesman said that 
in February, 1950, Dowling’s service 
facilities were partly destroyed by 
a fire and that Dowling made no 
effort to rebuild the facilities. 


End of Gas Car 
7 
Held Possible 
e * es 

Within Lifetime 
SAN FRANCISCO. — There are 
people alive today who may live to 
see the last trip by a gasoline- 
driven automobile. 

That is the prediction of Dr. M. 
E. Spaght, executive vice-president 
of Shell Oil Co. and a principal 
speaker at the Western Area De- 
velopment Conference sponsored 


here by the Stanford Research 
Institute. 


Dr. Spaght estimates the entire 
world’s supply of “fossil fuels” 
would be exhausted in 95 years if 
populations and fuel consumption 
increase at the same pace as over 
the last 50 years. 

We are not living “within our 
income of natural resources,” he 
warned. He also termed inefficient 
use as a major problem, and 
pointed out that oil is becoming 
increasingly difficult to find. 

A possible substitute for motive 
power would be devel a of a 
battery capable of provi 
energy to drive a car B00 
without recharging, he stated. 

He said he does not expect the 
development of an atomic a 
suitable for anything smaller 
military vesselg and tong range 
bombers “in our lifetime.” 
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"We coulda bought the customer a new transmission for 
the cost of Chadwick's time and the parts he’s broken!” 








Time Out for Fun at ASI Show— 


A touch of levity and humor helps make any occasion memorable. At the Automo- 
tive News booth in the ASI show, Service Editor Jack Weed (left) asks Comedian 
Jerry Colonna (right) if he's getting into the auto business as an “outlet" for his 
entertainment income. Colonna, new vice-president of Blue Crown Spark Plug Corp., 
replies that he's looking for ways to finance his film and television career. Automo- 
tive News’ Staff Writer Sam Sampson (center) joins in the fun. 





A NEW MONEY-MAKER! 


it's the new Kent- 
Moore J 5790 Hydraulic 
Valve Lifter Tester. 
And applicable to 


perme market! 
rite Moore for 
















































That's right! Whatever the repair operation, 
you'll find it can be done more profitably with Kent- 
Moore Special ‘‘Rate-Maker” Service Tools. And for 
good reasons, too! Because engineered-for-the-job “Rate- 
Maker” Tools save time, eliminate damage to costly 
parts, and, in fact, easily accomplish many commonly 
required adjustments and repairs that just can’t be done 
at all with ordinary standard shop tools. 


But that’s only part of the “‘Rate-Maker”’ profit picture! 
Consider, too, the specialized service market! Automatic 
transmissions, power brakes, power steering . . . all 
representing a new potential volume of highly profitable 
service business that’s wide open . . . to the shop that’s 
equipped with the right tools. And for most leading 
makes of cars you'll find that Kent-Moore “Rate-Maker”’ 
Service Tools are the right tools! 


KENT-MOORE ORGANIZATION, INC. 
5-105 General Motors Building * Detroit 2, Michigan 
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™ RIGHT IN THE MIDDLE 
| ON PRICE... 


Columbus is actually two 
shocks in one, serving both 
standard and heavy duty 
driving needs in a single unit... 
adjusting automatically to 
every road and ride 
requirement! (No hand 
adjustment necessary.) 
Controlled comfort on 
smooth roads, dips and at 
slower speeds! Maximum safety 
and control on rough roads, 
sharp curves and at high 
speeds. 
Columbus—the only every 
duty shock absorber on the 
market—today’s greatest value 
in shock absorbers. 


COLUMBUS 
eT a SSL 


eet te eet 


HECKETHORN MANUFACTURING AND SUPPLY CO., LITTLETON, COLO. 
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--- by Jack Weed 


(Continued from Page 15) 


course, the big reason for the 
happy frame of mind was that 
almost every exhibitor wrote busi- 
ness. Jobber attendance was good, 
at least for the first two days, and 
jobbers came to the show with an 
optimistic outlook for next year. 

I don’t know just how much of 
this optimism is due to the fact 
that car dealers ended their old 
model year with a good cleanup 
and started off in about the best 
condition, stockwise, that they 
have known since car production 
was resumed after the war. But Ill 
bet it is a large contributing fac- 
tor to the well-being that seemed 
to permeate the entire show this 
year. 

Many of my friends among the 
manufacturers seemed to think 
that much of the good reaction 
was due to the fact that the 
jobbers, as a body, had been 
pinching down on stocks during 
the year because they were un- 
settled in their mind as to what 
1954 would bring forth. But with 
new-car sales starting off in such 
a rush, they now are becoming 
optimistic and are again buying 
to build up their inventories 
against spring sales. 

The Automotive Boosters Inter- 
national held a contest this year 
to determine Mr. Booster for the 
nation, the Booster member con- 
sidered by his fellow club members 
to have done the most for Booster- 
ism and the aftermarket business. 

The first winner of this award, 
which is intended to be an annual 
affair, was Victor C. Condon, the 
current president of B-21, Seattle. 
And Condon won his spurs despite 
being handicapped by poor health 
most of the year, one of the boys 
from his club tells me. 

More power to the man who will 
put out greater effort under ad- 
verse conditions! 

*~ * x 


AvuTomoTive News’ booth one day 


during the show to put on a little 
promotion for Blue Crown spark 
plugs. He recently was made a 
vice-president of the company, and 
I asked him if he was getting into 
the automobile business as an out- 
let for his entertainment income. 

The mustachioed comic—and in- 
ventor in his own right — came 
back snappily that he was getting 
into the business so that he could 
continue his radio and TV work. 

Incidentally, he and Bob Hope 
are making a pilgrimage to Iceland 
and Greenland to entertain our 
boys in uniform over the Christmas 
holidays. His eyes lighted up when 
he told me about the trip, for he 
is one of those many unselfish 
entertainers who go allout to 
spread a little joy around the 
camps when the boys in service 
have that “wish I were home” 
nostalgia. 

A “fireball” out of my past 
came waltzing into our booth to 
see me—none other than Freddy 
Lockwood, also heavily adorned 
on the upper lip, who used to be 
the tom-tom beater for Borg- 
Warner some ten or 15 years ago. 
Freddy is now sales manager of 
Frigikar Corp., Dallas, and I 
will make a prophecy that the 
industry is going to see much 
more of this chunky dynamo 
from now on. 

And while I am on the subject 
of hirsute adornments, another pal 
of my past, whom the Grand Ar- 
chitect has not favored too kindly 
in that respect, was made president 
of the Automotive Parts Manufac- 
turers Assn. recently. Goodloe H. 
Rogers (to you, but “Pud” to me 
and a lot of other people from 
Pontiac, Mich.) is the prexy and 
“big push” of American Forging & 
Socket Co., Pontiac. 


But, to me, Pud will always be 





Pausing to Chat 
ERRY COLONNA, of movie and 
television fame, came over. to 


Letterbox 


(Continued from Page 12) 

cate the driver where he is robbed 
of his view of the road close up 
ahead and at the sides, and in 
addition these new models place at 
his disposal and sing praises of 
great increases in horsepower 
through which to accept the invita- 
tion of the speedometer to drive at 
excessive speeds. 

The auto industry is calling on 
everyone in the country to spend 
money and exert increasing efforts 
to reduce traffic congestion and 
automobile accidents. Is it reason- 
able for the industry concurrently 
to mass output millions of cars 
that tend to increase congestion 
and accidents? — ArtHur W. 
Srevens, president Automobile 
Safety Assn., Boston. 





the guy who sparked the football 
teams on which I played at Mc- 
Kinley, Central and Pontiac High 
School and also my idol as a base- 
ball player, for Pud was good 
enough to make the Browns for a 
season or two as a big-league 
catcher. 

Just so that Pud won’t feel too 
bad about my revealing his awful 
past, I'll have to admit that I also 
had a moniker in those days I’ve 
been trying to hide ever since. I 
was the “Punk” of a “Pud and 
Punk” combination. I, as center, 
tried to open the holes that Pud, 
as halfback or quarterback, en- 
deavored to score through. 

Inasmuch as this will be my last 
appearance before the holidays, I'd 
like to wish all my readers, and 
especially those who have had the 
fortitude to wade through my 
drivel this far, the happiest Christ- 
mas you and yours have ever had, 
and a wonderful and profitable 
1955. 





Ingersoll Products 


Now 3 Divisions; 
President Named 


CHICAGO. — Reorganization of 
the Ingersoll Products division of 
Borg-Warner into three separate 
manufacturing and sales opera- 
tions, and the election of J. H. In- 
gersoll as president and general 
manager of each, were announced 
simultaneously last week. 

Ingersoll previously was vice- 
president and works manager of 
the Ingersoll plants in Kalamazoo, 
Mich. 


As head of the Ingersoll opera- 
tions, J. H. Ingersoll succeeds R. S. 
Ingersoll, who now will devote full 
time to his duties as B-W adminis- 
trative vice-president. 

Robert F. Schutz will be respon- 
sible, as manager, for one of these 
new divisions, to be known as the 
Ingersoll Kalamazoo division. This 
division manufactures amphibious 
tanks and other defense products. 

Another unit, the Ingersoll Con- 
ditioned Air division, also at Kala- 
mazoo, will be under the immediate 
direction of F. S. Gombert as man- 
ager. 


The third unit, located in Chi- 
cago, will retain the name of the 
Ingersoll Products division. This di- 
vision makes diversified products, 
largely for the farm equipment, au- 
tomotive and housing industries. 

R. B. Crean will serve as vice- 
president and assistant general 
manager of the three Ingersoil 
divisions. 


Avis Rent-A-Car 
Tells of Growth 


DETROIT. — Reporting on oper- 
ations of Avis Rent-A-Car System 
for the 13 months ended Sept. 1, 
Warren Avis, president, has re- 
vealed an increase of at-the-air- 
port stations from 75 to 100 in the 
United States and Canada, a 33% 
percent gain. 

At the same time, the system in- 
creased its downtown city stations 
30 percent and now operates 308 
rental stations at home and abroad, 
a jump of 51 percent during the 
year. 

The system last year set up a 
foreign rental division and an “in- 
terchange” system covering all of 
free Europe. 

The interchange plan permits 
Americans planning European 
travel to make arrangements 
through their travel agent, airline 
or Avis to have a new American 
or European car available on ar- 
rival. 

Now holding franchises ag affili- 
ates of Avis are Daimler, Ltd., in 
England; S.M.T. Sales & Service, 


Ltd., in Scotland; Shannon Car 
Hire in Ireland; Europcars in 
France; Sadem Lata (Fiat) in 


Italy; Metro Drive-Ur-Self System 
in Germany, and Spychor’s Swiss 
Ways in Switzerland. 


Calendar 


(Continued from Page 12) 


General 


Private Truck Council of America, Inc., 
Statler Hotel, New York. 

Jan. 20-21 — Private Truck Council of 
America, |léth Annual Convention, Hotel 
Statler, New York City. 

Jan. 27-29 — Truck-Trailer Manufacturers 
Association Convention, Boca Raton 
Hotel, Boca Raton, Florida. 

Feb. 5— Antique Automobile Club of 
America Annual Meeting and Dinner, 
Franklin Institute, Philadelphia. 

Feb, 15-18—Annual Meeting National Car 
Rental ~ Netherland Plaza Hotel, 
Cincinnati. 

Mar. 16-i8—\ith Annual Canadian Auto- 
motive Service Show, Automotive Bidg., 
C. N. E. Grounds, Toronto, Canada. 

April 20;May I|—37th International Motor 
Show, Turin, Italy 

May 26-June 4—Exhibition of Automotive 
Spare Parts, Melbourne, Australia. 

June 12-15—Directors and County Vice- 
Presidents Spring Meeti and Golf 
Tournament, New York te Automo- 
bile Dealers, lacy, Hotel Otesaga, 
Cooperstown, New ‘ork. 


Regional Parts Shows 
Feb. 24-27—Pacific Automotive Show, Los 
Angeles. 


ee 19-22—Tri-State Automotive Show, 
ew York City. 
June 9-12—Great Lakes Automotive Show, 


Detroit. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 


Week Week Jan. 1 dan. 1 
Ended Same Ended Dec., To To 
Dec. 18, Week, Dec. 11, 1954, Dec. 19, Deo. 18, 
1964 1963* 1964* Date 1953* 1954* 
AMERICAN MOTORS 3233 1,995 3,198 210,465 94,406 
MIs ccodiiirtonthtinnibs-> vomnins 699 864 1,275 75,095 31,226 
tt lnnicdcbinna: «chai 2,584 1,181 1,923 135,370 63,180 
CHRYSLER CORP. ... 32,850 20,839 2,724 84,161 1,224,568 673,904 
Obrysber cece 4,200 2472 4,216 10,380 157,198 94,651 
SI Sicrtae nest cootlaes 2,900 2,146 2,917 7,489 126,923 65,676 
SEES. 8,000 3,125 7,880 20,351 290,466 139,849 
Plymouth .......0000000..0000 17,750 18,096 17,761 45,991 649,981 373,728 
FORD MOTOR. .............. 40,990 20,694 40,159 107,317 1,502,268 1,618,661 
SE aicethideanicoee been 84,640 12,026 34,075 91,527 1,153,760 1,387,625 
RD dole Sassari cn 550 974 657 1,501 440,469 = 34,718 
a ee 5,800 7,694 5,427 14,289 308,089 246,318 
GENERAL MOTORS 72,485 48,382 70,405 185,464 2,734,603 2,748,354 
SE chen aguntienccacne 11,300 3,364 11,958 31,321 475,987 508,310 
Cadillac Re once 3,811 8,825 103,722 117,908 
Chevrolet ........:00..-. 37,600 31,786 34,135 93,015 1,433,645 1,350,797 
Oldsmobile 9,385 3,842 . 9,269 24,279 319,852 415,870 
Pontiac ...................... 10,600 9,390 11,282 28,024 401,447 350,474 
KAISER MOTORS 330 248 820 62,479 16,672 
REY Sere ge ae 21,987 5,808 
Willys oon... ee? ac 248 820 40,492 10,869 
MP CII ican cscnssans 725 «4,286 «= 3,086 «6,252 267,531 111,158 
SES 440 1,342 318 882 81,602 26,365 
Studebaker .................. 285 2,044 2,718 5,370 185,929 84,793 
Total Cars, U. S. ........147,430 97,434 148,567 387,212 6,001,914 5,258,155 





*Revised 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 


Week Week Jan. 1 Jan. 1 
Ended Same Ended Dec., To To 
Dec. 18, Week, Dec.11, 1954, Dec. 19, Dec. 18, 
1954 1953* 1954* ToDate 1953* 1954* 
CHEVROLET .... . §,800 8,120 5,862 14,825 349,645 314,141 
DIAMOND T ................ ; 80 97 83 205 4,977 3,367 
DIVCO ....... 60 80 60 156 3,000 2,788 
DODGE ..... 2,160 2,371 2,163 5,594 102,415 91,212 
FEDERAL. .............. nt a 2,355 2,049 
FORD . 4,775 7,288 7,781 20,670 306,662 290,072 
GMC ....... eine 1,260 2,837 1,226 3,242 110,286 73,707 
INTERNATIONAL 1,640 2,231 1,667 4,282 118,708 89,977 
MACK 190 179 190 491 11,219 6,892 
onlin aki pad vesiesbicdiess ize 110 137 108 277 14,981 7,125 
STUDEBAKER .......... +P ale 528 867 = 31,443 =: 15,235 
I Skt vari dasbbectics 225 252 225 586 §=18,659 10,377 
NE cts bon end shesichsne 2,085 1,893 1,917 5,228 386,097 73,447 
MISCELLANEOUS 115 255 112 296 14,050 4,797 
Total Trucks, U. S..... 21,500 25,808 21,922 56,719 1,172,497 985,186 
Total Cars, Trucks, 
EEL a icvetecresiadiosonse 168,930 123,242 170,489 443,931 7,174,411 6,243,341 
Total Cars, Trucks, 
Canada. .................5.... 5,430 7,501 5,355 13,467 445,161 337,924 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....174,360 130,743 175,844 457,398 7,619,572 6,581,265 
arias Saekiateoeeiapeenaaniesine cheaters lagen eaten ecient inndaaeniaimmmememeaints 
*Revised: Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 





Chrysler Posts 69% Gain 
In Detroit Sales Share 


DETROIT. — November regis- 
tration figures show that in Wayne 
County (Detroit), Chrysler Corp.'s 
well-publicized comeback got off to 
a flying start. 

The corporation boosted its 
share of the Detroit market from 
7.48 percent in October to 12.69 
percent in November—an overall 
gain of 69.65 percent. 

Chrysler (including Imperial) 
was the hottest of the corporation’s 
lines in hiking its penetration 110.38 
percent. Other gains were: Plym- 
outh, 79.43 percent; Dodge, 53.07 
percent, and DeSoto, 27.43 percent. 

Only one make—Pontiac—showed 
a greater increase in penetration 
during the month than did Chrys- 
ler. Pontiac’s market share zoomed 
133.74 percent over the October 
figure. 

Nearly all of Chrysler Corp.’s 


Wesson Opens Plant 


LEXINGTON, Ky. — Wesson 
Metal Corp. has begun operating 
its new cemented-carbide metals 


,plant here. The facility contains 


40,000 square feet of floor space. 


gain was at the expense of Ford 
Motor Co., whose three lines’ 
penetration in November was 
38.19 percent, down from 43.30 
percent in the previous month. 


General Motors’ slice was pared 
slightly, from 45.70 percent in Oc- 
tober to 45.38 percent in November. 
All other makers got 3.52 percent 
in October and 3.74 percent in No- 
vember. 


In overall totals, the November 
market was virtually unchanged 
from the previous month. A total 
of 10,934 new cars was sold, com- 
pared with 11,046 in the previous 
month. 


New - truck registrations were 
up to 776 in November, compared 
with 757 in October. 
Registrations ranked the new 

cars as follows in November: Ford, 
3,477; Chevrolet, 2,238; Pontiac, 
1,053; Buick, 752; Plymouth, 687 (in 
October, Buick outsold Plymouth 
1,119 to 383); Oldsmobile, 651; Mer- 
cury, 604; Dodge, 300; Cadillac, 267; 
Chrysler, 244; DeSoto, 157; Nash, 
143; Studebaker, 132; Lincoln, 95; 
Hudson, 59; Packard, 57; Willys, 8; 
Kaiser, 1, and miscellaneous, 9. 


Management Says re 4:s 


Industrywide Wage Pattern? 


(Continued from Page 6) 


ing for more productivity and so 
forth.” 

He recalled developments of re- 
cent months which included Kaiser- 
Willys workers accepting a wage 
cut, Studebaker employes forsak- 
ing their piecework plan, and 


U. S. Plywood Takes Over 


Flexwood and Kalistron 


NEW YORK. — U.S. Plywood 
Corp. has acquired ownership of 
the Flexwood and Kalistron manu- 
facturing and sales operations, 
formerly conducted by Mengel Co. 
A new flexible-materials division 
will market the products, Kalistron, 
Kalitex, Flexwood and Random- 
wood. 

All these products are sold to 
the wall-covering market. Kalistron 
and Kalitex also are used for auto- 
motive and upholstery purposes. 





a 


Speedy Jaguar Headin 


ba 


American Motors workers consid- 
ering ways to increase produc- 
tivity. 

This spokesman also cited the re- 
cent disputes at Dodge and the 
Chrysler Corp. body division, which, 
though serious, were settled with- 
out strikes. 

* + 

AID another unionist: “We've 

taken cuts at Kaiser-Willys and 
Studebaker to get in line with the 
Big Three scales and conditions. 
And we intend to stay within this 
pattern.” 

One adamant union leader de- 
clared: “We're expecting a rough 
deal. But we're all going to have 
the guaranteed annual wage next 
year. 

“After all, we'll be negotiating 
on the basis of next year’s earn- 
ings, and management is paint- 
ing a pretty rosy picture of what’s 
going to happen next year. We 
sincerely expect the Little Three 
to do much better in 55 when the 
benefits of the mergers begin to 
show up.” 

But the management people, ar- 
guing that there has been a slight 
trend to deviation in all postwar 
negotiations and looking to 1955 
when the tax carrybacks will not 





g for U. S.— 


Britain's D-type Jaguar, described as the world’s fastest production sports car, is 
being groomed for the U.S. market, according to Jaguar Cars North American Corp., 
New York. It is said to develop speeds in excess of 172 miles per hour. 





Big Three Builds 99.3% 


Keep Car Production at 147,430 in Week 
As Independents Change Over 


(Continued from Page 1) 


37,600 cars from 34,135 in the pre- 
ceding week. That was the highest 
level since Chevrolet’s alltime high 
week of 37,739 produced in the week 
ended June 24, 1950. 

Truck production last week 
dipped slightly to 21,500 units, 
compared with 21,922 in the week 
earlier. The decline was due to 
the three-week inventory shut- 
down at Studebaker. 

The inventory is being taken 
only at Studebaker’s South Bend 
plant; the Los Angeles plant still 
is assembling cars. 

The Hudson and Nash shutdown 
is for model changeover. Output of 
1955 models will begin Dec. 27. 

* * * 


Ai plants will be closed on 
Christmas and New Year’s Day, 
and some will work only half a day 
on the preceding days. Ford plans 
to work a full day before the holi- 
days, but absenteeism always runs 


Fire Kills Two Children 
Of Cleveland Dealer 


CLEVELAND. — Tragedy struck 
the home of William M. Haas, 
Chevrolet dealer here, when fire 
swept through his University 
Heights home killing his two chil- 
dren, Leslie Joyce, 7, and Linda, 5. 

Fire officials said the two chil- 
dren died of suffocation when a 
maid was unable to save them. The 
parents were away at the time of 
the fire. 

The children’s grandfather, Ar- 
thur Haas, is owner of Downtown 
Chevrolet. 


high in the afternoons since some 
workers indulge in “holiday cheer” 
and forget to return to work. 


Kaiser-Willys will close Friday 
(Dec. 24) for inventory taking 
and will reopen Jan. 3. 

Pontiac will set a production rec- 
ord this month, according to Gen- 
eral Manager R. M. Critchfield. 
Pontiac’s current high month was 
June, 1950, when 47,020 cars were 
turned out. 

* * * 
Bucs last Tuesday (Dec. 14) 
produced its 500,000th car of 
1954, marking the second time in 
its 51-year history that output has 
hit the half-million mark in a sin- 
gle year. 

Tomorrow (Dec. 22) the Janes- 
ville (Wis.) assembly plant of 
Chevrolet will turn out its three- 
millionth car. The plant began 
assembling cars in 1923. 

So far this year U. S. makers 
have turned out 5,258,155 cars and 
985,186 trucks, declines of 12.4 per- 
cent and 16.0 percent, respectively, 
from the 1953 period. 

ca * * 


Canadian Output 


RODUCTION in Canada last 

week totaled 5,430 cars and 
trucks, compared with 5,355 in the 
week earlier. 

Nash last week returned to 
production after being down for 
several months. 

The Ford strike was continued 
last week, but GM and Chrysler 
are building up their schedules, re- 
sulting in weekly advances. 






be helping them, refuse to believe 
that “ability to pay” will not be 
the major factor in next year’s 
negotiations. 

The union’s five-year contracts 
expire at Nash on May 31, at Stude- 
baker on July 31, at Packard on 
Aug. 28 and at Hudson on Oct. 1. 

* * * 


L-M, DeSoto Disputes 
| Fy adel week in the Detroit area, 

two car makers—Lincoln-Mer- 
cury and DeSoto—were faced with 
strike threats arising mainly’ from 
disputes over production standards. 
One company spokesman described 
the disputes as “an annual affair 
whenever we switch over to new 
models and new production 
methods.” 

L-M employes at the Detroit 
and Wayne (Mich.) plants voted 
826 to 16 in favor of a strike. 

Art Valenti, president of UAW 
Local 906, charged that the com- 
pany was using inadequate man- 
power on certain operations. There 
were 25 to 30 grievances to be set- 
tled, he said. 

* * of 


7TH DeSoto dispute, which in- 
volved a number of issues in 
addition to production standards, 
was being negotiated last week as 
Automotive News went to press. 

Syl Sumeracki, president of the 
DeSoto local, said, “They fell us 
that they have to get out more 
production so they can reduce 
their prices to compete with Gen- 
eral Motors and Ford cars. 

“We have this meeting coming 
up. But we’re prepared for a stone 
wall, and we fully expect to ask the 
International for strike authoriza- 
tion very shortly.” 


Canadians Deadlocked 


strike at Ford of Canada 
continued into its 11th week de- 


Ms spite the intervention of Emil 


Mazey, UAW secretary-treasurer. 
Any progress toward settlement 
of the strike was blocked by the 
inability of management and the 
union to agree on a preliminary 
point—whether the pact shall be 
a “provincial” agreement. . 

The company wanted to continue 
the previous practice of negotiating 
individual agreements for each .of 
the three Ford of Canada plants. 
The union stuck to its demand for 
an industrywide pact. 

The union also insisted on a 
wage increase, improved medical 
insurance, seven paid holidays and 
insurance for pensioners. 

*” o * 


Talks at Buick Retail 


THE dealer front, Local 376 

of the AFL Auto Salesmens 

Union in Detroit reported opening 

its first contract negotiations with 

Buick Retail. The meeting was at- 

tended by both factory and dealer- 
ship officials. 

It was also reported that Na- 
tional Labor Relations Board 
hearings to determine whether 
representation elections should 
be held at Ford dealerships in 
Detroit will be resumed Jan. 17. 

In Washington last week, the la- 
bor relations committee of the 
Council of State Chambers of Com- 
merce registered a protest against 
Labor Secretary James Mitchell’s 
opposition to state “right-to-work” 
laws. 

In a telegraphed appeal to Presi- 
dent Eisenhower, the committee 
urged that Mitchell’s views “not 
become an approved policy of your 
Administration.” 


NLRB Ousts Complaint 


On Studebaker, Union 


WASHINGTON. — An unfair 
labor practices complaint against 
Studebaker and Local 5 of the 
CIO Auto Workers, alleging that 
19 workers were laid off for re- 
fusal to buy Studebakers, has 
been dismissed by the National 
Labor Relations Board. 

Spokesmen for Studebaker and 
the union said the charge re- 
sulted from pressure exerted by 
a group of workers who acted 
independently of the company 
and the union. Studebaker cen- 
tended that it had to suspend the 
men to prevent wildcat strikes. 
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‘CLASSIFIED WANT AD DEPARTMENT | 


branches 


Mills Heads PATA 


Philadelphia Dealers Urged by Freed ff 
To Solve Own Problems it 


PHILADELPHIA. — Directors of | Mills (Pontiac) as PATA president 
the Philadelphia Automobile Trade |for the coming year. 
Assn. have elected Raymond E.| New officers were announced at 


‘ the association’s 52nd annual meet- 
Plymouth Elevates 


ing Dec. 7, attended by 216 mem- 
Powell, Ondrus 


bers and guests. 
Charles C. Freed, NADA presi- 
dent, told the Philadelphians that 
DETROIT. — Two executive ap- 
pointments for Plymouth division 
Were announced last week by Carl 


many problems facing the trade 
today are best remedied by the 
J. Demrick, manufacturing vice- 
president. 


me Tre an estimated of the automotive industry from Maine 
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AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 




















dealers themselves rather than by 
outside agencies. 
Other 1955 officers of PATA are 


HELP WANTED POSITION WANTED 


SERVICE MANAGER, Twenty years’ Bu- 
ick, Oldsmobile, Cadillac and Chevrolet 


DEALERSHIPS AVAILABLE 


DEALERSHIP A VAILA BLE handling 
Chrysler-Piymouth. Located in centraj 






















Ondrus was appointed director of 







and experience, indicating salary require- 







What kind of a deal have you? Box 4366, 


c/o Automotive News, Detroit 26. 






information, write Box 4400, c/o Auto- 


budget and time study. 

Powell has been with Plymouth 
since 1944, a year after he joined 
Chrysler Corp. Ondrus has been 
associated with the corporation 
since 1986. He has been with Plym- 
outh since last January. 


Obituaries - 


General Manager 
Of GM’s Moraine 


DETROIT. — Calvin J. Werner, 
former manufacturing manager of 
General Motors’ Delco Products di- 
vision, has been named general 
manager of the Moraine Products 
division. 









































motive News, Detroit 26. 


DIRECT D HANDLING Dodge 
and Plymouth. The hot line for 1955. 
Located in colorful Colorado at the foot 
of the Rockies, close to Denver. Owner 
taking larger deal. Immediate possession. 
- 4370, c/o Automotive News, Detroit 


ments. Inquiries will be handled in strict 
confidence. 


OFFICE MANAGER-ACCOUNTANT. Mar- 
ried man, age 48. 21 years GM experi- 
ence; Motors Holding, operating control 
and budget, installing systems, supervis- 
ing personnel. Likes responsibility. Avail- 
able January 15th. Box 4390, c/o Auto- 
motive News, Detroit 26. 














Box 4402, c/o Automotive News, 
Detroit 26 





DEALERSHIP AVAILABLE now handling 
DeSoto-Plymouth in one of southern Cal- 
ifornia’s leading communities. Approxi- 
mately 50,000 population in area. Estab- 
lished 14 years. Excellent following, 





GENERAL MANAGER 


CHEVROLET TRUCK SALESMAN—$150 
SALES MANAGER 


a@ week salary plus 20 percent of gross 
profit over $110 per unit average. Large 








rysl i. sales and service experience. Capable of Florida. Trade area about 35,000. Low 
John H. Powell was named di- a anaes ‘3 K ee Automotive handling complete parts and service op-| rent, good location, Extra well equipped , 
pr ent; am 0. ev- M handisi eration. Desire connection with aggres-| shop. No acccunts or used cars to buy. 
rolet), secretary, and Edward C. erchan ng sive, service-minded s. with customer as have aneneey approval. Priced un. 
Swi n ‘or . labor potential of $20, - $30,000 per er inventory. Box 4412, c/o Automotive 
Tet anlan oe Gewe oa Man Wanted month. Box 4301, c/o Automotive News, | _News, Detroit 26. 
r etroit 26. 
* : DEALERSHIP HANDLING CHEVROLET 
= were Ken Duncan (Lincoln- | Leading truck manufacturer offers an out- | AUCTIONEER. YOUNG, sober, ambitious| —Southern Wisconsin in heart of dairy. 
(Chevrolet). Reclected eard mam, | “ondin@ opportunity for energetic, imag-| with ‘en yeary aulotiobtio <xperience— | land, covering two towne and surround. |= 
° ar em- |. __,; i uc- ng farmland. " w andle. x | 
bers for the same period were Gu inative young man, age 22-30, to plan| tion co. Has proven sales ability and 4354, c/o Automotive News, Detroit 26. .~ 
P = Y | and produce product exhibits for trade | know how. Will give try out. (No obliga- EAL in, 
te oe a oan A shows, consumer displays, fairs, dealer = a oe nee, = a “\DetenFipmenh, =. Town of 1.500 fa 
onan e- mouth) and John ’ ’ ° in the midwest. Box 4373, c/o Automo- P , . 1500. 
B. White Ford). meetings. Automotive experience along | _ tive News, Detroit 26. mneelan 1 i ‘ae tae - 
PATA’s general manager is| this line, or experience in general adver- | SNERAL MANAGER, Available January| feet space. Buy inventory only. Under| ‘ 
pr ist. Heavy sales and business experience as 
' Richard MacMeekin. tising, merchandising and sales promotion| in Ford dealerships from 200 to 2,000| 9000. Box 150, Clyde, Ohio. S| 
sinners asisintchaerattnamantocenats . : a cars. Prefer volume dealer in south or| FOR SALE OR LEASE. Dealership and| 41 
John H, Powell Joseph Ondrus = will be helpful, but is not absolutely es southwest. Young, sober, industrious with| garage handling Pontiac-GMC. Ge anal ti 
rector of planning and Joseph Werner Appointed sential. Please submit outline of education| a successful record. Top references. Minn. town, 5,000 population. Further | Pt 












. Bert T. Olson, production engi-| stock for large volume of quick deliver- | Former dealer, recently sold “Big 3" account,| reputation. A 
Lee E. Medick, 773 -? s ies. Nick2y ‘Chevrolet Sales. Inc., E. J. a7 ok in "general lavestinent towerds oa eatete or tae wena. $10,000 wit ‘oak a 
ti i . S 
Headed Columbus Assn. Stephani, Pres., Chicago 41, Ill Purchase eqreament or parmership in 3,500 _ 4396, c/o Automotive News, Detroit P 
a SALESMEN WANTED. Interested in in-|©@f and up account. Thoroughly grounded in = 
COLUMBUS, O. ae > a creasing your regular income. Sell as a| Volume operation New York City plus factory | FLORIDA EAST COAST agency, handling ; 
77, founder and president of L. EK. side line to new and used car dealers, a| @*Perience. Excellent references from some| Pontiac. Complete operation including | 
& C. W. Medick Co. (Ford) and a strong repeat line of custom tailored auto | Qf industry's top men, 41, married, two chil-| parts, equipment, etc.—$16,750. No used | _~ 
f ident of the Columbus stat covers and other fast selling auto- dren. Will relocate anywhere proper oppor- cars or accounts receivable. Must be fi- 
ormer president 0 motive items. Oura regular men are doing | tunity presents. Please no small dealers. nancially responsible and able to secure | — 
Automobile Dealers Assn., died Dec. well know of th : factory approval. Box 4420, c/o Automo- |= 
ell and know of this ad. Many terri-| Box 4403 </o Automotive News, Detroit 26 
10 at his home. tories open. Fabric Mig. Co., Box 123, - _ tive News, Detroit 26. 
He founded the dealership 32 Newark, HN. J. AUTO AGENCY—ONE OF the ‘‘Big Three" 
ears @ His son, Charles W. arene _WE Vv USED CAR MANAGER available January —Chicago suburb. Established 25 years 
Medick is vice - president and aa 7 an ‘aoueel ae ona ist. 25 years’ experience. Can relocate. aoa tae te’ cet ae ae & 
manager type man in heavy duty whole-| Finest references. Prefer New England modern throughout. No used cars, real 
treasurer, sale parts operation in suburban Pitts-| °F Southern Florida. Box 4418, c/o Auto-| estate or accounts receivable to buy. Low 
* 7 * motive News, Detroit 26. overhead. Attractive price. Box 4421, c/o 
k burgh, Penn. Reply Box 4363, c/o Auto- . Automotive News, Detroit 26 ® 
Clarence Bestwic C. J. Werner Bert T. Olson motive News, Detroit 26. MANUFACTURERS AGENT wants good ; 


LUBBOCK, Tex.—Auto Dealer Clarence 
Bestwick, 57, died here Dec. 4. He was 
mayor of Lubbock from. — through 1948. 


neer of GMC Truck & Coach divi- 
sion since August, 1952, has been 













DEALERSHIP HANDLING FORD. Mid- 


west town of 2,000 population in heart 
of rich oil producing territory. Gross 


automotive lines for the Memphis area. 
Twenty years’ experience commanding 
highest reputation. Acquainted with job- 








USED CAR BUYERS 


‘“< ° i bers and dealers. Claude Ward Co., 1503} sales 100 cars and $400,000 annually. 
‘ Bawin Dennis aduadn, Gone etios a . Must be experienced in the purchase of used| Union, Memphis, Tenn. an a a = a — 
ans ° —.-——T#!T$§T[--&€-—SFTF—-—_ shed since . Box , ¢/o Auto- 

LAKE CHARLES, La. Edwin Frank, an 2. cars. Need two men for New Jersey; two men CONTROLLER-OFFICE MANAGER. Heavy ceanee Teme, Deteett a. 


63, head of the Buick dealership here since 
1931, died Dec. 8 at his home after a long 


Werner's predecessor, Bernard A. 
‘iMness. 


Brown, is retiring after 40 years. 










for Pennsylvania; two men for the New York 


afes. experience in automobile accounting. 


Proven record of efficiency. New York 
City resident. Will consider interesting 


HANDLING DODGE - Piymouth in Penn- 


DEALERS MART, INC. sylvania. Drawing potential 30,000. Lease 


* * * or sell modern building. $25,000 will han- 
ahaa Aaron Koeppel proposition in other locality. Box 4409, 
Dallas Cooper 144-10 Hillside Ave. demaien, 0. ¥: c/o Automotive News, Detroit 26. dle. Sale due to health. Box 4377, c/o 





DAYTON, O.—Dallas Cooper, 54, presi- 
dent of Cooper-Jackson (Packard), died in 
a hospital. He had been a Packard dealer 


since 1940. 
* * * 


Dale E. Williams 

CHICAGO.—Dale E. Williams, 57, a for- 
mer General Motors official and the presi- 
dent of West Side Buick in Chicago, died 
Dec. 9 at Presbyterian Hospital. During 
World War II, Mr. Williams had charge of 
construction of the Melrose Park Buick 
plant. He took over West Side Buick in 
1947. Mr. Williams served as president of 
the Metropolitan Buick Dealers Assn. of 


Chicago in 1951. 
: * * 


Arthur Lowell Barnes 

LEXINGTON, Ky.—Arthur Lowell 
Barnes, 49, who formerly owned dealer- 
ships at Vincennes, Ind., and Lawrence- 
ville, Ill., died here Des. 10. In recent 
years he had been associated with a ciga- 
rette vending machine firm. 
. oe 


Carl A. Markle 
AKRON.—Carl A. Markle, 58, owner of 


HOUSTON.—Franklin C. Dorr, 58, for- 
merly connected with Ford Motor Co, in 

. Augusta, Ga., died here. 
* * * 


Howard G. Craig 
: POTSDAM, N. Y.— Howard G. Craig, }. 
68, founder of Craig Chevrolet Co. here, 
; died. in West Palm Beach, Fla., Dec. 4. 
4 He was a former mayor of Potsdam. 
As - 


Leo Keil 
WILMINGTON, Del.—Leo Keil, 55, vice- 
president and co-founder of Keil Motor Co. 
(Chrysler-DeSoto-Piymouth), died Dec. 5 in 
Johns Hopkins Hospital, Baltimore, where 
he had been a patient one week. He was 
the son of Max Keil, dealership president. 

* * * 


James I. Toy 
HUNTINGTON, Ind.—James I. Toy, 72, 
once a dealer handling Hudson-Essex and 
later DeSoto-Plymouth, died at his home 
Dec, 11 after a heart attack. He retired 
asa years naar 


manager 
er died of a, heart attack Dec 8. 


ne ee 
CAMPBELLSVILLE, Ky.—Fred H. Bu- 
chanan, who was co-owner of Central Sales 


Campbelisville dealership, for 14 years, 
ied recently after a long period of {11 health: 





EXCEPTIONAL OPPORTUNITY for top 


LIMITED TERRITORY OPEN to aggres- 



































PARTS MANAGER WANTED. Excellent 
working conditions. Apply Mr. Flinn or 
Mr. Hamilton, Flinn Motor Corp., Au- 
thorized Ford dealer, Larchmont, New 
York. 


Classified Want Ads 


a > —_—$—$—$—$———— 
aD Acknowledge WANTED—SALES MANAGER for Pontiac 


dealership, town 100,000 midwest. Must 
be entirely familiar with all phases of 
operation. Man 30-35, married. Must have 
Al references. Immediate opening. Box 
4404, c/o Automotive News, Detroit 26. 


WANTED—SALES MANAGER for large 
Chrysler dealership in north California. 
Must have experience in all phases of 
new and used car sales. There is a future 
for the right sales manager. Please state 
age and experience. Box 4405, c/o Auto- 


AUTOMOTIVE NEWS motive News, Detroit 26. 


HELP WANTED 


GENERAL SALES MANAGER. Mid-north- 
W.3t metropolitan city. Retailing 1800 
new, 3000 used. GM line. Must be capa- 


POSITION WANTED 


gressive executive. Top salary and per- 
centage. Box 4406, c/o Automotive News, 
Detroit 26. 


WANTED — OFFICE MANAGER and ac- 
countant, familiar with General Motors 
system, by old established, reputable 
Chicago General Motors dealer. Pleasant 
surroundings, congenial co-workers, above 
average salary. Give full details of ex- 
perience and job record. Box 4408, c/o 
Automotive News, Detroit 26. 





SALES MANAGER DESIRES position with 
Chevrolet dealer. Preference Florida or 
deep south. 25 years’ experience with one 
Chevrolet dealer, a 2,000 car franchise 
starting at the bottom. Ten years a mem- 
ber of the 100 car club. Fifteen years’ 
experience with sales managing both new 
and used carr, training and directing 
salesmen. Married, sober, in the best of 
health, age 44. Write to Box 4419, c/o 


ra 2 . Ol 
eee Stevese MODE. SNE cotentishes Automotive News, Detroit 26. 


Chicago Pontiac dealer with fine reputa- 
tion has opening for a service manager 
fitted, by training and experience, to 
work with a progressive management in 
developing the full potentials of the serv- 
ice department. Must be a man of un- 
questioned ability with a personality that 
inspires the respect and good will of cus- 
tomers and service personnel. Top earn- 
ings, pleasant working conditions in a 
high grade neighborhood, full manage- 
ment cooperation. Please tell us all about 






COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 


name of any classified advertiser using a 
box number. For our readers who wish to 










replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 


confidence. Box 4407, 
News, Detroit 26. 


c/o Automotive 








sive salesmen selling Benmatt license 
plate frames and monograms—direct to 
dealers. The Bermatt Organization, 3447 
E. 15th St., Los Angeles 23, Calif. The 
Wold’s Largest producer of automobile 
identifications. 
















HANDLING DODGE-PLYMOUTH, Allis- 


DEALERSHIPS AVAILABLE 


Chalmers farm machinery dealership. 
Rich northeast Louisiana Delta, two par- 
ish territory. Potential 150 cars, trucks, 
farm machinery. Write own ticket. Gov- 
ernment financing irrigation equipment 
opens vast potential that line. Have ex- 
cellent connections. If you want appli- 
ances, Westinghouse line available. Past 
two years sales exceed $400,000 annually. 
Parts service absorbing overhead 1U0 per- 
cent plus. Business location one block 
courthouse, main street. Building 72 ft. 
by 135 ft., upstairs storage 72 ft. by 50 
ft. lrick and metal construction. Used 
car lot 100 ft. by 150 ft. Two acres land 
outside city limhs with metal building 
36 ft. by 100 ft. Business established 
1938. ‘Real estate, building, fixtures, 
service equipment value $60,000. Take 
$37,000. Parts department inventory ex- 
ceeds $27,000 dealer net. Nothing obsolete. 
Sell 20 percent off. Dealer has extensive 
farming interests and has recently de- 
veloped heart ailment. Mist quatify both 
Dodge and Allis-Chalmers. Box 4414, c/o 
Automotive News, Detroit 26. 


of Canada) cars. Turnover this year over 
900 new cars and trucks. Ford parts 
business in 1953 and 1954 third highest 
in Canada. Excellent downtown corner 
location in Edmonton, Canada, capital city 
of Province of Alberta. Population 230,- 
000; center of oil, natural gas and petro- 
chemical area; adjacent to four major 
oil fields and rich agricultural district. 
Modern building and property for sale, 
would consider leasing. Extra parking 
space on five city lots around location 
available in package deal. Building of 
first class steel, stucco and concrete con- 
struction. Driving ramps connect main 
floor with full basement. Modern Texaco 
gasoline station also operated on premises. 
Paved used car lots adjoining. Reply to 
General Manager, Dominion Motors Lim- 
ited, 107 St. and Jasper Ave., Edmonton, 
Alberta, Canada. Telephone 29421. 


DEALERSHIP HANDLING CHRYSLER 


and Plymouth and farm machinery. Mli- 
nois county seat. Terms. No used cars. 
Average gross over $250,000. Box 4415. 
c/o Automotive News, Detroit 26. 


modern facilities. Depreciated assets only 
—$48,500. Immediate action important. 
Box 4417, c/o Automotive News, Detroit 
26. 


DUAL AGENCY HANDLING Chevrolet 


and Buick. West central Wisconsin. Ap- 
proximately 150 car deal. Fully ee. 
Lease securc. Parts inventory small 

4413, c/o Automotive News, Detroit me 





Automotive News, Detroit 26. 


DEALERSHIP HANDLING FORD. Lo- 
cated on third most traveled highway in 
Texas. Box 4378, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 


WILL PAY CASH FOR GM, Chrysler 
product or Ford franchise of any size. 
Southeast or southwest coast of rida. 
Factory approval assured. Will lease or 
buy building if necessary. Box 4288, c/o 
Automotive News, Detroit 26. 





Need Financial Assistance 


Received okay from factory (one of “Big 
3") for franchise. Approximately 1,800 
cars a year. Has 100% parts and service 
absorption. Would be interested in invest- 
ing in a dealership with the purpose of 
eventually buying out entire deal or, if 
necessary, would consider partnership 
basis. 20 years’ experience in automobile 


MecCombe Motors Co.. (Ford), Ravenna, ble of handling large sales force, used oe 
O., died last week. car retail, sales promotion and advertis- RETIRING FROM FRANCHISED dealer-| industry and have the necessary qualifica- 
- s ing. Must be experienced and best refer- ship, established 33 years, now handling ‘ 
C. Dorr ences required. Good opportunity for ag- Ford cars and trucks and Monarch (Ford | tion to operate dealership. 


Box 4423, c/o Automotive News, 
Detroit 26. 





I HAVE $5,000 to invest in a ‘“‘Big Two" 
dealership that I can manage and buy- 
out over an extended period of time. 
Eastern seaboard preferred. Box 4410, 
c/o Automotive News, Detroit 26. 


CHEVROLET OR FORD DEAL wanted. 
300 to 350 unit potential. Not interested 
in real estate. Am ready to act now. 
oy 4411, c/o Automotive News, Detroit 


BUSINESS OPPORTUNITIES 


OPPORTUNITY. I WANT A YOUNGER 
man to take over sales of Ford cars and 
trucks and keep my dealership competi- 
tive. Unable to find such a man locally. 
Presently selling one hundred units a year 
in city of 10,000 population in north- 
eastern U. S. Factory says this must be 


2: 2 protect their identity when answering box -| doubled at once. If you can do it and 

our training, experience, job record and HA ING © TLLA . CHEVROLET , 
. Temple J family aseaen Replies Er in strictest number ads, we suggest you send your a . — EM aol take the preamme, FR give you helt the 
rr. bi northwest. ry DP . , net profit. Be your own boss but get re- 


sults. Some cash necessary to protect 
dealership against loss in case of your 
inability to produce a profit. Cash re- 
funded when you prove you can make 
money in volume operation. If you have 
what it takes, you get half the dealership 
net with no investment. Any takers? 
Write Box 4422, c/o Automotive News, 
Detroit 26. 







































































. Istributorsh Oth M Parts Also 6-71. Write Box 4416, c/o Automotive| %Y man calling himself Mr. William B 
few large area distri ae = a S SOMETHING NEW News, Detroit 26, stating condition,| Lees, who was last heard of in and 
Bir ovr nationally recognized products which UP TO 50% DISCOUNT price, etc. around Silver City, New Mexico, on_ or 


a: 


| 





| WANTS TO MAKE MONEY 


de cooling system cleaning machines 


' As Mists -nd Gerabes, tee. ocetending |) OTT SHtteee en yee Pues Grewe USED CARS DELIVERED SHOP EQUIPMENT FOR SALE brook 2-3657 or wire collect automotive 
a : +—Direct—C. Serv FOR SALE. MODEL 1955B addressograph,| ‘ePartment, Pabco Products, Inc., 
re proofing compound and others. A Fas irec -0.D. ice We have for sale a nice selection of | model 6381 graphotype, 30 drawer filing| Brannan St., San Francisco, Calif. 


ite $20,000 to $50,000 annual net profit 
ion. Strong company assistance in estab- 


ending on area. An unusual opportunity for 
gm able man to build a large volume repeat 
business on a very small investment. Write 
o wire. 





BUICK PARTS 


Largest Buick Parts Dealer in U. S. 


1000 S$. Wabash Av., Chicago, Ill. 
Phone Wabash 2-1030 


Frank Chevrolet Sales, Mich. 


Phone 2-6181. 


Otsego, 





fleet leased 1953 Chevrolets, Fords and 


of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 


McLean Motor Sales, Inc., P. O. Box 527, 
Lenoir, N. C. Telephone "PL 4-4548. 


WE BUY GMC DIESEL tractors, 4-71 or 


cabinet. This practically new equipment 
will sell at 50% discount. Liddon Pon- 








$12.50. Civilian jeep tops — $70.20. Half 
top — $56.16. 3-ply convertible tops — 
$18.95. Plastic convertible top protector 
cover—$12.55. Rush service! Boston Big 
Buck, 278 Cambridge St., Boston, Mass. 


° « 
AUTOMOTIVE NEWS, DECEMBER 20, 1954 39 
BUSINESS OPPORTUNITIES PARTS FOR SALE CARS FOR SALE - TRUCKS WANTED MISCELLANEOUS as 
55 LET CORVETTD. Blue with | WANTED—TRACTOR and 2 a trailer | REWARD FOR INFORMATION leading to 
powerglide, radio, heater—§2,700. Fully to transport new and used Prefer recovery of 1953 Plymouth, light grey 
FOR THE MAN WHO equipped, has never been used. No miles. late model, not older than 1950. ‘Contact| Cranbrook ciub coupe, engine No. P24- 


586207, 1954 Arkansas license No. 38-326. 
Car was being driven with permission 


from St. Louis, Mo., 


about September 23, 1954. 


¢ distributorship. Moderate merchandise Plymouths in all body styles. These cars| tac, Inc., Nashville, Tenn. 6-6165. iF 

tory investment — $3,000 to $10,000, de- GORDON BUICK can be delivered to your door regardless REPCACEWEN UTS HEADLINERS — I. C. C. DEMANDS 

Controlled Steering 
On All Hook-Ups 


Phone EX- 





ing Director of Sales 229 S. Hanson St. Philadelphia, Pa. . « « also Safety Chains 
tra PARTS WANTED 1. E. Spatig, Used Car Manager 

ow | NATIONAL AUTOMOTIVE gy Eg ee 9 Sherwood 8-1500 Our New Model BE SAFE — BUY 

S| seas seen tigey | TOW BARS |} Automatic BraKin 
tive 14660 Schaefer Highway enema § 
FS Detroit 27, Michigan NO OTHER AUCTION CAN AUCTION LEAD IN SALES... COMPLETE with 

a: OFFER MORE! It’s New —I?#'s Nice VALUE AND Guide Cables and 

= “BIG THREE’’ AUTOMOBILE franchise. : Seven —, years = et I?’s Detroi#'s Finest eee BRAKE HOOK-UP 

3 [Fe rssze, gece teatarount, sveras. |] © Onp,of fhe sation'y saves! on PERFORMANCE Meets ALL 1... Requirements 

~ facilities. Fine southern city 200,000. @ Complete check and title insurance WES COON aad 


@ A7 year record of 83% of entries sold Meet 1.C.C. Requirements 


@ Chester Davis—America's leading auc- 
tioneer 


Just a very Few Reasons a it pays 
to buy and sell here 


' Every Thursday at 12:00 Noon 
George ‘“‘Bud"’ Bixler, Manager 


Ebensburg Auto Auction 


One Mile From Ebensburg Pa. 
Just off Route 22 


PHONES: Auction—9361J - Office—565 


Tremendous permanent payroll expansions 
underway. Also, consider sale of half in- 
terest to experienced capable person, to 
assums complete responsibility. Ability. 
financial strength necessary for factory 
approval. Wishful thinkers will waste 
time. Give background, age; address, 
phone, present status. Box 4329, c/o Au- 
tomotive News, Detroit 26. 


AUTO AUCTION 


WITH BRAKE HOOK-UP 


ONLY. . .°51% sie 


Meets 1.C.C. Strength nvgiunaaae 
— SPECIAL — 


MOTO-MATIC 
TOW . GUIDE 


and 


BRAKE-MOBILE 


TOW - PILOT 


|] STEEL (Tow Bar) CARRYING $13 95 
with Automatic Brake CASE with Wheels & Handles . 
(Add 55¢ for Padlock with 2 Keys) 
Cannot Be Matched 
At Any Price 


Write Today for . 
Illustrated Catalog 


Grand River at Telegraph 
U. S. 16 and 24 


Every Thursday at 1 P.M. 


Carl Marker, Auctioneer 
All checks guaranteed 


Large Dodge-Plymouth franchise, many Kenwood 3-3090 


years successful history. Excellent set-up. 
Average sales past five years 700 annually. 
Southwest City, quarter-million trade area. 


SAFETY CHAINS, set of 2, only....$2.50 





ATTENTION DEALERS !! 
SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 


Sale of 50% interest might be considered. 
Factory approval necessary. Box 4332, </o 
Automotive News, Detroit 26. 


TINNIN AUTO AUCTION 


A closed dealer auction 


EVERY TUESDAY—11:00 A.M. 
BUCKWALTER STADIUM 


Qu ons 
to-Bumper Tow 


TRI-KING 3-Point Hook- 
Up iIntra-State Tow Bar. 





Heaters 
PARTNER WANTED. Chrysler-Plymouth. 
Dealer wants partner to take complete 
charge of new and used car sales. 50 


$42.50 











oit percent o inventors, —_ a and = Meridian, Miss. 1950-1951 c s 
__ | counts. Approximately $30,000 to handle. | Telephone 5524 - 9533 - 9274 WE STOCK ALL MAKE 
Located 1 ; mans a 

- Sane Oliver "Gel agg neg All checks, drafts and titles are insured. Mymestie aan saeco Factory Sales Division TOWING EQUIPMENT and PARTS 
ed ones ae All cars listed at auction first come first ” PILOT DISTRIBUTING FOR AUTOMOBILES and TRUCKS 
5 DEALER SERVICES prewars and on down to 1954 modes. | MORRIS FREEDMAN COMPANY 
* Plenty of clean cars to lek from S4th & LINDBERGH BOULEVARD TOW BAR SALES CO. 
453 INVENTORY SERVICE P PHILADELPHIA 43, PA. BATTLE CREEK 9, MICH. Exclusive Factory Distributors 
e" BUYING OR SELLING A BILL TINNIN, Owner SARATOGA 7-2300 SHERWOOD 7-1700/| Phone WO. 2-5257 All Dept's. AS NEAR AS YOUR PHONE |. 
i | @ Buy Right @ Sell Right pre xe “Leaders In The Industry” DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
Ww UCTION 
1. oA slanereted cried phyaeal TIM ANSPACH NEW YORK CITY'S Since 1939 40 So. Clinton St., Chicago 6, i. 
= Inventory w ee “Midway,” Stop 20 SKYLINE 
“ DON'T GUESS—0E SURE Albany-Schenectady Road AUTO AUCTION 

Call or write for service details. ALBANY, N. Y. 
y. AUTOMOTIVE INVENTORY (For Dealers Only) 
b- SERVICE CO. EVERY MONDAY .. . 12 NOON EXCLUSIVELY FOR AUTO DEALERS W AKE b D 2 

10040 Freeland, Detroit 27, Mich., WE 3-6445 || Member of N.U.C.D.A. and N.A.A.A., Inc. You are 100% safe because all titles s 

“= and checks are insured 
z Every Tuesday 12:30 P.M. . . . and get away from all congestion, parking and 
/o 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


traffic problems—deal at APTCO—a big sale just !/2 
mile from Detroit's city limits . . . a great sale, con- 
veniently located, now offers, due to increased activity 
—two sales weekly 


EVERY WEDNESDAY and FRIDAY at 12 NOON 


ROCKFORD AUTO AUCTION 


6402 Forest Hills Rd.—Hwy. 173, North of Rockford 
ROCKFORD, ILLINOIS 


Owned and operated by Jack and Swede Clark 
Sale Every Thursday—Rain or Shine 





’s 7 







GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ae west of Grandville, 


"Sales Built this fine auction—now 
Good Service Keeps it strong" 


APTCO AUTO AUCTION 


19241 Dix Avenue on U. S. Route 25 


eonrr ai 


ich. 
EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. ‘Bill’ Nagy 
“Michigan's Best"’ 
Phone: ARdmore 6-4720 






Hotel and Motel Reservations made. 
Drive away and truck away service available. 
Complete clean up service on the grounds. 
Restaurant facilities. 
If you come in by plane, train or bus call us and we 
will: pick you up. 
Dial 7-5711 For Reserved Numbers 
Evening—7-7741 and 4-2429 


WE BUY AND SELL 
WHOLESALE - - - RETAIL 


|| REDUCED PRICES 












CARS WANTED 


OLDSMOBILES 
WANTED 


1955 Olds 88's, su 


Melvindale, Michigan Phones: Dunkirk 3-0150-1-2 






Dial 7-5712 







7 wr SS aa... V GV ae 







r 88's and 
rigidaire, by 
authorized Olds dealer to take care of 
record high tocal orders. We transport in 
ie°ts of a from anywhere. Wire quan- 

4379, c/o Automotive News, 


100 new, 
98's wanted, with or without 


New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [] or Two Years $14 [] 
for which check is attached [_] or send bill [] 


Detrott a and receive our return wire 
next day. Absolutely confidential. 














| 
| | 
| | 
| | 
| 
| | 
PREWAR | 
| MOPAR PARTS AND ACCESSORIES mencony momma court | 
ee new Mercury Montclairs for AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH 
PLYMOUTH - DODGE perenne cee ares I | 
: four anywhere. Will pay us MOTE OB os icc cachceveccrndvckctsl nino ee | 
CHRYSLER - DeSOTO NOLAN MERCURY Pe ee ee 
DODGE TRUCKS ae Lite sccadich disks debenessteaveide cided ee 
Write dun list ond dicosent shend —— Atay fe ee ee Zone No......... : 
| coc cccceccerecdesdvevesecescsecenetibseceoee Do teveecenc cuwé ce eee | 
ATOMIK MOTOR PARTS STATION WAGONS |, TRADE CONNECTION: | 
COMPANY WANTED ee ee ele ee 
Phone Ne. 4065 1865 University Ave. |] ODD MOTORS has ot cor sscsccssssssesssseeseeses «inane | 
ST. PAUL, MINN. maa 1990-80 | 











_ Past, present or future 


STUDEBAKER 


stands for Good Profits and a Good Living 


Hundreds of Studebaker dealers have held their 
franchises more than 20 years. Many of our 
most successful Studebaker dealers came with 
us thirty, and even forty or more, years ago. 


Ralph E. Lewis Company 
40 years a Studebaker Dealer 


in Jackson, Michigan 


RALPH E. LEWIS RALPH E. LEWIS, JR. 
A Father and Son Team 


Pepincn, do 
Says Mr. Lewis Sr.: “It was a happy day when | became a 
Studebaker dealer. The company has been fair and friendly. 
A pleasure to do business with. The cars have been the kind 
| can be proud to sell to my friends. | have made good 


money and have enjoyed my business life.” 


This continuity of good profits and a good living 
means much to old Studebaker dealers—and it’s 
one reason why new Studebaker dealers are 
being signed every day. Consider, for instance: 


Rictor Motor Sales and Service 
backed by 35 years automotive 


experience in the Erie, Pa. area 


RICTOR MOTOR SALES ana SE 


Says Mr. John Rictor, President: 

“The style, quality and value 

built into the current line of Stu- 

debaker cars make me confi- 

dent that they can be sold in 

volume and at a profit. In tak- 

ing this franchise | have also 

considered the fact that Stu- 

debaker factory policies have 

always been fair to the dealer. JOHN RICTOR 
| look forward to a pleasant and profitable relationship 
with Studebaker.” 


STUDEBAKER 


Studebaker Division of Studebaker-Packard Corporation... 


world’s 4th largest full-line producer of cars and trucks 





